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N. Y. Court Asked to 
Stay North America 
Rate, Form Filings 


Justice Breitel Is Expected to Fix 
Hearing Date After Protest by 
New York Rating Organization 


NYFIRO CHARGES OFFERED 


Holds N. Y. Dept. Ruling for North 
America May Destroy Coopera- 
tive Action in Fire Rating Here 
Justice Charles D. Breitel of the Ap- 
pellate Division of the New York Su- 
preme Court yesterday was expected to 
grant the N. Y. Fire Insurance Rating 
Organization’s request for a stay against 
new fire insurance rates and form of the 
Insurance Company of North America, 
due to have become effective Wednes 
day, October 20. The North America 
had received approval from the New 
York Insurance Department on the new 
fire and allied lines rate schedule, which 
would average about 10% below rates of 
the NYFIRO. The stay would run sev- 
eral weeks, with Justice Breitel fixing 
a date in November for a hearing on the 

charges presented by the NYFIRO. 


Charges of NYFIRO 


More than 200 fire insurance com 
panies in the New York Fire Insurance 
Rating Organization informed the State 
Supreme Court that a recent Insurance 
Department ruling put in the hands of 
two North America Companies “a vio- 
lent force which will destroy cooperative 
action in fire rate making vital to the 
solvency of the insurance business.” 

Judicial review and stay of the De- 
partment’s decision of September 14 was 
requested = “definitely in the public 
interest.” A show cause order returnable 
Monday morning, October 18, before the 
Special Term Part I, of the Supreme 
Court was served on the Insurance De- 
partment and the North America Com- 
panies of Philadelphia. 

The NYFIRO companies pointed out 
that for more than half century those 
two companies supported the state-regu- 
lated, quasi-public rating organization in 
compiling impartial scientific ratings of 
City fire defenses and other elements of 
establishing equitable, non-discrimina- 
tory fire rates for the whole public. 

Sumner Stanley, general manager, 
pointed out in an affidavit that NYFIRO, 
as required by state rating law, supplies 
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A.&H. Insurers 
Answer Complaints 
To Press of FTC 


Industry’s Joint Committee Says 
Business Has Cooperated With 
Government Inquiry 


CITES ITS ETHICS CODE 


Companies Call Complaints Not 
Definite Finding; See Im- 
provement in Ads 


Following a statement made by the 
Federal Trade Commission in Washing- 
ton this week in which it made public its 
complaints against 17 companies con- 
cerning their accident and health insur- 
ance advertising practices the Joint 
Committee on Health Insurance, which 
is composed of representatives of seven 
insurance associations whose member- 
ships include insurance companies issu- 
ing accident and health insurance, said 


Insurance Cooperation With Government 


“The accident and health insurance 
business has cooperated fully with the 
Federal Trade Commission to aid the 
Commission in its inquiry into the ad- 
vertising of companies issuing accident 
and health insurance. Nearly nine hun- 
dred companies are now engaged in this 
increasingly important area of individual 
and family protection. The companies 
voluntarily submitted their advertising 
literature to the Commission for its ex 
amination and suggestions 

“The complaints filed by the Commis 
sion are not a definite finding or ruling 
that the advertising in question actually 
violates the provisions of the Federal 
Trade Commission Act, nor does the fil- 
ing of these complaints imply that the 
relatively few companies concerned 
averse to changing their advertising 
remove Federal Trade Commission 
jections. 

‘The complaints, of course, do_ not 
constitute a criticism of the advertising 
literature of the imiaess as a whole 
Nor should they be interpreted as criti 
cism of the accident and health insur 
ance contracts issued by any of the com 
panies. 


Business Recognizes Responsibility 


“The accident and health insurance 
business recognizes its responsibilities 
in helping the public to meet the costs 
of maintaining high standards of health 
care. It now provides hospital expense 
insurance for 57 million people, surgical 
expense insurance for 60 million people, 
and protection against loss of wages as 
a result of sickness or accident for 40 
million people. The growing public ac 
ceptance of accident and health insur 
ance is demonstrated by the fact that 
the amount in force has quadrupled dur 
ing the past ten years and has mort 
than doubled in the past three years 

“The business believes it should 
further intensify its efforts to increase 
accident and he _ insurance protection 
for a_ steadily growing portion of the 
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Youth Framed the Constitution... 
Planned Weill for America’s Future... 


Contrary to popular belief, the Constitution was not 
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drafted by a group of sage, elder statesmen. The . 
average age of the delegates to the Constitutional é A. a Pe tikes 2 pe € ‘. 
Convention in 1787, excluding venerable Benjamin By 6dad Cpe ee A ‘ : 
Franklin, was but 39 years. Alexander Hamilton, #4, “, — : v3 ae 

who cast the deciding vote, had just turned 30. % + aes =~ os 

Edmund Randolph, whose “Virginia Plan” provided Y 


for the House of Representatives, was 33. Yet these 
young men planned so well for the future that their 


work became a timeless guarantee of our freedom... .* 
















In your youth, assure your future security 


with a Penn Mutual “Independence Plan’ 


The young men who drafted our Constitution were inspired by the 
desire to “secure the blessing of liberty to ourselves and our posterity.” 


Today’s young men share that heritage and with it the privilege of 
providing financial security in their own way for themselves and 
their families. 


Since 1847 The Penn Mutual has pioneered many of the develop- 
ments which now make it possible, through life insurance, to tailor 
an “Independence Plan”’ to your particular needs. To young men, 
this Plan offers an unusual opportunity, at low cost, to insure 
financial freedom—regardless of the uncertainties of changing times. 


Back of 


your independence 


stands The ; Lt 
PENN MUTUAL 


Your Penn Mutual Underwriter is well qualified, by training and 








experience, to help you develop your own “Independence Plan.” 
Call him today. His services are yours without obligation. 

















THE PENN MUTUAL LIFE INSURANCE COMPANY - INDEPENDENCE SQUARE, PHILADELPHIA 








PENN Muruat Business Is SoLp ONLY By PENN MuTUAL CAREER UNDERWRITERS 
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National Fund For Medical Edueation 


Life Companies Contributed More Than Million Since Its Inception 


in 1949; Peter M. Fraser, Chairman of Life Division 


Life insurance companies have con- 
tributed more than a million dollars to 
the National Fund for Medical Educa- 
tion since its inception in 1949. The 
life insurance division was the first 
industry group to pass the million dol- 
lar mark in contributions. 

Chairman of the Fund’s Committee of 
American Industry is Colby M. Chester. 
This committee comprises 60 trade divi- 
sions and 23 city committees, totaling 
1400 leaders in the American business 
community. They spearhead a drive 
for $10,000,000 in annual funds from pri- 
vate sources to keep the nation’s 80 
medical schools free, solvent and pro- 
gressive. 

Life Insurance Division Committee 


Chairman of the Life Insurance Divi- 
sion of the Fund’s Committee of Ameri- 
can Industry is Peter M. Fraser, presi- 
dent of Connecticut Mutual Life. Asso- 
ciated with him are the heads of 25 life 
insurance companies or organizations. 
Members of the life insurance committee 
follow: 

Claris Adams, manager, American Life 
Convention. 

O. Kelley Anderson, 
England Mutual Life. 

Thomas A. 3radshaw, 
Provident Mutual Life. 


president, New 


president, 


Morgan B. Brainard, president, Aetna 
Life Affiliated Companies. 

Asa V. Call, president, Pacific Mutual 
Life. 

Paul F. Clark, president, John Han- 


cock Mutual Life. 

J. Doyle De Witt, president, Travelers 
Insurance Companies. 
_ Howard N. Holderness, president, Jef- 
ferson Standard Life. 

F. W. Hubbell, 
Life of Iowa. 
Holgar J. Johnson, president, Institute 
of Life Insurance. 

Devereux C. Josephs, chairman, New 
York Life. 

Leland J. Kalmbach, president, Massa- 
chusetts Mutual. 

O. J. Lacy, president, California West- 
ern Life. 
Laurence F. 


president, Equitable 


Lee, president, Peninsular 


Life. 

Leroy A. Lincoln, chairman, Metro- 
politan Life. 

Powell McHaney, president, General 


American Life. 

James A McLain, president, Guardian 
Life. 

W. O. Menge, president, Lincoln Na- 
tional Life. 

Ray D. Murphy, president, 
Life ped om Society. 

H. Ladd Plumley, president, State Mu- 
tual Life. 

William F. Poorman, president, 
tral Life of Iowa. 
Ellsworth A. Roberts, 
delity Mutual Life. 
_Frank P. Samford, president, Liberty 
National Life. 

Eldon B. Stevenson, 
tional Life & Accident. 
George W. Wells, president, 
western National Life. 


Equitable 


Cen- 


president, Fi- 


president, Na- 


North- 


Other Insurance Chairmen 


John R. Cooney, president of the Loy- 
alty Insurance Group, Newark, is chair- 
Man of the stock casualty and surety 
and fire and marine companies. 

S. Bruce Black, president, Liberty Mu- 





PETER M. FRASER 


tual of Boston, is chairman of the mu- 
tual fire and casualty companies. 


Organized Under Leadership of 
Eisenhower 


The National Fund for Medical Edu- 
cation was organized in 1949 under the 
Dwight D. 
Eisenhower, then president of Columbia 
University; former President Herbert 
Hoover, who is honorary chairman of 
the Fund’s board of trustees; Dr. 
James B. Conant, former president of 
Harvard University and now High Com- 
missioner to Germany, and other edu- 
cators, university presidents and_ busi- 
ness leaders who recognized the dan- 
ger to the national welfare in the medi- 
cal school crisis. Since its inception in 
1949 the Fund has distributed nearly 
$7,000,000 in unrestricted grants to the 
country’s 80 medical schools. 

The principal objectives of the Na- 


leadership of President 





Says Life Insurance Sets 
Public Welfare Pace 


ADDRESS OF DR. W. S. MIDDLETON 





University of Wisconsin Medical School 
Executive Cites Need of Medical 
Education Fund Support 


Dr. William S. Middleton, University 
Wisconsin Medical 
of principal speakers at American Life 
Convention in Chicago. Taking as his 
theme that life insurance and medicine 


School, was one 


are in close liaison to obtain the objec- 
tive of health being the birthright of 
every human being he emphasized the 
need for support of the National Fund 
for Medical Education and _ highly 


praised the support being given to the 
fund by the life insurance companies. 
While this support has been substantial 
he said it falls short of the objectives 
and redoubled efforts must be made to 
“Life insurance has set 


extend them. 





tional Fund for Medical Education fol- 
low: 

1. Finance the training of enough 
competent physicians to meet the na- 
tion’s needs; 

2. Encourage the adv: incement of 
medical training standards in the 
United States; 

3. Preserve academic freedom and 
equality of educational opportunity in 
the medical schools; 

4. Make known the needs of medi- 
cal education to the American public. 


What Medical Schools Do 


In discussing what the 79 medical 
schools of the nation do each year, Na- 
tional Fund for Medical Educ ation, 
says: 

Train 27,000 undergraduate medical 
students; graduating 6,600. 

Provide refresher courses for 17,000 
practicing physicians and train 11,000 
graduate doctors, residents, interns, 
specialists and others requiring new 
knowledge. 

Spur continuing self-education of 
49,000 family doctors, health officers, 
industrial physicians and other prac- 
titioners through short courses and 
seminars, both at the schools and in 
local communities. 

Instruct 16,000 dental, pharmacy, 
nursing and technical students and 
teach 8,000 non-medical students tak- 
ing medical courses. 

Carry on and direct research proj- 
ects costing nearly $32,000,000—chiefly 
for corporations, government: il agen- 
cies, hospitals and foundations. 

Make available to 2,000,000 men, 
women and children free hospital and 
clinic services valued at $100,000,000- 
as much as the schools’ operating bud- 
gets. 

Function as nerve centers and foun 
tain heads for the advancement of the 
medical sciences and the development 
of new techniques and knowledge used 
by industry, the government and the 
professions. 

Furnish leadership and guidance for 
thousands of health agencies, organi- 
zations and foundations, here and 
abroad. 


the pace in the interest of public wel- 


fare,” he said. 
The Climbing Cost Situation 


Continuing, Dr. Middleton said that 
preventive medicine must become more 
than superficial window dressing. In- 
dustrial hygiene and medicine must be 
extended in the interest of labor and 
industry. Better distribution of physi- 
cians is a partial answer to the current 
apparent deficiency, but many factors, 
private and public, enter into this ques- 
tion. 

He declared that careful analyses have 
demonstrated the actual annual deficit 
to meet the needs of modern medical 
education in our 79 medical schools is 


$10,000,000. 
The costs of operating a medical 
school, exclusive of the purely educa- 


tional functions, have mounted greatly 
in recent years, said Dr. Middleton. Ele- 
ments that enter into the conduct of 
any business apply here. In_ state- 
supported institutions the structures of 
civil service add appreciably to the bur- 
den. In hospitals a significant factor of 
the cost is encountered in the non- 
professional personnel. From 70% to 








80% of the increased cost of hospitali- 
zation is found in this item of account- 
ing. The competition for trained profes- 
sional personnel is extremely active. 


Few medical schools can meet the 
monetary inducements of private prac- 
tice nor indeed those of industry and 
other non- educational agencies requir- 
ing physicians. 

“Recognizing this situation a majority 
of medical schools accepts the expedient 
of permitting a supplementation of the 
salaries of its staff members by fees 
from private practice,” he said. “The 
training of physicians is the primary 
function of a medical faculty, but nor- 
mal growth depends upon a "sound re- 
search program with the active partici- 
pation of such members of the staff as 
are qualified. The financial support of 





DEAN WILLIAM S. MIDDLETON 


this activity devolves upon university, 
state, Federal, and private funds. In 
an expanding dynamic field as medicine, 
increased facilities are required to ac 
commodate even the present 
Furthermore, with elementary demands 
for more physicians, more’ medical 
schools and increased space in existing 
institutions are crying needs.” 


classes 


TO HEAR RAY D. MURPHY 


Equitable Society President Will Ad- 
dress Society of LOMA Graduates 
on October 27 
Ray D. Murphy, president of Equitable 
Society, will be the speaker before the 
first fall meeting of the Society of 
LOMA Graduates, to be held Wednes- 
day, October 27, at the home office 
building of the Equitable in New York. 
Mr. Murphy will speak following a 

buffet supper. 

The Society is launching a member 
ship drive to encourage many mor 
fellows and associates of the LOMA In 
stitute courses to a in the post- 
graduate meetings and information ex- 
changes of the comenieidion. 

Chairmen of the committees for the 
coming year have been announced by 
W. W. Cramer, of Equitable, president 
of the Society, as follows: Program, 
William W. Eitel, Home Life; mem- 
bership, Ida Cepicka, Teachers Insur- 
ance & Annuity Association; publicity, 
Virginia Holran, Institute of Life Insur- 
ance; educational, Werner Hundt, New 
York Life; seminar, Arthur C. Daniels, 
Institute of Life Insurance 


HEAR L. E. THROGMORTON 

Louie E, Throgmorton, vice president 
and director of public relations of Re- 
public National Life, Dallas, spoke be- 
fore the Indiana Home Office Under- 
writers in Indianapolis recently. He also 
addressed the Muncie, Indiana, Associa- 
tion of Life Underwriters and the Cin- 
cinnati Association of Life Underwriters. 
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American Bankers Hold 
First Annual Convention 


PRES. RANNI GIVES WELCOME 


Miami Beach Gathering Attended by 
Leading Agents From 23 States; Sales 
and Underwriting Problems Viewed 


By Don J. WELLENKAMP 
Miami Beach, Oct. 18—With President 
Ranni as the keynoter the first 
Bankers 
past 


James G 
annual convention of 
Life 
Week at 


American 
Assurance was held this 
Sans Souci Hotel here with an 
of 65 leading producers of 


The 


attendance 
and their wives 


the company. 


agents 





JAMES G. RANNI 

came from all parts of the company’s 
23-state territory. Opening events of 
their meeting were the get acquainted 
party and dinner which followed. 

At the first business session President 
Ranni welcomed the leaders and then 
introduced George S. Ling, executive 


vice president and actuary. This was 
followed by a talk by V. S. Courtney, 
chief underwriter and assistant secre- 


fundamentals of 
field 


Courtney 


tary, who outlined the 
both 


viewpoints. 


from and home 


Mr. 


liberalization of 


underwriting 
office 


nounced the 


also an- 
certain 
and explained that 
the company is issuing a supplement to 


occupational ratings 


the rate book covering these changes. 
New Sales Approach 

A talk on settlement options by Paul 
L. E. Helliwell, and secre- 
tary, was followed by a thorough brief- 
ing by accountant John F. Cowl ey on 
American Bankers’ accounting pract 
as related especially to agent’s income 
and volume records. 

Next was a demonstration of a 
sales approach by Richard W. 
supervisor of field service, 
nounced that additional 
are about ready to be 
field. 


James B. 


legal counsel 


ices 


new 
Ellsworth, 

who also an- 
new sales kits 
released to the 


Siske, 


agencies, 


director of 





N. Y. State Assn. to Discuss 
Annuities, Welfare Funds 


The annual fall delegate meeting of 
New York State Association of Life 
Underwriters will be held in Syracuse at 
Friday, November 5. 
will be these: 
position rela- 
and welfare 
legislation in 


Hotel Syracuse on 
Subjects on the agenda 
establishing association’s 


tive to variable annuities 


funds; discussion of new 
regard to juvenile insurance. 

At the same time the Syracuse Life 
Association will celebrate 
with a lunch, chief 
be Lester O. 
National 
Among 


Underwriters 
its 50th anniversary 
speaker at which will 
Schriver, managing 
Association of Life Underwriters. 
those attending the luncheon will be city 
bank Chamber of 


officials, 


director, 


directors, 
lawyers and public 


officials, 
Commerce 
accountants. 


Paul McNamara in Hawaii 
For Ikeda Agency Dinner 


Paul McNamara, president, North 
American Life of Chicago, with Mrs. 
McNamara, took off by air Tuesday 


from Los Angeles for Hawaii. They will 
take part in a “Victory” dinner October 
Ikeda 


25 at Honolulu of the Gregg 
agency. That organization rolled up a 
production of $1,500,000 in the August 


contest centering on the Paul McNamara 
birthd: ry. It came out second. 
Returning, the McNamaras will be on 
hand for agency dinners in California, 
the state over which James Craft of 
Los Angeles presides for North Ameri- 


can Life. There will be a wild duck 
dinner at Los Angeles and gatherings at 
San Francisco where the manager is 


San Jose, with Don Del 


Sam Opal, at 
and at Long Beach. 


Carlo in charge, 


D. B. MORGAN WIDOW DIES 

Mrs. Louise Pauline Wise Morgan, 
widow of David Bruce Morgan, co- 
founder and former president of the 
Northern Life of Seattle, died recently 
after a short illness. A native of Wash- 
ington, D. C., she was 78. 





whose subject was “Agency Problems,” 
topped off his talk with the good news 
of the reduction of the minimum policy, 
effective immediately, on the preferred 
risk paid up at 65 plan to $5,000. He 
also stated that the company will absorb 
half the cost of the LUTC course for 
any full time American Bankers man 
who successfully completes it. 

One of the highspots of the first ses- 
sion was an inspirational address de- 
livered by Thomas P. Bowles, Jr. a 
consulting actuary, who “sat in” on most 
of the conferences when American 
Bankers was in the planning stage and 
who has closely followed its growth to 
date. “Team Work” was the topic 
chosen by Vice President Ling for the 
closing talk of this session, and it made 
a iit. 

Not scheduled on the formal program 
for this gathering was a special “bull 
session” last Sunday morning, devoted 
to the company’s new Home Protection 
plan. It drew a good attendance on a 
voluntary basis, despite the attraction of 
deep-sea fishing and a sightseeing boat 


trip. 





Mortgage Credit Program 

Washington—The 16 regional subcom- 
mittees of the Voluntary Home Mort- 
gage Credit Program began their or- 
ganizational meetings on October 21 and 
will conclude on November 5, according 
to Albert M. Cole, Housing and Home 
Finance Agency administrator. 

The over-all program is aimed at 
channeling private mortgage funds into 
areas where such funds are presently 
lacking. Cole set up a National Com- 
mittee, under terms of the Housing Act 
of 1954, consisting of two representatives 
each of the various sources of mortgage 


funds. Milford A. Vieser, vice president 
of Mutual Benefit Life, and Norman 
Carpenter, second vice president of 


Metropolitan, represent the life insur- 


ance industry. 

The subcommittees will have the ac- 
tual job of seeing to it that private 
mortgage money is available in their re- 
spective regions. Membership of the 
subcommittees will be announced after 
they are fully organized. 


E. L. Rosenbaum Agency Has 
$50 Million in Force 


One of the outstanding agency build- 
ing jobs in the country reached an im- 
gs milestone this month when the 
Brooklyn agency of Mutual Benefit Life, 
under the direction of Edward L. Rosen- 
baum, general agent, reached $50 million 
of life insurance in force in a period 
of only six and one-half years. 

Mr. Rosenbaum has brought the 
Brooklyn agency from 34th place at the 
end of its first year under his direction, 
to 7th place at the end of August, 1954. 

The basis of the rapid growth of 
the agency is the brokerage business 
which Mr. Rosenbaum has developed. 
He has become an outstanding authority 
on brokerage business. 

Mr. Rosenbaum joined Mutual Benefit 
Life in 1948 and proceeded to reestab- 
lish an agency in Brooklyn. No stranger 
to that borough, Mr. Rosenbaum was 
born there in 1905, attended local schools 
and the College of the City of New 
York. When he was 17 years old he 
went to work for the Home Title Insur- 
ance Company. 

Joining Equitable Society of New 
York, he for two vears engaged in the 
hardest kind of selling—by cold canvass. 
In 1928 he became a unit manager and 
he built his unit from scratch to $2,500,- 
000. Twelve years later he went with 
Tohn Hancock’s M. L. Camps agency in 
New York City where 95% of his work 
was in the brokerage field, the beginning 
of his interest in this phase of the busi- 


ness. He remained with the Camps 
agency until the end of 1947: in that 
vear he paid for about $3,200,000 in 


brokerage business. He left to join Mu- 
tual Benefit Life in 1948. 

Today the agency has 17 full-time 
agents and a brokerage office at 45 John 
Street in New York City under the 
supervision of James P. Carr. 

Active in the Life Underwriters Train- 
ing Course, of which he was chairman, 
Mr. Rosenbaum has concentrated most 
of his activities in life sunervisors asso- 
ciations. He was a founder and presi- 
dent of the Life Supervisors Association 
of Brooklyn. 
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W. T. GRANT HONORED 


Kansas City Civic Leaders Join in Ground 
Breaking Ceremonies for New $250,000 
Music Bldg. Known as Grant Hall 

A large group of leading Kansas City 
business and civic leaders last week par- 
ticipated in ground breaking ceremonies 
for a new $250,000 building for the Con- 
servatory of Music to be known as Grant 
Hall. 

The building has been given this name 
in honor of Grant, chairman of 
the Business Men’s Assurance, who for 
many years served as president of the 


Conservatory. In addition, a cash gift 
from Mr. and Mrs. Grant has made 


construction of the building possible. It 
will be erected on the present school 
grounds and will provide 18,450 feet of 
space. 

Many graduates of the school have re- 
ceived national recognition, and Mr. 
Grant has been accorded a great deal 
of the credit for the remarkable prog- 
ress made by the school. 


A 
Prudential Conference 
The Prudential is meeting this week 
with its district agencies field manage- 
ment advisory committee at the home 
office in Newark. To insure a broad sec- 
tional opinion, members come from 
widely separated areas in the eastern, 
middle Atlantic, and midwestern states. 
The committee, composed of 20 out- 
standing managers and staff managers, 
review and consider a number of topics 
related to the policies, practices and pro- 

cedures in the district agencies. 
Members attending the conference are 
heads of district offices which ge 
earned a President’s Citation in 1953, 0 
were regional leaders in all-round ac- 
complishment. Staff managers headed 
the leading staff in their respective re- 
gions or were runner-up in their area. 
Paul B. Palmer, vice president in 
charge of the district agencies depart- 
ment, presides at the daily sessions. 
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Nearly 200 field men attended the 
combination agencies annual sales meet- 
ing ot Colonial Life at Park Sheraton 
Hotel. New York City, October 13 - 15. 
President Richard B. Evans said that 
for the first nine months of 1954 the 
Ordinary paid for was 19% ahead of 
first nine months production of Ordinary 
production in 1953. Combined business- 
Ordinary, Industrial and Group reached 
16% more than for first nine months of 
1953. Winning top honor among the 
agents was Edward Fehrenbach of As- 
bury Park, who paid for $630,000 busi- 
ness for the club year. Chairman of the 
meeting was James G. Bruce, vice presi- 
dent and secretary. 

Superintendent Bohlinger a Speaker 

The first speaker introduced by Presi- 
dent Evans was Alfred J. Bohlinger, 
New York State Superintendent of In- 


surance. Among guest speakers were 
Holgar J. Johnson, president, Institute 
of Life Insurance, and Charles J. Zim- 
merman, managing director of Life In- 
surance Agency Management Associa- 
tion. 


The Life Underwriting Training Coun- 


cil film, “One for the Money,” was 
shown, and Loran C. Powell, managing 
director, LUTC, pointed out value and 
impact on the business of LUTC. Rob- 
ert L. Baer, assistant vice president, 
Colonial Life, introduced Mrs. Albert 


wife of Newark branch man- 
acted as moderator for a 
panel of volunteer wives of Colonial 
field men, entitled “How I Helped My 
Husband Become a Successful Life In- 
surance Agent.” 
The Field Clubs 

One of the highlights was a reception 


Sullender, 
ager, who 


Annual Sales Meet of Colonial Leaders 


and luncheon for members of the com- 
pany’s President’s and Clic Club at which 
President Evans honored the 43 leading 
field men of the company who qualified 
for these top sales clubs. President 
of President’s Club is Edward Fehren- 
bach, Asbury Park, and president of 
Clic ‘Club is Paul Beatty, Easton, Pa 
Donald Bramley, senior consultant of 
Life Insurance Agency Management As- 
sociation introduced the new combina- 
tion inventory test and explained the 
new procedure for selecting combination 
company agents. In addition, he ex- 
plained the background and introduced 
the new training course for managers 


which was developed recently by 
LIAMA, entitled “Managing a  Dis- 
trict.” 

New sales proposal material of Colo- 


nial Life and its effective use was ex- 
plained by Assistant Vice President 


Baer. 
Bruce Discusses “The Perfect Agent” 


Taking as his theme “Is There a 
Perfect Life Insurance Agent?” Vice 
President Bruce said his nomination for 
such an individual would be one who 
possessed the following attributes: self 
confidence, positive sales attitude, pride 
in accomplishment and a continuing de- 
sire for education through training. 
Characteristics of the perfect agent 
should include the ingredients of knowl- 
edge attitude, aptitude, skill and habits. 
Persistency of business often distin- 
guishes the ideal agent from the medi- 
ocre one. The perfect agent must be- 
lieve that the original sale is only the 
beginning of his contractural obligation 
to render continuing and effective serv- 
ice. 


Life Insurance a Character Sale, 
Zimmerman Tells Colonial Agents 


Charles J. Zimmerman, managing di- 
rector, Life Insurance Agency Manage- 
ment Association, paid a tribute to debit 
agents in the course of his talk at a 
luncheon of Colonial Life field leaders at 
Park Hotel, New York. He 
sounded a warning about lapsation say- 
ing that despite the great growth of 
income in this country the insurance 
companies are finding lapses are climb- 
ing to a level that is disturbing. In his 
opinion one good way to stop the trend 
is by agents writing more quality busi- 
ness and debit agents are in a position 
to accomplish this because of their con- 
stant contact with the field and their 
correct knowledge of the families with 
whom they contact. 

Life insurance was characterized by 
Mr. Zimmerman as a character sale. It 
requires that a man of character buy it 
and that a man of character sell it. 
It’s strictly a character sale in the pur- 
chase just as it is in the selling and in 
serving of the sale. 


Explains What “Quality” Means 


He pointed out that quality business 
is not just a matter of good size alone. 
It is business that has a good per- 
sistency, which has a satisfactory mor- 
tality and which is written at a profit 
to the company, the policyholder, the 
manager and the agent. In short, profit- 
able business for all concerned, 

“The man who buys insurance and 
lapses it may be more unfriendly to the 
life insurance business than the man 
who does not buy at all,” he said. “He 
may have given up other plans in sav- 
ing in order to start on a life insurance 
program.” 

Mr. Zimmerman did some analysis ex- 
plaining how unfortunate lapsation is. 
If we take three lapse rates. and com- 
pare amount of business that you have 


Sheraton 





to do to reach a certain objective over 
a period of etale it is startling,” he 
said. “Let’s say you want to have 
$1,000,000 in force 15 years from today. 
If you have a good lapse rate, you need 
write $97,000 of business a year. If you 
have a fair lapse rate, you have to write 
$133,000 a year. If you have a poor 
lapse rate, you must write $180,000 busi- 
ness a year, almost twice as much with 
a poor lapse rate to get the same re- 
sult. This is of vital interest to you. 
Every lapsed case costs you dollars and 
cents. 
From Company Standpoint 


“Now, 
and its objective of 
business on the books. In the first place, 
it costs money to get business. It may 
take eight years for the company to 
catch up. And if there is too much lap- 
sation the company is in a less favor- 
able position competitively. So, from 
everyone’s standpoint quality business 
is profitable business. The agent is 
primarily responsible for whether qual- 
ity business is written because at the 
time he makes the sale he governs the 
future of the business. We are not talk- 
ing about high income groups because 
our studies show that you can have just 
as good persistency in the low income 
groups if you do your job profitably. 
It seems to me that losses do not occur 
at the end of a grace period. The busi- 
ness goes off the books then. Lapses 
occur sometime before then and _ usu- 
ally occur at the point of the sale.” 


take the company’s standpoint 
having profitable 


Analysis of Sales on Debit 


Mr. Zimmerman said that a survey 
by LIAMA showed that 53% of all Or- 
dinary sales made by debit men were 
made through contacts on the debit; 
18% were made through friends; 14% on 
direct canvass; 11% through referred 
leads; 4% on leads given to the agent 
by the company. He said selling mus: 
be organized and rehearsed. 











Mrs. Jack Kleiman, Mrs. Anthony Mollica, Mrs. Edward Fehrenbach, Mrs. John 
Force, Mrs. Michael Kibelbek. Vice President James G. Bruce commenting on panel 
after its conclusion. 


A panel at the Colonial Life which 
was a novelty in the life insurance con- 
vention area was geared to the theme of 
“How I Helped My Husband Become a 
Agent,” with 


Newark 


Successful Life Insurance 
Mrs. Albert Sullender, 
branch manager, as moderator, others 
being Mrs. Edward 
Park; Mrs. John 
Michael Kibeibek, 

Jack Kleiman, 
Mollica, 


wife of 
on the rostrum 
Asbury 
Mrs. 
Mrs. 
Mrs. Anthony 


Fehrenbach, 
Force, Trenton; 
Charlenoi, Pa.; 
Syracuse; and 
New 

These women explained how they ad- 
to help their husbands 
One of them 


sruswick. 


just their hours 
in a large number of ways. 
was holding up the dinner hour if the 
avent were interviewing and ’phones he 
will be late in reaching home. 

No black looks greet him when he 
appears. If he has landed the 
case they want to know how he did it, 
and if he didn’t succeed they are per- 
fectly willing to listen patiently to why 
he failed. One wife said she welcomed 
the opportunity to hear how her hus- 
band intended to present a case, and, 
even during rehearsal of the Price 
interview, pointed out how he could 
make the presentation more effective. 

All of eh wives explained how they 
arrived at a budget and were willing to 


finally 


H. J. Johnson Sees Need for 


Greater Life Insur. Protection 
Holgar J. Johnson, president, Institute 
addressing the lead- 
Colonial Life this 
increased ability of 
buy adequate amounts of 
that there was 
insurance pro- 
Today, 


Life Insurance, 
ers’ convention of 
week, stressed the 
the public 
life insurance. He felt 
a greater need for life 
tection than ever before existed. 
becoming 
cover a broad range of financial condi- 


the needs are desires and 


tions, including such things as the pay- 
ing off of a mortgage, providing funds 
for a college education, 
retirement income. 
“Until American families have ex- 
panded their life insurance well beyond 
the present aggregate amounts, the re 
will be many of them badly in need of 
greater protection of this type,” he said. 
“To raise the sights and spread the pro- 
tection will require greater dedication 
upon the part of the field forces of the 
business, great selling effort, better 
training and a continual adjustment to 
new conditions. But the opportunity is 
there. The market is there. There is 
greater opportunity in this field than 
has ever existed in the past.” 
Discussing the great new middle class 


setting up a 


adjust it if things were not going too 
well. They told also how they made 
sure that their husbands looked their 
best as they left the house; how they 
made sure that clothes were neatly 
pressed, and there were enough clean 
shirts available. If a husband wanted to 
be alone for a period of contemplation 
thinking up sales strategies the children 
were kept from running and and asking 
him batteries of questions. Attention is 
paid to cuisine so that the agent would 
rather have dinner home than any other 
place. If he wants a steak some night 
he gets it as there can be economy in 
some other direction. 

Then, there is the matter of prospect- 
ing. Consensus of opinion in this direc- 
tion was that the wife must be vigilant 
and constantly tip off her husband when 
she notes that new prospects have be- 
come available and she learns about 
them. 

And every one of the women was in- 
sistent that there was one characteristic 


often noted in home life which they 
took ple: isure in avoiding. “And that is 
nagging,” they testified. “My husband 


is never nagged by me,” said one of the 
panel members. “He needs all the en- 
couragement at home that he can get, 
and I regard it as part of my house- 
wifely duties to be cheerful and sym- 
pathetic.” The other members of the 
panel earnestly shook their heads as 
they nodded agreement with this point 
of view. 


emerging in America, he said that more 
than 21,000,000 were earning between 
$4,000 and $10,000 a year. Nearly 68% 
of last year’s national income went to 
wage and salary earners. It is this 
middle income group that makes up the 
great mass market of America. To a 
large extent they are buying by pledg- 
ing future income. The fact that people 
are buying things and paying for them 
out of earnings on “The American Plan” 
marks a departure from the traditional 
practice of saving the money before the 
purchase is made—and in this there is 
further challenge to the life insurance 
business, to see that adequate family 
protection is set up to meet the new 
conditions, Mr. Johnson said. 


Brooklyn Branch Meeting 

The Brooklyn Branch of the Life Un- 
derwriters Association of the City of 
New York will meet October 27 at 2:30 
p.m. at the mt St. George. Speakers 
will be Harry K. Gutmann, CLU, Mutual 
Life of New York, and president of the 


New York Citv Association, who will 
discuss “The New Look in Life Insur- 
ance” and Emanuel M. Belkin, CLU, 


agencies, district agencies 
department, The Prudential, who will 
have for his topic “Common Sense in 
Selling.” There will be no charge for 
admission and non-members are invited. 


director of 
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Metropolitan Enters 
Non-can. A. & H. Field 


HAS 90-DAY WAITING PERIOD 
Provides $209 to $500 Monthly Income; 
Lump Sum Benefits From 
— to $30,000 





A new insurance plan to provide main- 
tenance of person: il income for business 


and professional men during protracted 
illness or disability has been launched 
by Metropolitan Life. The new cover- 
age, described as “non-cancellable and 
renewable to age 65,” was first offered 
Monday by the company’s 22,000 field 

throughout the United 


representatives 

States and Canada. 

“The new plan may be purchased to 
income of $200 to $500 a 
month for total disability from either 
sickness or accident,” announced Fred- 
eric W. Ecker, the Metropolitan’s presi- 
dent. “It rounds out our accident and 
health coverage by meeting the growing 
need of the individual for protection 
against the entire financial result- 
ing from an illness or disability which 
continues for many months, or may even 
stretch on for several years.” 


provide an 


loss 


Ecker Explains Features 


The policy has a number of distinctive 
features, Mr. Ecker noted, one of which 
is a benefit providing an adc litional pay- 
ment at the time of recovery from total 
disability as a result of illness. As a 
means of keeping the cost down and 
putting the plan within reach of the 
greatest possible number of people, no 
benefits would be paid during the first 90 
days of disability. 

“It is assumed that most of 
for whom the plan is intended would be 


those 


able to provide for short-term disabili- 
ties, either for themselves or through 
the use of other plans,” Mr. Ecker com- 
mented. “The new plan will provide, 
after the 90-day non-benefit period, a 
monthly income for disability from sick- 
ness which will continue for as long as 
five years, and a monthly income for 
disability through accident which will 
continue for life. 3 

Other features of the plan include 
these: 

\ lump sum benefit of from $10,000 
to $30,000 for the loss of life, sight, or 
limbs as the result of an accident; bene 
fits for partial disability that follows to- 
tal disability resulting from an accident; 
dividends as earned; and a premium 


waiver benefit 
1 





\ h provides that if 
disability has lasted 9) days before a 
premium comes due, payment of that 
premium will be w: aived. 

In announcing the new contract, the 
Metropolitan reported that it has now 
been writing individual accident and 
health business since 1921, and last vear 
had both group and individual accident 
and health policies in force on 6,600,- 
000 persons, and he l 


spitals, surgical, and 
medical expense 


policies in force on 
5,500,000 persons. Benefit payments dur- 
ing the year were given as $91,397,000 
on policies protecting loss of in 





against 


hospital and 


come; $92, 759,000 to cover 
surgical expense and $6,148,000 for other 
types of accident and health benefits 


Great-West Production 


to-date total 


Great-West Life’s year- 
reached $273,527,614 at the end of Sep- 
tember. Placed business for the nine 
month period was greater than any full 
calendar year prior to 1951. New busi- 
ness for September reached $22,339,767. 
Individual accident and health business 
also set a new record for the first nine 
months of the year. 

H. P. Gregg of Calgary was leading 
representative for the company during 
September with $155,545. R. W. Bogart, 
Grand Rapids, was leading American 


representative with $151,720. 

California branch led the company for 
September with a total of $1,442,764. Chi- 
o, Vancouver and Winnipeg branches 
more than a million of new 


Cag 


all had 


business. 








Occidental Life Passes 
$2 Billion Group Mark 


Occidental Life of California passed 
the $2 billion mark of Group life insur- 
ance in force on September 30, Presi- 
dent Horace W. Brower announced. 

Total life insurance in force on that 
date was $4,984,154,211, a gain of $168,- 
869,393 over the June 30 total. Nine- 
months total of Group life in force was 


General Services Life 
Formed in Wash., D. C. 


THOMPSON PRESIDENT 
Was Formerly With United Services 
Life as Was Gen. Merrit B. Curtis, 

Vice President 


CARL 





Carl Thompson, president of the newly 
formed General Services Life Insurance 


Co. of Washington, D. C., and director 

of agencies of the company, announces — $2,016,926,800, while Ordinary in force 
a 50,000-share public stock offering. The was $2,931,227,411. Group life figures 
stock, with a par value of $1 a share, showed a gain in force of $83,889,046 
is being offered at $10 a share. General oyer the six-month total. 


Services Life was organized by a group 





of officers and former officers of the 
Armed Forces to write life insurance president and treasurer of General Serv- 
for the officer personnel of the Armed ices Life. Other officers include Lucien 


H. Mercier, Washington lawyer, who 


Forces and their families and for Gov- 
will be vice president and general coun- 


ernment employes and their families. 


President Thompson, who has had 20 sel; Rear Admiral Don S. Knowlton, 
years experience in insurance, was for-  U. S. Navy Reserve, retired, who will 
merly director of agencies for United be medical director; Col. Robert F. 
Services Life Insurance Co. and was on  Cocklin, Brig. Gen. Ray A. Dunn, U. S. 
board of directors, resigning in 1950. He Air Force, _retired, and Col. Thomas H. 
is presently managing director of Mili- King, U. $ Air Force Reserve. 


tary eo Underwriters of Washing- The tie *s accounting will be done 
ton, BD: C. by Councilor, Buchanan, Mitchell & 

Brig. i Merrit B. Curtis, U. S. Hayes, Washington, and the actuaries 
Marine Corps, retired, former president will be Bowles, Andrews & Towne, 
of United Services Life, will be vice Richmond, Va. 


STATE MUTUAL LIFE’S 
, “The Protector” 
has 14 all-star features 
Here are the reasons our full-time agents and brokers 


are enthusiastic about this contract— 


1. Selective underwriting not required 

2. Minimum amount $10,000 

3. Low cost protection 

4. Dividends begin Ist year 

5. Commission rate not reduced . . . same as Whole Life 
6. Cash values compare with Whole Life 

7. Available ages 0 to 70 plus 

8. Family Income or Family Maintenance Rider may be added 


9. Eligible for Special Class risks up to 500% morality 


10. $10,000 non-medical app up to age 36 
11. Available on term conversions 

12. Available on group conversions $10,000 
13. Available on jumbo risks 


14. Available on surplus line applications 


State Mutual LifeAssurance Company 
OF WORCESTER, MASSACHUSETTS 








Life Insurance Week 
Jubilee in Baltimore 


R. L. WALKER GUEST SPEAKER 


Insurance Must Be Sold as a Way of 
Life Before It Will Be Bought as a 
Commodity Says NALU President 


Life insurance will never be bought 
as a commodity until it has first been 
sold by some good agent as a way of 
life, Robert L. Walker, CLU, president 
of National Association of Life Under- 
writers, assured the Life Insurance 
Week Jubilee audience recently in Bal- 
timore. The Jubilee dinner-dance cele- 
brated the successful conclusion of the 
first annual statewide observance of Life 
Insurance Week, sponsored by the Bal- 
timore Life Underwriters Association 
and proclaimed by the Governor of 
Maryland and the Mayor of Baltimore. 

Making his first public appearance in 
his official capacity as NALU president, 
Mr. Walker warned that “we must rec- 
ognize that the agency system as we 
have known it is beset by powerful 
forces—this time of testing will deter- 
mine whether or not it will endure.” 

Turning to those factors indicative of 
the policyholders’ attitude, Mr. Walker 
declared that although the money value 
of life insurance owned in America is 
tremendous, its social imps ict is greater, 
by far, in terms of the interests nearest 
and dearest to human hearts. Figura- 
tively, NALU’s president said, every 
premium dollar marches out to bulwark 
some personal “Declaration of Financial 


Independence” or to meet some dire 
emergency. 
Among guests attending the jubilee 


McKeldin, Governor 
of Maryland; Thomas D’Alesandro, Jr, 
Mayor of Baltimore; Charles S. Jack- 
son, Maryland Insurance Commissioner, 
and Lester O. Schriver, NALU’s man- 
aging director. 

“Sixty-five years ago in Boston,” Mr. 
Walker said, “our founding fathers con- 
ceived and welded together the federa- 
tion of local and state associations we 
call NALU. They foresaw that life in- 
surance as a public trust must be dedi- 
cated to a conscious aim of public serv- 
ice far beyond that of the common run 
of commerce; that in the noblest sense, 
the life insurance practitioner must be 
a veritable public servant.” He reminded 
his jubilee audience that the 65th annual 
NALU convention adjourned recently 
and asserted that “the earnest delibera- 
tions of that great assembly bear wit- 
ness that the exalted design fashioned 
by the pioneers at the first convention 
has come down unsullied by the years.” 

Outlining the work of NALU, Mr. 
Walker emphasized that “NALU is a 
power for good in our business. How 
often have we intervened in legislative 
matters — state and national—as_ cus- 
todians of the public interest! Our 
meetings, sales congresses and conven- 
tions add immeasurably to the knowl- 
edge and skills of all life underwriters. 
From our ranks have graduated scores 
of distinguished workers into executive 
leadership in our companies. Oftimes it 
is association work that has focused at- 
tention on the capacity of individuals 
for leadership—qualities that otherwise 
might never have come to light. What 
force in the whole world of life insur- 
ance can equal our ceaseless striving for 
professional competence, professional at- 
titude and ethical practice? None!” 

Vito A. Marino, president of the Bal- 
timore Life Underwriters Association, 


was Theodore R. 


welcomed guests to the jubilee; John 
Schneider, immediate past president, 
was toastmaster at the dinner. Arrange- 


ments for the celebration were handled 
by Harry N. Stadler, Percy W. Schall, 
Jr., and F. Bowie Addison. 


TRENTON OFFICE MOVES | 
The Trenton, N. J. branch office of 
Colonial Life moved to larger and more 
modern offices recently. Joseph Torres 
is manager of the Trenton branch. 
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Installed as President 


Of N. Y. C. Association 


























HARRY K. GUTMANN 


Harry K. Gutmann, CLU, was installed 
as president of the Life Underwriters 
Association of the City of New York at 
the first fall meeting held this week. 
Mr. Gutmann succeeds Harold N. Sloane, 
CLU, general agent, Continental Assur- 


ance. 
Other officers installed were admin- 
istrative vice president, Harold A. 


Loewenheim, CLU, Home Life of New 
York; educational vice president, Charles 
Anchell, New York Life; membership 
vice president, Arthur L. Sullivan, 
Fidelity Mutual; public relations vice 
president, Andrew F. Kinbacher, CLU, 
New England Mutual; treasurer, Ray- 
mond F. Thorne, CLU, Berkshire Life. 

New directors include: 

To serve through June, 1955—John W. 
Bratton, the Travelers. 

To serve through June, 1956—Arnold 
Siegel, Union Mutual and Vera Sundel- 
son, Equitable Society. 

To serve through June, 1957—Charles 
N. Barton, CLU, Union Central; Edward 
G. Cunningham, Metropolitan; Robert I. 
Curran, Jr., Massachusetts Mutual; 
Ascher M. Heller, Guardian Life; Joseph 








J. Melly, Jr. CLU, New England Mu- 
tual; Sidney C. Model, CLU, Massachu- 
setts Mutual; John H. Pitman, CLU, 
Connecticut General; J. Ezbon Stover, 
Northwestern Mutual. 

Members of the nominating committee 
were Charles S. McAllister, New Eng- 
land Mutual, chairman, Harry C. Ard, 
Harold W. Baird, CLU, Edward C. Cun- 
ningham, Lucien Grunzweig, Milton A. 
Laitman, CLU, John A. Silver, CLU, 
Harold S. Schlesinger, CLU, and Ceil 
Sweid. 

Speakers at the meeting were Robert 
J. Lawthers, director of benefits and pen- 
sion business, New England Mutual, Bos- 
ton, who discussed “Taxation of An- 
nuities and Annuity Benefits,” and Harry 
S. Redeker, general counsel, Fidelity 
Mutual, Philadelphia, who had for his 
topic, “Taxation of Insurance Proceeds.” 


New LIAA Member 


West Coast Life, of San Francisco, 
has become a member of the Life Insur- 
ance Association of America. The com- 
pany was elected to membership by the 
Association’s board of directors at its 
regular October meeting. 

President of the company is Harry 
J. Stewart. The company’s assets at the 
end of 1953 were $60,491,655, and its in- 
Surance in force at that time amounted 


to $354,379,644. 








F. S. J. Hancock, II, Named 
By Lincoln National Life 


Appointment of F. S. J. Hancock, II, 
as general agent in Long Beach, Calif., 
for Lincoln National Life, has been an- 
nounced by Cecil F. Cross, vice presi- 
dent and director of agencies. The 
Hancock agency will maintain offices at 


803 Ocean Center Building in Long 
Beach. 

Mr. Hancock joins Lincoln National 
Life after more than six years’ experi- 
ence as a life insurance representative. 





An alumnus of Woodbury College and 
Long Beach City College, he began his 
life insurance career in Long Beach 
as a mortgage loan representative for 
another company, transferring two years 
later into sales and service work. For 
the past six years he has served as dis- 
trict manager with extensive experience 
in agency supervisory, management, and 
development work. He is a graduate of 
the Southern Methodist Institute of In- 
surance Marketing and is a member of 
the Masonic Lodge, the Shrine, the 
United States Air Force Reserve, the 
Life Underwriters Association, and the 
Life Managers Association. 





Meetings in Syracuse on 
Estate Administration 


“Estate Administration” was the sub- 
ject of talks by Aurie I. Johnson, vice 
president of the First Trust & Deposit 
Co. of Syracuse, N. Y., in a series of 
meetings of members of the Life Under- 
writers Association of Syracuse. The 
meetings were held at the bank and 
were conducted over a period of three 
weeks. The bank was co-sponsor of the 
meetings with the life underwriters 
group. 























MARK OF DISTINCTION 


a 


aya 





The C.L.U. designation is a mark of profes- 
sional distinction in life insurance — a professional 
business. The man who wears it is an underwriter 
who, because of personal qualifications and special 
training, has been chartered to give expert advice 
on life insurance and estate planning. 


The C.L.U. key is worn by 166 Massachusetts 
Mutual men and women. Many more are now 


taking the study course. 


Believing strongly in the advantages afforded 
by the Chartered Life Underwriter program to the 
underwriter, to the insurance business, and to the 
insurance buying public, the Massachusetts Mutual 
recommends C.L.U. study to all underwriters aspiring 


to professional standing. 


The C.L.U. program makes good under- 
writers better. 





MASSACHUSETTS MUTUAL 


LIFE INSURANCE COMPANY 
SPRINGFIELD - MASSACHUSETTS 


THE POLICYHOLDER’S LIFE INSURANCE COMPANY 
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Changes Suggested in 
New York Supervision 


GUEST’S PROPOSALS 
President of Seudeny af Actuaries Cites 
Nationwide Effects of Regulations 
of N. Y. Department 


RICHARD C. 


Boston—New York’s system of state 
supervision of life insurance has become, 
in effect, nationwide regulation, creating 
the hi izard of confusion or even chaos, 
if other states should adopt similar legis- 
lation, Richard C. Guest, president of 
Socitty of Actuaries and vice president 
of Massachusetts Mutual Life, said 
Wednesday addressing the opening 
session of the Society’s annual meeting 
at Hotel Statler. Mr. Guest said that 
over a long period of time, New York 
has enacted legislation and promulgated 
wee Beye of such a nature that we 
now have nationwide supervision of in- 
surance through the medium ot this one 
state insurance department. “This New 
York legislation even has some ef- 
fect upon Canadian operations through 
Canadian competition with United States 


companies,” he said. 


Federal Supervision Threat 

such a system, requir- 

companies to con- 
regulations, even 
business, was 

when he said, 


The hazard in 
ing all out-of-state 
form to New York 
in regard to out-of-state 
indicated by Mr. Guest 
“Any attempt by other states to enact 
such a program might conceivably 
precipitate chaos. Under such conditions, 
it would seem that Congress would be 
justified in reconsidering the question 
of Federal supervision.” He pointed out 
that, if one state continues to assume 
he role of a nationwide supervisory 
authority, this could be expected to re- 
sult in challenge, followed by some form 
of corrective action. 

Mr. Guest traced the history of life 
insurance supervision from its inception 
to its present complicated structure, say- 
ing that supervision in the United States 
represents one of the most detailed 
systems of legislative and regulatory re- 
striction in existence. British super- 
vision, he pointed out, involves a mini- 
mum of governmental intervention, re- 
lying heavily upon the actuary and pub- 
licity; the Canadian system, with its 
combined Dominion and Provincial regu- 
lation, is more detailed than that in 
Brits uin and less than the U. S. system. 

‘Although it would seem that the 
established interrelationships in Canada 
leave little to be desired, instances of 
extreme divergence from uniformity and 
the growing tendency toward more de- 
tailed regulation in the United States 
might well be remedied,” he said. 


Suggested Changes 

Three specific suggestions were made 
by Mr. Guest for immediate improve- 
ment in the United States system of 
regulation: 

The Commissioner 
discretionary power in 
than he currently has. The laws are 
often too inflexible. The supervisory of- 
ficial should have discretion at least to 
approve a clause or action which he 
considers more favorable to policyhold- 
ers than that called for by statute. 

Regulations of broad legal significance 
should not be made except after notice 
and hearing, in order that the industry 
and the public should each have oppor- 

express its opinion. 


should have more 
certain instances 


tunity to 

The Commissioner should be required 
to make “findings of fact” in connection 
with any new regulation. The regulation 
becomes, in effect, subordinate legisla- 
tion, and “findings of fact” would both 
give the department a check on its ac- 
tions and the public a chance to 
scrutinize the actions. 

Mr. Guest credited the system of gov- 
ernmental supervision in this country, 
keyed to state regulation of the busi- 
ness, as being one of the important fac- 
tors in keeping the development of life 
insurance in the United States sound. 
He also said that much of the credit 
goes to the supervisory officials who 
have had in most cases a sympathetic 
understanding of the responsibilities of 


e 
6 


\ 4 


RICHARD C. GUEST 


administering life insurance companies. 
He expressed the hope, however, that 
“Wwe in the United States may con- 
tinuously move toward a better system, 
a more uniform system, a system that 
could not be construed as _ restraining 
interstate commerce.” 

Mr. Guest recalled that B. M. Ander- 
son, vice president and counsel of Con- 
necticut General Life, presented a paper 
on this subject before the Insurance 
Section of American Bar Association re- 
cently. He prefaced his comments with 
a historical review of insurance super- 
vision in the United States and Canada. 


Government Actuarial Work 


Much Expanded, Says Myers 


Boston—Actuarial work in the Federal 
Government has expanded significantly 
in the past two decades, as a result of 
the development of various social bene- 
fit programs, expanded insurance serv- 
ices for the armed forces and veterans 
and income tax provisions applicable to 
the rapidly growing number of pension 
plans was reported by Robert J. Myers, 
chief actuary of Social Security Admin- 
istration, who presented a paper before 
the Society of Actuaries tracing the his- 
tory of governmental actuarial _respon- 
sibilities from their start some 75 years 
ago. 

In 1881 Ezekial B. Elliot became the 
first Government actuary and until 1920, 
the relatively small amount of actuarial 
work required by the Government was 
the responsibility of a single actuary. 

Today there are 36 individuals in 
Government service, in nine different 
departments and agencies, Mr. Myers 
said, who could be classed as having 
permanent positions that were of a re- 
sponsible actuarial nature. Fourteen of 
these are members of the Society of 
Actuaries, six being fellows of the So- 
ciety. Seven others are active students 
of the Society. 

“In addition to the actuaries on the 
Government payroll, a considerable por- 
tion of governmental actuarial work is 
carried out by consulting actuaries,” Mr. 
Myers said, “and still further invaluable 
service is rendered by a number of actu- 
aries outside the Government who, as 
good citizens, serve on various actuarial 
advisory committees and give their time 
and ability without other than nominal 
recompense. 


Greville, Vaughan Paper 


In a technical “Polynomial 
Interpolation in Terms of Symbolic 
Operators,” T. N. E. Greville, technical 
advisor of the Institute of Inter- Ameri- 
can Affairs in Brazil and a Fellow of 
the Society of Actuaries, and Hubert 
Vaughan, presented a new method for 
deriving certain interpolation formulas. 


paper on 


Small Claims Problem 
In A. & S. Business 


SEEN BY JAMES T. PHILLIPS 


New York Life Chief Actuary Suggests 
Use of Deductibles and 
Waiting Period 


” 


Boston — Wider use of “deductibles 


and waiting periods in connection with 
accident and sickness insurance was sug- 
gested Wednesday as desirable in reduc- 
ing better meeting policy- 
holders’ and helping to further 
type of protection, in a 
paper presented to the Society of Actu- 
aries by James T. Phillips, vice president 
and chief of New York Life 
Insurance Co. He pointed out that 72% 
of his company’s claims were for $100 
or less; in the 
80% were of and on 
one type of accident policy, these smaller 
claims accounted for 87% of 
gate. 

Mr. Phillips indicated that this claim 
experience pointed to the need for in- 
creased use of deductible amounts, ex- 
empting certain initial expense amounts, 
and longer waiting periods before claim 
payment began, rather than first-dollar, 
first-day coverage. It was his suggestion 
that more emphasis could profitably be 
placed on insurance against the less fre- 
quent but more substantial accident and 
sickness costs. 

“The answer might be, for hospital 
and medical expense benefits, that the 
insured might be required to bear the 
first $25 or $50 or so of the actual cost 
of such benefits,” he said. “Similarly, for 
loss-of-time coverages, the benefits pre- 
sumably might begin with the eighth 
day or even later. If we are to inculcate 
a conception of sound insurance prin- 
ciples in the public mind, we have to 
educate the public away from expecting 
coverage for the first dollar of claim 
cost—a cost which is more in the nature 
of a budgetary item.” 

Another suggestion made by Mr. Phil- 
lips was wider use of policy renewal pro- 
visions which give up the right to refuse 
renewal solely because of change in 
physical condition. 


Right of Renewal 


“Probably one of the most widely 
discussed features of accident and sick- 
ness insurance today is the provision in 
commercial policies which gives the com- 
pany the right to refuse renewal,” he 
said. “The use of this provision even if 
used sparingly may cause policyholder 
dissatisfaction and could detract ‘from 
the goodwill and reputation for fair 
dealing which life companies have 
earned for themselves.” 

An obvious alternative, he indicated, 
would be the adoption of non-cancellable 
insurance, but past experience has aa 
cated that many dangers are involved i 
the issuance of such policies. 

“The best answer might be for the 
company to give up the right to refuse 
renewal solely bec cause of a change in 
physical condition,” Mr. Phillips con- 
tinued. “Thi would give the policy- 
holder assurance that the policy will not 
be cancelled because his health has de- 
teriorated. It leaves the company free 
to refuse renewal or to renew with 
modified premiums or conditions, for 
such reasons as moral hazard, over- 
insurance or a change to an uninsurable 
occupation. Under this type of provision, 
the company also retains the right to 
change the scale of premium rates of 
all such policies or those in certain 
classes, if the experience should prove 
unprofitable.” 

Mr. Phillips cited the current 
ence of two companies in 
with major medical policies, in both 
cases giving up the right to renew 
merely for change in physical condition. 
Another company, he said, issues a hos- 
pital expense policy relinquishing the 
right to refuse renewal for any reason, 

(Continued on Page 13) 


claim costs, 
needs 


spread _ this 


actuary 


case of hospital expense 


policies, this size; 


the aggre- 


experi- 
connec tion 


Elected President of 
Society of Actuaries 


WALTER KLEM 


Boston—At the annual meeting of the 
Society of Actuaries held here this week, 
Walter Klem, 
actuary of Equitable Society, was elected 
president. He has been serving as a vice 
president of the Society. 

Mr. Klem entered insurance’ with 
Mutual Life of New York as an office 
boy in 1918. He later studied at Colum- 
bia University, then took the examina- 
tions which won him a Fellowship in 
the then Actuarial Society of America. 
Later he became a Fellow also of the 
American Institute of Actuaries. He rose 
through the various posts in Mutual 
Life’s actuarial department until he was 
associate actuary which he resigned in 
1947 to become second vice president 
and associate actuary of Equitable So- 
ciety. He is presently senior vice presi- 
dent and actuary. Mr. Klem was named 
by President Eisenhower to a three-man 
board to assist the Defense Department 
in formulating a basis for pensions to 
widows and children of retired service 
men. At the beginning of World War II 
he was commissioned a lieutenant in the 
Navy, saw extended service in the Pa- 
cific and at the end of the war held 
the rank of commander. 


senior vice president and 


High Catastrophe Losses 
Possible Says E. A. Green 


30ston—While the chance is remote, 
a single life insurance company could 
experience peace-time catastrophe losses 
running into the millions, according to 
Edward A. Green, second vice president 
of John Hancock Mutual Life, reviewing 
the problems connected with concentra- 
tion of risks in a paper presented to 
Society of Actuaries here Wednesday. 
Mr. Green said his company has rein- 
sured its catastrophe death hazard from 
such disasters as hurricanes, explosions, 
fires, floods and earthquakes. 

This reinsurance applies to all life and 
accidental death insurance in either 
Ordinary, Group or Industrial depart- 
ments and is designed to add _ stability 
to the development of surplus and dis- 
tribution of dividends, he said. 

Citing such disasters as the 657 deaths 
in the 1938 New England hurricanes, 
561 in the Texas City explosion, 492 in 
the Cocoanut Grove fire, 6,000 in the 
Galveston tidal wave, 2,209 in the Johns- 
town flood, Mr. Green pointed out that 
many deaths and large claim amounts 
might be involved in a single disaster. 
Recent expansion of Group insurance, 
pension trusts and salary savings oor 
has added to the cat istrophe hazard i 
many areas. 

“In a large business insurance case, 
an underwriter may limit his company’s 

(Continued on Page 13) 
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THERE’S REAL PROTECTION FOR THE MAN FROM EQUITABLE 


He has lifetime security—under one of the finest over-all 
insurance and retirement programs in the insurance field today 


Insurance for the insurance man— Equitable 
really believes in it! 
F.quitable offers its own people one of the 
best insurance and retirement programs. 
The coverage available to Equitable repre- 
sentatives includes: 


@ group life insurance up to $20,000 


@ accidental death insurance 
up to $10,000 additional 


@ hospital expense insurance* 


@ surgical expense insurance* 

@ basic medical expense insurance* 

@ major medical expense insurance* 

@ and retirement benefits that start at 65 
*for agent, wife and minor children 


More than six hundred Equitable men and 
women today receive retirement income. 
Many of them keep on selling and still draw 
benefits. Renewal commissions continue in 
every case. 

A selling career with Equitable offers more 


than a good living. The man from Equitable 
builds a lifetime of security—and his future 
gets brighter each year. 


THE 


EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 


HOME OFFICE: 393 SEVENTH AVENUE, NEW YORK 1, N. Y. 





Page 10 


October 22, 1954 





Bankers National Holds 
Regional Sales Clinic 


FIRST IN A _ SERIES OF FIVE 
Held for Goldstein Insurance Agency, 
Connecticut General Agents; High- 
light New Tax Code 


The first in a series of five regional 
sales clinics for Bankers National Life of 
Montclair, N. J., was held last week in 
the Hotel Statler, Hartford, for the Gold- 
stein Insurance Agency, general agents 
for Connecticut. Wm. J. Sieger, vice 
president and superintendent of agencies 
for the company, opened the sales clinic 
with the discussion of the highlights of 
the new Internal Revenue ‘lax Code, 
paquyging out the more important parts 
of "fe code and their effects on the life 
underwriter’s service and counsel to 
prospects and his clients. As a guide, 
Mr. Sieger used a condensation of the 
new law prepared by Samuel Foosaner, 
the company’s tax counsel. The most 
important change discussed was the in- 
surance procetds-elimination of pre- 
mium payment test for estate tax pur- 
poses. - This amendment, it is believed, 
will-account for the sale of millions of 
dollars of life insurance and will enable 
many insureds to create independent 
estates for members of their respective 
families. 

Mr. Sieger presented information 
concerning the modification of the 
“transfer for a valuable considerations” 
rule and how it will allow business men 
to transfer life insurance policies be- 
tween themselves and their business as- 
sociates without fear of subjecting the 
proceeds to tax, sometimes at surtax 
rates in confiscatory brackets. By re- 
laxing this rule, Congress has given 
life insurance a highly preferred position 
in the field of funding buy-sell agree- 
ments and has provided a new impetus 
for increased coverage. 

The majority of the morning session 
also covered the new Tax Law’s effect 
on the “Interest Element in Settlement 
Options,” “Employe Death Benefits,” 
“The Taxation of Annuities and Income 
Upon Maturity of Annuity and Endow- 
ments.” The liberalized treatment of 
annuity type contracts under the new 
law opens the door to greatly increased 
sales in retirement income and endow- 
ment policies. 

Richard J. O’Brien, assistant superin- 
tendent of agencies, followed with a dis- 
cussion of the new Social Security bene- 
fits and the effect of the new tax law 
on bank loan plans. This type of plan 
can still be written beneficially in many 
instances, although not in as favorable 
a light as was possible under the old 
law. It was recommended that each case 
should be measured by individual cir- 
cumstances involved and that they 
should not be written indiscriminately. 

The morning session was closed by 
John W. Kelley, manager of sales pro- 
motion, who presented to the group new 
and attractive pre-approach mailing ma- 
terial for the Guaranteed Estate plan, a 
new presentation folder for the com- 
pany’s non-participating selected risk 
Ordinary life contract, and a new book- 
let giving interesting and different in- 
formation about Bankers National Life, 
and the reasons why the company has 
grown so rapidly during its 27 year his- 
tory. 

After a luncheon, Ramon McCue, as- 
sistant superintendent of agencies and 
manager of the accident and health de- 
partment, discussed the recent new 
additions to the A. & H. policy portfolio 
which provide lifetime benefits for both 
accident and sickness within the reach 
of the American public. The new in- 
creased maternity benefits for the hos- 
pital expense plan was presented along 
with a discussion on the company’s 
contemplated entry into the non-can- 
cellable accident and health business in 
the near future. 


Monthly Draft Plan 
Mr. Sieger followed with the advan- 
tages of the monthly draft plan and 
urged those attending to present this 


“written on an 


Turnbull and Irwin Get New Agency Posts With Provident 


KNOX TURNBULL 


James H. Cowles, vice president and 
manager of agencies, Provident Mutual 
Life of Philadelphia, has announced the 
appointment of Knox Turnbull, CLU, as 
general agent in Charlottesville, Va. 
Mr. Turnbull, who has been manager of 
both the company’s Philadelphia No. 6 
and Charlottesville has re- 
quested the opportunity to devote him- 
self fully to his operation in Virginia. 

At the same time, it 
that Thomas F. Irwin, who been 
supervisor at the Philadelphia No. 6 
agency since 1951, will become manager 
of this agency. 

Mr. Turnbull has been associated with 
Mutual 1948. He is a 
graduate of the University of Virginia 
and its Law School, and is currently a 


agencies, 


was announced 


has 


Provident since 


member of the board of managers of 
the University’s Alumni Association. He 
is secretary of the board of trustees of 
the University Alumni Fund, a member 


of the Virginia State Bar Association, 





plan to their prospects and clients. He 
pointed out that a recent study indicated 
a higher persistency for business written 
on the monthly draft plan than business 
annual basis. Also dis- 
cussed were the contemplated changes 
and additions to be made in .Bankers 
National Life’s policy portfolio in the 
not too distant future and which is in 
line with the company’s extensive ex- 
pansion plans for the coming year. 

The meeting was closed with a dis- 
cussion of one of the fastest growing 
phases of the insurance industry, pen- 
sion trusts. Mr. O’Brien explained the 
advantages and tried to remove the mys- 
tery and fear that often deters the 
writing of a pension trust case. Point- 
ing out that 95% of all businesses have 
20 or less employes, he indicated that 
pension business is among your every- 
day acquaintances and your clients, who 
are connected with small businesses. 
Placing special emphasis on the new 
pension trusts developed by Bankers 
National Life, including one plan using 
retirement income at 65 policies as a 
base and another alternate plan using 
terminal benefit policies and an auxili- 
ary fund, Mr. O’Brien proceeded to 
work out sample cases with those pres- 
ent. He stressed the fact that life un- 
derwriters should use a simple formula 
integrated with Social Security benefits 
when planning any pension trust case. 
Simplified pension planning using easily 
established formulas with the plans 
available in Bankers National Life was 
the theme of his discussion. A tremen- 
dous amount of interest arose from 
the discussion and a question and answer 
session was held after the close of the 
meeting, 


THOMAS F. IRWIN 


and a director of the Peoples National 
3ank of Charlottesville. 

A graduate of the Life 
Agency Management Association School, 
Mr. Irwin first became affiliated with 
the company in 1933, in the home office. 
In 1942, he joined the sales force as a 
special agent for the Philadelphia No. 6 
agency. A five-year National Quality 
Award winner and a Provident Master 
Millionaire, Mr. Irwin has also quali- 
fied as a senior agent for Provident 
Mutual. He is the author of numerous 
articles on life insurance has 
spoken before many insurance groups 


Insurance 


and 


and conventions. 


Northwestern Mutual Loan 
Agents Meet at Home Office 


Milwaukee — Sixty-six mortgage loan 
representatives from Northwestern Mu- 
tual Life in 44 states participated in the 
first convention in recent 
company history. The 66 men 
Northwestern’s entire mortgage loan 
business which currently totals $791,- 
000,000. The sessions were held October 
18 to 20 at the Milwaukee home office. 

Northwestern Vice President Howard 
J. Tobin said the convention was held 
to give the agents a picture of the com- 
pany’s past experience and future pros- 
pects in the mortgage loan business, and 
to discuss how they can improve their 
appraisal and underwriting practices on 
mortgage loans. In the past Mr. Tobin 
revealed, loan agents have attended spe- 
cial sessions of the annual summer meet- 
ings of life insurance agents. 

A highlight of the convention was 
Tuesday night’s dinner for loan agents, 
company trustees, executive officers and 
departmental officers. The meeting 
brought together on a family basis the 
men who bring in the investment busi- 
ness and the men who pass on the in- 
vestments. 

The agents attended morning and 
afternoon sessions Monday and Tuesday 
and a morning session Wednesday. All 
meetings were held in the company audi- 
torium on a panel discussion basis with 
the audience participating. 

Following the convention-opening wel- 
come by Northwestern Mutual President 
Edmund Fitzgerald, Mr. Tobin reported 
on the present mortgage loan picture at 
Northwestern. The remainder of the first 
day was spent discussing residence loans. 
City and farm loans were covered 
Tuesday. 

Most of Wednesday’s short session 
was devoted to mortgage loan servicing. 
The two-and-one-half day convention 
closed Wednesday forenoon with Mr. 
ince presenting “The Program for 

dd. 


loan agents 


handle 


L. S. PORTER ADVANCED 

Lawrence S. Porter, agent for Occi- 
dental Life of California since 1952, has 
been named assistant manager of the 
company’s Dallas, Texas, branch. Mr. 
Porter was employed in Dallas as an 
aircraft engineer prior to joining Occi- 
dental. He attended Ohio State Univer- 


sity, and is active in the Boy Scouts in 
Dallas. 














Protection 
is never 
out of style 


— and you always meet the per- 
sonal requirements for protection 
of every client, with Columbian 
National Life’s comprehensive se- 
lection of policies—for instance... 

Life 

Annuities 

Endowments 

Juvenile 

Term to 70 

Modified Five 

Double or Triple Protection 

Substandard 

Franchise 

Association 

Group (all lines) 

Accident 

Health 

Hospital 

Group Creditor 


It’s never a rainy day for the 
insurance agent who knows his 
Columbian National Life line! 


The COLUMBIAN NATIONAL 
aes LIFE INSURANCE 


BOSTON 12, MASSACHUSETTS 
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JACK R. MANNING 


Jack R. Manning, executive manager 
of the Life Underwriters Association of 
the City of New York, is this month 
celebrating his sixth anniversary in that 
post. Mr. Manning joined the associa- 
tion in October, 1948. 

A native of Miami, Mr. Manning at- 
tended the St. Benedictine Military 
Academy in Savannah, graduating in 
1938. Upon graduation he entered the 
radio sales and service business, remain- 








ing in that work until his entrance into 
1941. While in 
the service he served in South America 
and the Pacific Theatre. He was re- 
lieved from active duty in 1946 with the 
rank of captain, after which he returned 
to the radio and electric appliance busi- 
ness, 


the military service in 


_Mr. Manning, who is active in various 
civic and veterans’ organizations, is 
married to the former Shirle Kathleen 
Kahn of Forest Hills, Long Island, a 
former lieutenant in the Army Nurse 
Corps. 


per- 
ction 
vbian 


'e Se- 


ve... | Lincoln National Opens 


: New Office in Columbia 
E The opening of a new office in Colum- 
bia, S. C., and the appointment of E. 
Melbourne Ussery as general agent for 
Lincoln National Life has been an- 
nounced. The Ussery Agency will main- 
tain headquarters in the Palmetto State 
: Life Building and will represent Lincoln 
" National Life in 32 surrounding counties. 
4 Mr. Ussery joins Lincoln National Life 
g alter seven years’ experience in life in- 
surance, the last five as a sales repre- 
sentative. He began his life insurance 
career in 1947 as a mortgage loan ap- 
praiser in Columbia for another com- 
pany. After two years’ experience in 
making individual loans and handling 
P stock and bond issues, he transferred 
a into sales work and produced approxi- 
mately $300,000 of business his first year, 
exclusive of Group insurance. During the 
Past two years he has produced at the 
rate of three-quarters of a million dollars 
and has also installed a number of em- 
ployer-employe benefit programs. 
_Mr. Ussery was graduated from the 
a] University of South Carolina with an 
; A. B. Degree in Economics and had 
completed some work on his Masters 
Jegree at George Washington Uni- 
versity in Washington, D. C., before 
commencing four years’ service in the 
Navy. He is experienced in the fields 
of life insurance programming, estate 
analysis, pensions, Group and_ business 
surance, and plans the immediate ex- 
pansion of his agency force throughout 
€astern South Carolina. 

































































district, and Ephraim Roy, at Pittsfield, 
Mass., each mark 25 years. 


agent in Burlington, Vt., and was named 
head of the Pittsfield district in 1946. 
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Hancock Leaders at White Sulphur 
Hear President Clark Extoll Salesmen 


John Hancock 
leaders held 
Springs, 


The annual meeting of 
Mutual’s general agency 
last week at White Sulphur 
W. Va., heard Paul F. Clark, 
«resident, extol the work of 
in carrying the American people to its 
present high standard of living. 

“If we follow the pattern of family 
habits—and industry’s 


company 
salesmen 


purchasing our 
progress over the past 50 years demon- 
strates that they have always been taken 
into consideration—we know that the 
provider of 1954 looks upon his obliga- 
tion in much larger terms than those 
of satisfying basic Clark 
said. He referred to commodities designed 
for leisure and ex- 


needs,” Mr. 


for gracious living, 
citement, gadgets which lighten chores 
and spell freedom from drudgery as part 
of the obligations of the breadwinner 
of today. Mr. Clark said that life insur- 
ance will always serve the basic financial 
needs of its policyholders but that it 
will make its greatest progress in the 
hands of agents who think in terms of 
use in addition to need. 
Byron K. Elliott’s Talk 

important thing in 
the most im- 


most 
family, 


Just as the 
America is the 
portant thing economically to the Ameri- 
American 
Elliott, executive vice 
Hancock Mutual. 


insurance 


can family is business, de- 
clared Byron K. 
president of John 
“Business insurance is family 
one step removed. Just as our company 
can be thought of in terms of the 
lies who depend on it for a living and 
the families who depend on it for its 
so all business can be thought 
busi- 


fami- 


services, 
of. When 
you are selling protection to fami- 
If you keep this in mind, 
with 


you sell protection to 
ness, 
lies as well. 
if you think of the 
whom you are talking as an individual 


businessman 


responsible for the welfare of other in- 
dividuals, find that a new 


dimension has been added to your vision 


you will 

of his problems.” 
Mr. Elliott reminded his 

“When you go out from your office to 


listeners: 


face a prospect across a strange desk, 
you do not go alone. You go backed 
with the blessings of an unseen army. 


You go supported by the integrity of 
our Directors; by the top-notch skill of 
and by the personal 


who 


our technical people, 
Hancock 
salesmanship. If 
permit them 


concern of the leaders 
chart the course of 
you work with them and 
to work with you, become familiar with 
their function and their philosophy, each 
of you will become armed with the 
knowledge and strength of the other 
over the years. Their success and yours 
are inseparable.” 

Attributing the production gain under 
John Hancock Mutual’s new low-cost 
insurance program to the ability of the 
full-time field organization to imme- 
diately see its application, Vice Presi- 
dent R. Radcliffe Massey told the agency 
leaders’ meeting: “Commodities, however 
they may be packaged or priced, do not 
sell themselves. Only salesmen sell. Im- 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS 


OMAHA 








portant as they are, packaging and pric- 
ing are matters which only facilitate 
or hinder selling.” 

Pointing out that the ability of a 
company to constantly adjust to new 
conditions does not rely on management 
decisions alone, but arises equally from 
the skill present in all parts of the or- 
ganization, Mr. Massey said, “Refine- 
ment of skill is a never-ending process. 
Change is a never-ending process. But 
simple truths do not change. The simple 
tenets for success in our business for 
continuing refinement of skills are al- 
ways the same. We must study harder 
think clearer—try to understand better 
believe deeper—hit harder—and give the 
very best we have within us.” Mr. 
Massey added that the insurance agent 
today must understand the changes in 
our market as they occur. He must keep 
in mind changes in product to fit that 
market. 

Other Program Features 

Other featured speakers at the meet- 
ings at the Greenbrier from October 12 
to October 15, were E. Taylor Chewning, 


president of United Clay Products Co. 
a Hancock director; William H. Gove, 
vice president and director of sales, 
EMC Recording Corp.; Holgar J. John- 
son, president, Institute of Life Insur- 
ance and William C. McKeehan, vice 
president, J. Walter Thompson Co. 
Hancock agents who addressed the con- 
vention were: Arthur T. Prew, Detroit; 
Walter B. Lichtenstein, Indianapolis; 
William F. Grace, New Orleans; General 
Agent Edwin R. Erickson, Buffalo; John 
L. Buchanan, Wichita; General ‘Agent 
Lloyd J. Lynch, Detroit; Thomas C. 
Winter, CLU, Seattle; Charles EF. tHais, 
Cincinnati; Alvin E. Katz, Buffalo; Wil- 
liam Rafkind, Jacksonville; Howard 
F. Roeding, Rochester; Benjamin Y. 
Brewster, Rochester; Albert C. Adams, 
Jr., Rochester; John S. Dugger, Roch- 
ester; and Joseph E. Morgan, Rochester. 
Four Rochester agents, with General 
Agent Anthony J. Klug, acting as chair- 
man, gave a presentation on “Direct 


Mail Techniques.” They were Howard 
F. Roeding, Benjamin Y. Brewster, 
Albert C. Adams, Jr.,. John S. Dugger 
and Joseph E. Morgan. 


A number of informal “room-hopping” 
sessions were held during the conven- 
tion, during which agents had a chance 
to discuss the sales implications of the 
government’s new tax program, pensions 
and profit-sharing plans, direct mail 
techniques and idea selling. 








A Key to Wear with Pride 


The key of a Chartered Life Underwriter signifies to all who 
see it that the wearer has a wealth of both experience and 
knowledge in the field of life insurance. It is truly a “badge 


of merit” 


Believing this to be true, it’s natural that we encourage 
& e 


Bankerslifemen to enter into the C.L.U. study program as 


soon as their development in the business warrants it. 


We urge you to check with your local C.L.U. chapter or 


your local life underwriters’ association about opportunities 


for C.L.U. study in your community . . . now, while there is 


still time to enroll for this year. 





BANKERS 


DES MOINES, 





COMPANY 
1OWA 





Willis Davis Leading 
Agent of John Hancock 


Willis E. Davis, Louisville, was named 
leading agent of John Hancock Mutual 
on two counts—he stood first in both 
total volume and total ordinary volume 
among all the agents of the company. 
This is the sixth consecutive yea r that 
Mr. Davis has led all Hanesck vents 
in the sale of Ordinary life insurance 
He is a member of the McKay Reed 


General Agency in Louisville. 
The announcement was made at the 
annual agency leaders’ meeting of John 


Hancock, held at the Greenbrier, White 
Sulphur Springs, West Virginia, Octo- 
ber 12-15. 


Joseph N. Desmon, CLU, led all other 
John Hancock agents in Ordinary pre- 
miums during the convention year. He 


is a member of the Edwin R. Eric kson 
general agency, Buffalo. The company’s 
leader in total premium was Donald 


Boston, 
Swigert 


Shepherd of the Bobst agency, 

Richard A. Ellinghaus of the 
and Clark general agency, Baltimore 
sold policies to a greater number of 
individuals (507 persons during the con- 
vention year) than any other Hancock 
agent. 


Illinois Associations 


Plan Series of Meetings 
Plans are complete for the 30th an- 
Life 
writers Association of Peoria. The mid- 
year meeting of the Illinois State 
ciation of Life Underwriters, 


nual sales congress of the Under- 
Asso- 
the annual 
meeting of the Illinois Round Table, a 
breakfast of the Illinois CLU 
Chapter, meetings of the State Associa- 


Central 


tion’s board of directors and_ standing 
committees and a_ fellowship dinner, 
honoring NALU president, Robert L. 


Walker, complete a full two day’s pro- 

scheduled for Friday and Satur- 
October 29 and 30. All meetings 
will be at the Hotel Marquette. 
Approximately 600 underwriters from 
throughout Illinois are expected to at- 
tend. 

General chairman of the Peoria sales 
congress for 1954 is Curtis G. Newman, 
John Hancock, who is being assisted by 
J. Kenneth Wyard, John Hancock, pro- 
Chester T. Wardwell, 


gram, 
day, 
Pere 


gram chairman; 
CLU, Connecticut Mutual, coordinating 
chairman; Cecil J. Casburn, Equitable 


Society, in charge of door prizes, ex- 


hibitors and arrangements ; N. A. Loar, 
CLU, State Farm, chairman of adver- 
tising and hospitality; John Brandon, 


Penn Mutual, chairman of publicity and 
printing; Robert Piper, Prudential, re- 
sponsible for special promotion; Hugh 
A. Shaw, Jr., Occidental; Frank A. Van 


Auken, Mass. Mutual, co-chairmen of 
ticket sales and attendance; W. R. 
Deatherage, Equitable-Iowa, in charge 


of arrangements for the general agents 
and managers sessions; and Curtis Ma- 
haffey, Equitable-Iowa, song leader. 

W. Robert Moore, Connecticut Mu- 
tual, Decatur, president of the state as- 
sociation, will preside at the various 
state-sponsored meetings; Harry J. Mc- 
Clarence, New York Life, Peoria, will 
conduct the Illinois Round Table Meet- 
ing, as its chairman; A. R. Mann, CLU, 
Connecticut Mutual, Decatur, president 
of the Central Illinois CLU Chapter, 
will handle the Chapter’s breakfast; and 
E. G. Zendt, CLU, Connecticut Mutual, 
Peoria, president of the Life Underwrit- 
ers Association of Peoria, will preside 
at the closing session of the two-day 
meeting, officially representing the host 
association. 
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Dr. Willis Made Head 
Of Medical Directors 


DR. SIMMONS, OTHERS NAMED 





Association Meeting in Toronto Picks 
New York, October 19-21, for 
1955 Convention 





T ronto—Dr. Richard L. Willis, chief 
med cal director of Mutual Life of New 
York, was elected president of the As- 
soci:ition of Life Insurance Medical 
Directors at its annual meeting at the 
Royal York Hotel here Tuesday. He 
succeeds Dr. Richard C. Montgomery, 


DR. RICHARD L. 


WILLIS 


medical officer of Manufacturers Life, 
Toronto. Dr. Willis joined Mutual Life 
in 1922, became assistant medical di- 
rector in 1929 and in 1939 medical di- 
rector. He served as associate = medi- 
cine at New York Post Graduate 
Hospital. Graduate of University of 
Virginia, he also took his M.D. degree 
there 


Other Officers 


Other officers elected were: 

President-elect—Dr. Ralph R. Sim- 
mons, Des Moines, medic al director, 
Equitable Life Insurance Co. of low: ue 
vice st Dr. Edson E. Getman, 
New York City, medical director, New 
York Life Insurance Co.; secretary—Dr. 
Henry B. Kirkland, Newark, N. J., medi- 
cal director, Prudential Insurance Co. of 
America; treasurer—Dr. J]. Grant Irving, 
Hartford, Conn., medical director, Aetna 
Life Insurance Co.: editor of the pro- 
ceedings—Dr. James R. Gudger, New 
York City, medical director, Mutual Life 
Insurance Co. of New York. 

Executive Council—Second Term—Dr. 
Norman J. Barker, Hartford, Conn., 
medical director, Connecticut General 
Life Insurance Co.; Dr. Albert S. Irving, 
Louisville, Ky., medical director, Com- 
monwealth Life Insurance Co.; Dr. Wil- 
liam H. Scoins, Fort Wayne, Ind., chief 
medical director, Lincoln National Life. 

Executive Council—First Term—Dr. J. 
Randolph Beard, Newark, N. J., medical 
director, Mutual Benefit Life Insurance 
Co.; Dr. Arthur E. Parks, Toronto, Ont., 
medical director, Canada Life Assurance 
Co.; Dr. James H. Humphries, New York 
City, medical director, Home Life. 

Board of Life Insurance Medicine— 
Dr. Harry E. Ungerleider, New York 
City, director medical research, E ee 
ble Life Assurance Society of the U. 4 
Dr. J. R. B. Hutchinson, W ae 
D. C. vice president and medical di- 
rector, Acacia Mutual Life Insurance 
Co.; Dr. Milton H. Clifford, Boston, 
Mass., associate medical director, New 
England Mutual Life Insurance Co.; 
Dr. Paul H. Langner, Jr., Philadelphia, 
Pa., medical director, P rovident Mutual. 
The 64th annual meeting of the asso- 
ciation will be held at the Hotel Statler, 
New York City, October 19-20-21, 1955. 











See the Man From 
Manhattan Life for 


OUTSTANDING 
BROKERAGE 
SERVICE 


Here are just 7 of the Many Sales 





Tools He Places at Your Disposal: 





YEARLY RENEWABLE TERM to Issue Age 64 inclusive. 


2. SuUB-STANDARD, up to and including 750% Mortality. 
All plans, except Juvenile and Preferred Risk. 


3. SOME PLANS ISSUED TO AGE 75. 


4. WoMEN GET SAME RATES as Men for Life Insurance, 
same Waiver of Premium Benefits, and Double In- 
demnity on Standard Issues. 


5. HIGHLY COMPETITIVE PARTICIPATING ANNUITIES. 


Non-MEDICAL TO AND INCLUDING AGE 45 for Men 
and Women. 


7. GRouP LIFE SUPERIMPOSED on existing group for key 
personnel where there are as few as 25 lives. 


A Copy of “42 Manhattan Life Features” 
May Help You Make Plenty 
of Extra Dollars 








It is yours for 

the asking. New, 

revised edition 

brings you right 
up-to-date on what 
The Manhattan 


Life offers. 


mM Century. 


PATTAN LIFE 


& COMPANY 


of ¢ NEW YorK, 
Home Office: 120 West 57th Street, New York 19, N. Y. 
JUdson 6-2370 
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Ontario Cail Manning for 


Consultation on the Flood 
H. W. Manning, vice president and 
managing director of The Great-West 
Life Assurance Co., Winnipeg, was 
called to Toronto this week by Premier 
Leslie Frost of Ontario to inspect the 
hurricane-devastated areas in and near 
Toronto and to advise Ontario relief 
officials. Mr. Manning, chairman of the 
Manitoba Flood Relief Fund in 1950, is 
now president of the Canadian Disaster 
Relief Fund which was created from the 
surplus contributed to the Manitoba 
fund. 


Conn. Department Names 
H. L. Hall, J. T. Geoghegan 


Commissioner Ellery Allyn of Con- 
necticut has appointed Hartwell L. Hall 
as chief insurance examiner, life, acci- 
dent and health, and Joseph T. Geoghe 
gan as chief insurance pest oving fire 
and casualty. Both are veterans in the 
Connecticut Insurance Department and 
have served under several Commission 
ers. 


New York Managers Meeting 
October 28 to Feature Panel 


The fall meeting of The Life Man- 
agers’ Association of Greater New York 
will be held on Thursday, October 28, in 
the Keystone Room of the Hotel Statler 
at 2:30 P.M. 

This unusual program, “Selecting and 
Supervising the Supervisor,” will present 
four speakers: Brice McEuen, director 
of schools, LIAMA, “What is the Su- 
pervisor’s job ?”; Lewis C. Sprague, gen- 
eral agent, Provident Mutual, “Full- 
Time;” William C. Smerling, manager, 
Connecticut General, “Brokerage”; and 
Vincent B. Coffin, senior vice president, 
Connecticut Mutual Life, Hartford, 
“Summation.” 


Small Claims Problem 


(Continued from Page 8) 


but retaining the right to increase pre- 
miums for the entire class of policy- 
holders. 

The detailed experience of New York 
Life in its two and one-half years since 
first starting to write accident and sick- 
ness insurance was reviewed by Mr 
Phillips as a guide to other life com- 
panies entering the field. 

‘Accident and sickness insurance fills 
a great social need,” he said, “which can 
best be served by private enterprise.” 

The 1950s have seen a remarkable 
increase in activity among the m4 life 
insurance companies with respect to this 
type of protection. Since 1950, nine com- 
panies with a billion or more of Ordi- 
nary life insurance in force have entered 
the accident and sickness field and an 
equal number of such companies had 
entered prior to 1950. Today, 18 of about 
42 companies in this category now write 
accident and_ sickness policies and, as 
Mr. Phillips pointed out, “there is rea- 
son to believe that the trend of life 
companies entering this field will con- 
tinue.” 


E. é Green Talk 


(Continued from Page 8&8) 


risk to $200,000 on an individual life, 
but take well over $1,000,000 total on a 
group of men who work together, travel 
together or even play together,” he said 

The catastrophe hazard looms more 
important relatively in connection with 
coverages where the premium or surplus 
is low in relation to the potential liabil- 
ity, according to Mr. Green. In _ this 
category are accidental death insurance, 
Group insurance, term insurance or 
newly introduced plans. 

Mr. Green referred only to peace-time 
catastrophes, saying that “the wide- 


spread civilian loss of life resulting from 
use of atomic or hydrogen weapons in 
time of war is so great as to be im- 
measurable and uninsurable within prac- 
tical limits.” 
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Mary Barber To Retire 


Assistant Vice President of Penn Mutual, an Able Literary 
Writer; Had Sales Promotion and Planning Experience 


Mary Barber, assistant vice president 
of Penn Mutual Life, a writer of fine 
literary ability, long experienced in sales 
promotion and sales planning, and active 
for some years in Life Advertisers As- 
sociation, is retiring on November 15 
She has been a confidant of many per- 
in life insurance. In 1953 she was 
“outstanding women” 
3usiness 


sons 
one of ten hon- 
ored by  Philadelphia’s 
Professional Women’s Club, award in her 
case being for achievement in the field 


and 


of insurance. 

Mary Barber, who was born in Mauch 
Chunk, Pa., was daughter of a Congress- 
man who later became President Judge 
of Pennsylvania’s 56th Judicial District. 
Miss Barber is a graduate of National 
Cathedral School, Washington, D. C., 
and of Barnard College where she re- 
ceived a B.A cum laude and 
was elected to Kappa. Her 
literary talent was first publicly revealed 
as exceptionally good when a play she 
3arnard play-writing 
in New York City 
Theatre which 
O'Neill plays. 


degree, 
Phi Beta 


wrote during the 
course was produced 
Provincetown 
Eugene 


at the 
the early 


How She Met John A. Stevenson 


During World War I Miss Barber 
service as a yeoman in U. S. Naval 
Her business career began in 
The Macmillan Co. of New 
she became an _ editorial 
Macmillan’s 


staged 


saw 
Reserve. 
1919 with 
York where 
assistant. While she was at 
that publishing house received an out- 
which John A. 
professor of 


manuscript 
time a 


standing 
Stevenson at the 
University of Illinois had written as his 
Ph.D. thesis. This was his “Project 
Method of Teaching.” Macmillan as- 
signed its editorial work on this book 
to Miss Barber. She became 
by the book. Her duties included read- 
ing and correction of galleys which re- 
sulted in exchange of considerable cor- 
respondence between the two. 

Mr. Stevenson was so much impressed 
by Miss Barber’s editorial work and 
judgment that when he went to the 
Equitable Society as a vice president in 
charge of its educational and training 
activities he invited her to join the So- 
ciety and she became his assistant, work- 
ing on agency training courses and sales 
promotion material. At the same time, 
she did an extra-curricular job in edit- 
ing some Harper’s Life Insurance Li- 
brary. 

Mr. Stevenson 


fascinated 


left the Equitable in 
1928 going to Penn Mutual to take 
charge of the company’s home office 
agency which was one of the largest in 
the world; next he became vice presi- 
dent in charge of the company’s agencies 
and in 1939 was elected president. Miss 
3arber went with Penn Mutual in 1928 
as supervisor of sales promotion, later 
becoming manager of sales. planning. 
Her next promotion, in July, 1943, was 
as assistant to the president, the first 
woman to be appointed to the Penn 
Mutual’s official staff. In January, 1947, 
she was given the title of assistant vice 
president. 


Activities in Industry Associations 


When working in the field of sales 
promotion Miss Barber was much inter- 
ested in the Life Insurance Advertisers 
Association. She became a member of 
its annual meeting committee and of its 
Eastern Round Table committee. In 
1946-47 she was chairman of the Key- 
stone Group as Philadelphia branch of 


MARY 


Life Advertisers Association is known. 
She spoke at the association’s annual 
meeting in 1948. Asked to talk before 
the women’s division, Chicago Associa- 
tion of Life Underwriters, Detroit Life 
Underwriters Association, annual Sales 
conference of Colorado Association of 
Life Underwriters, and Pittsburgh Re- 
gional Round Table of Women in Life 
Insurance; her theme was the impor- 
tance of women as buyers and sellers of 
insurance. 

With the 
Miss Barber for 


Institute of Life Insurance 
several years was on 
its women’s advisory committee. In 1948 
she was chairman women’s committee, 
at annual convention of National 
ciation of Insurance ( ‘Commissioners when 
it met in Philadelphia. 

Although a sparkling conversationalist, 
possessor of considerable good- natured 
wit, Miss Barber is quiet in manner, 
likes to be in the background and is 
happiest when able to give counsel about 
\fter her retirement she plans 


New York City. 


Asso- 


careers 
to live in 


Capitol Life Names Two 
Agency Superintendents 


Capitol Life of Denver, Colo., has 
added two new executives to its field 
force to serve as territory agency super- 
intendents, it is announced by Thomas 
F. Daly, IH], vice president and agency 
director. 

Pat Tearle, former Los Angeles agency 
manager for the company, was promoted 
to the new post of superintendent of 
agencies for Los Angeles county. He 
began his insurance career in 1936 with 
Southland Life. In 1942, he moved to the 
Security Life as a general agent. He 
joined Capitol Life in 1943 as a Los 
Angeles agency manager. Mr. Tearle was 
educated at University of Texas and 
served with the U. S. Navy in the 
Pacific during World War II. 

Clifford H. Fowler was also named 
superintendent of agencies to handle 
Arizona and California divisions (exclu- 
sive of Angeles County). He joins 
the Capitol Life with over 33 years ex- 
perience in the business, having started 
his career in 1921 with Metropolitan Life. 
In 1930 he went to work as a special 
agent in Maine for New York Life and 
subsequently moved to Monarch Life as 
a general agent in 1935. 

These appointments are part of the 
company’s aggressive expansion and de- 
velopment program throughout its 14 
western state territory. 


The 


Los 


Moves Part of Activity 
To District of Columbia 


BANKERS SECURITY LIFE CHANGE 


Ordinary Life, Accounting, Underwriting 
Office To Be in Washington With 
Allen Eastlack in Charge 


Major General George Olmsted, presi- 
dent, Bankers Security Life Insurance 
Society, 103 Park Avenue, New York 
City, which was incorporated as_ the 
Morris Plan Insurance Society, an- 
nounces the move of the Ordinary life 
accounting and underwriting office from 
Des Moines, Iowa, to the Cafritz Build- 
ing, Washington, D. C. Allen Eastlack, 
vice president, of Des Moines, will be 
in charge of the new office as actuary 
and underwriter. 

The society will maintain a regional 
1017 Walnut Street, Des 
Moines, Iowa, under the management 
of Raymond L. Smith, vice president. 
A regional sales office will also be lo- 
cated at the new office in Washing- 
ton, D. C. under the management of 
J. Reuben Darr, CLU, transferred from 
Des Moines. 

The Bankers Security Life Insurance 
Society, which was created to write 
credit life insurance and continues to 
write this coverage, three years ago en- 
tered the Ordinary life, health and acci- 
dent field. As of December 31, 1953, it 
had $200,000,000 life insurance in force. 
The society is licensed in 46 states and 
specializes in mortgage protection and 
juvenile estate life insurance on the non- 
participating plan. 


sales office at 


WILEY TO HEAD NEW DEPT. 


Joins Standard Life of Indiana as of 
Nov. 1; to Operate Agents’ Service 
Dept. Under President’s Direction 

Standard Life of Indiana is establish- 
ing what it believes to be a new wrinkle 
in life insurance home office operations. 
The company has engaged Charles W. 
Wiley of New York City to head its 
new department of agents’ service 
which will be entirely separate from the 
agency, underwriting and new business 
departments. Mr. Wiley will report di- 
rectly to Harry V. Wade, president of 
the company. 

The company points out that Mr. 
Wiley’s department will be the represen- 
tative of the field men in the home 
office relative to the handling of applic i- 
tions and other new business operations. 
All correspondence surrounding appli- 
cants and the issuance of their policies 
will be handled through Mr. Wiley, 
rather than through the underwriters or 
agency department. 

Mr. Wiley was formerly in the home 
office underwriting department of the 
Guardian Life of America and was a 
field representative of the Fidelity Mu- 
tual Life in New York. He is a graduate 
of New York University, is married and 
has one daughter. His family will move 
with him to Indianapolis about Novem- 
ber 1. 


Leads Ohio State Life 


Wayne L. Lewis, general aegnt in 
charge of the Columbus agency of Ohio 
State Life, has been made a member 
of the Ohio State Life Five Star Club, 
it has been announced by Frank L. 
Barnes, vice president and director of 
agencies. Mr. Lewis has produced more 
insurance in the first nine months of 
this year than any other representative 
of the company. The agency also ranks 
first among the company’s agencies for 
the year. Dewey Sheidler, a member of 
the Columbus agency, has qualified for 
membership in the Ohio State Life 
Honor Club. In September Mr. Sheidler 
produced insurance on more lives than 
any other member of the Columbus 
agency. Jacob A. Shawan was first in 
the volume of insurance produced. 


American College Conducts 


Educational Conferences 

How to help CLU candidates prepare 
successfully for their examinations j- the 
general theme of a series of four CLU 
Educational Conferences which got under 
way this week in Hartford under 
auspices of the American College oi Life 
Underwriters. 

Approximately 40 CLU teachers and 
special guests gathered for the noon-to- 
noon program. Other conferences in the 
series will be held in Buffalo next week, 
in Philadelphia November 4 and 5, and 
in Atlanta November 18 and 19. 

Those attending the meetings are uni- 
versity professors, attorneys, accountants, 
trust officers, and life underwriters with 
teaching experience who conduct CLU 
study groups and classes in many points 
over the eastern part of the country. 
The conferences are similar to a series 
held last fall in western and midwestern 
cities. 

Laurence J. Ackerman, Dean of the 
School of Business Administration at 
University of Connecticut, and other 
prominent figures in CLU work are on 
the program to discuss such subjects 
as. basic goals of CLU_ instruction, 
characteristics of successful CLU candi. 
dates, effective class plan, importance of 
written work, etc. 

Substantial parts of the program, how- 
ever, are in the form of panels and open 
discussion. The evening is devoted to a 
“room-hopping session” at which _in- 
formal question and answer discussions 
are carried on in the various rooms of 
staff members of the American College. 

About 150 CLU teachers and guests 
are expected for the four conferences. 

The American College also publishes a 
monthly periodical throughout the school 
year, “Teacher Topics,” to assist CLU 
study group leaders. 


Aetna Names C. F. Eddy 
Assistant General Agent 


Appointment of Charles F. Eddy as 
assistant general agent to head the Day- 
ton district office of Aetna Life has 
been announced by W. Lewis Harrison, 
the company’s general agent at Cin- 
cinnati. 

Mr. Eddy has been serving as agency 
assistant at the company’s home office 
in Hartford. He succeeds Robert D. 
Slimone, who was named Aetna Life 
general agent at Bridgeport, Conn. 

A native of Zanesville, Ohio, Mr. Eddy 
was commercial manager for Ohio Bell 
Telephone Co. before entering the life 
insurance field three years ago as a 
representative of the Aetna Life’s Cin- 
cinnati general agency. He later served 
as agency supervisor at Louisville before 
going to the home office earlier this 
year. 


Bankers Life Appoints 
J. R. Martin at Davenport 


J. R. Martin has been named agency 
manager of the new Bankers Life of 
Iowa agency in Davenport, Iowa. His 
appointment was effective October 1. 
The Davenport agency office will open 
about November 1. 

Mr. Martin has been assistant agency 
manager in the Ottumwa, Iowa, agency 
since January, 1952. Prior to that time 
he had supervisory responsibilities in 
the agency for three years. 

A Bankerslifeman since January, 1947, 
he entered the life insurance business 
in 1946 as a partner in a brokerage com- 
pany. 

Mr. Martin is a graduate of the com- 
pany’s sales training school and is a 
National Quality Award winner. He was 
a member of President’s Club in 1947, 
1948, 1949 and 1950. He has also been a 
regular qualifier for company honor vol- 
ume clubs. He was the seventh highest 
producer in the field force in his first 
year with Bankers Life Co. 
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LIAMA Annual Meeting 


A fellowship breakfast for representa- 
tives of member companies who do busi- 
ness in Canada will start the second day 
of tie Life Insurance Agency Manage- 
men’ Association’s annual meeting, No- 
vember 10, at Chicago’s Edgewater 
Beach Hotel. Other program highlights 
appear elsewhere in this issue. 

M. P. Hughes, president of the Life 
Underwriters Association of Canada, 
will open the general session with “Who 
Cares?” a report for the Canadian field 
force. Robert L. Walker, president of 
the National Association of Life Under- 
writers, will follow Mr. Hughes to dis- 
cuss important field problems in the 
RNS 

In a talk entitled “The Reason Why,” 
De 5. rc ae assistant general mana- 
ger and director of agencies, Great West 
Life, will suggest ways to organize an 
agency department for sales, pursuing 
the meeting’s main theme, “Organizing 
for Sales.” To close the session, Dud- 
ley Dowell, executive vice president in 
charge of agency affairs, New York Life, 
will explain how “A Company Organizes 
for Sales.” 

\ symposium on current trends in the 
life insurance business will be heard 
Wednesday afternoon, Ardell T. Everett, 
second vice president, Prudential of 
America, will discuss accident and health 
insurance; Raymond H. Belknap, vice 
sega of Continental Assurance, bro- 
kerage ; Harry Wood, CLU, editor of 
the CL a ‘Journ: il, will speak on mutual 
funds; H: vughton Bell, vice president and 
general counsel, Mutual of New York, 
will discuss variable annuities. A. R. 
Jaqua, CLU, director of the Institute of 
Insurance Marketing at Southern Metho- 
dist University, will summarize the sym- 
posium. 

“How Many Agents Do You Really 
Have?” is the title of the talk by S. 
Rains Wallace, Jr., LIAMA’s research 
director, for delivery Wednesday after- 
noon. Closing the second day, O. Al- 
fred Granum, special agent for North- 
western Mutual, will explain why his is 
“A Wonderful Career.” 

Following the general session Wednes- 
day, Henry FE. Niles, vice president of 
3altimore Life, will show the movies of 
India taken while he was deputy di- 
rector of the Point Four Program. 

Kenneth D. Hamer, vice president and 
agency director of Pan-American Life 
will reside at a fellowship dinner of 
the Agency Management Conference, 
Wednesday evening. Feature speaker at 
this dinner will be the well-known hu- 
morist, Justin Wilson, safety consultant, 
Jaton Rouge. 


State Mutual Life Plans 
Six Regional Meetinos 


Six 1955 regional meetings have been 
arranged by State Mutual Life for rep- 
resentatives who fulfill prescribed pro- 
duction requirements before the end of 
this year. The two-day work sessions 
will be devoted entirely to proven and 
advanced sales techniques with leading 
company salesmen in charge of the pro- 
gram. 

Meetings will be held at the Knicker- 
bocker Hotel, Chicago, February 21 and 
22; Hotel Peabody, Memphis. February 
24 and 25; Skirvin Hotel, Oklahoma City, 
February 28 and March 1: Fairmont 
Hotel, San Francisco, March 3 and 4; 
DeWitt Clinton Hotel, Albany, April 18 
and 19; and the Westchester Country 
Club, Rye, ie Y.; — 21 and 22. 


ideas esis Taylor 


J. K. Taylor, for 17 years agency man- 
ager Equitable Society at Louisville, has 
retired and is succeeded by E. A. Voss- 
meyer, former agency manager at Nash- 
ville, 

Samuel G. Robertson, Jr., former dis- 
trict manager under Mr. Vossmeyer at 
Nashville, has been appointed agency 
manager at Nashville. 


LAS ee ear ene Philadelphia Life Gains Los Angeles CLU Meeting 
The annual meeting of the Indiana cag : . me 
State Association of Life Underwriters The Philadelphia Life recorded an Dr. S. S. Huebner, founder of the 


will be held at Turkey Run State Park 186 increase in new, paid business for CLU movement, will be the guest speak- 
April 28-29, immediately preceding the September, compared to September, er at the annual conferment luncheon 
annual meeting of the Indiana Leaders’ 
Club at the same location, according to 
an announcement by Francis Davis, gen- 


1953. For the year to date, Philadelphia to be given by the Los Angeles Chapter, 
Life has experienced a 14.6% increase in CLU, November 15, when 21 new CLU’s 


eral agent, Indianapolis Life, Marion, new, paid business over the same period ill receive the conferment of the de- 
state association president. P in 1953. , re. or? gree. Dr. Huebner will have for his sub- 
There will be only one joint meeting Philadelphia Life’s board of directors > 0 an ae aes 3 

of the two associations. At noon, April has long adhered to a growth pattern ject : The Magnitude and Significance 
29, they will convene jointly to hear the of a 10% increase in new, paid business. of Human Life Values.” 

luncheon speaker, who will serve as the September was the 30th consecutive Following the luncheon, Dr. Huebner 
closing speaker for the state meeting month in which Philadelphia Life’s pro- will deliver a lecture at Hancock Hall, 
and opening speaker for the Leaders’ ducers easily surpassed that 10% objec- the University of Southern California 
Club. tive.” on November 18 











“WHEN YOU 
LEND MONEY...” 





CREDIT MERCHANDISERS and lending insti- 
tutions not yet using creditors group life insur- 
ance—and there are a lot of them—provide a 
broad market for Occidental agents and brokers 
armed with this double-barrelled approach: 


“When You Lend Money...,” our new visual 

presentation book that tells the story of 

Occidental Creditors Group Life Insurance 
and 

New, lowered rates for this popular plan 








“When You Lend Money...” makes Occidental 
Creditors Group Life Insurance easier to sell. 
The new, competitively low rates make it easier 
to buy. Powerful ammunition to aim at a lucra- 
tive target. The facts about these high caliber 
sales aids are available at all Occidental offices. 











“‘A Star in the West...’ => 








HOME OFFICE: Los Angeles 
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Program of Home Office 
Underwriters Meeting 


TO BE HELD NOVEMBER 17-19 


Final Arrangements for 18th Annual 
Affair at New Orleans Announced 
by President Peay 


Final rements for the eighteenth 
annual meeting of the Institute of Home 
Office Underwriters, to be held at the 
Roosevelt Hotel, New Orleans, 
ana, November 17, 18 and 19, 


president, J H B 


arrang 


Louisi 
have been 
announced by its 
assistant vice president, Life 
Virginia 

secretary, Peninsular 
Life, will be general chairman of the 
meeting and will preside over the open 
ing session. Advance wa rhe andl indi 
cate that over 500 members and guests, 
including wives, will be in attendance at 
the. meeting. Membership in the Insti 
tute now numbers 246 companies, domi- 
ciled in 40 states of the United States 
and Canada. 

Preceding the 
committee meeting 
vember 16, at which 
the various committees 
reports. 

The program will get under way on 
November 17, with the address of 
come by Dr. Edward G. Simmons, ex 
ecutive vice president, Pan-American 
Life. The presidential address will be 
given by J.H.B. Peay, Jr. Dr. Robert A 
Goodell, medical om tor, Phe enix Mu 
tual Life, will give 1 paper on 
of the Nervous System.’ 


Peay, Jr., 
Insurance Co. of 
James D. Renn, 


meeting, an pagen 

will be held on No 
time chs uirmen of 
will give their 


wel 


“Diseases 


Committee Reports 


hn F. Duston, underwriting secr 

1 ey ible Life of Iowa mil give 
the repo of the secretary-treasurer. 
He will * followed by a report from 
the membership committee by William 
H. Harrison. Frank T. Somers, assistant 
underwriting officer, Minnesota Mutual 
Life, will give the report of the reading 
and refere followed 
by Raymond J urke, president 
North Ame who will 
give the report of the underwriting 
forms committee. Ward H. Beall, un- 
derwriting vice president, North Ameri 
can Life he Casualty, will give the re 
port of the educational committee. Wil 
liam H. Bush, istant vice president, 
State Farm Life, will give the report 
of the procedures and costs committee. 
The report of the publicity director will 
be given by Ray E Button, vice presi- 
dent in charge of reinsurance, Republic 


to be 
vice 


terence commiuttee, 


rican sassurance, 


assisti 


National Life. The morning session will 
be concluded with the appointment of 
convention committees. 

The afternoon session will be devoted 
to the panel discussion and will be 
presided over by T. Bertram Anderson, 
Jr., secretary of reinsurance underwrit- 
ing, Connecticut General Life. Some of 
the topics to be discussed include: War 
Clauses—Hazards to be Excluded; the 
“Pros and Cons” of—Jumping Juvenile 
and Substandard Juvenile; Non-medical 
Experience and Limits and Substandard 
Underwriting—How Many  Classifica- 
tions. Panelists participating in the 
panel discussion include: Wallace E. 
Bidelman, Iowa Life; George A. Booth, 
Bankers Life Co.; C. H. Davison, Mu- 
tual Trust Life; W. K. Fritz, North- 
western National Life; Allan  Keltie, 
Great West Life; Arthur C. Kerin, Na- 
tional Life, and Robert M. Kidd, Ohio 
National Life. 

Members and 
be guests of the 
Wednesday evening 
ception. 

The morning 
be in charge of 


guests attending will 
Pan-American Life, 
at an informal re- 


session, second day, will 
William H. Harrison. 
I. M. Spear, vice president, State Farm 
Life, will give a paper on “Underwrit- 
ing for Persistency.” “Underwriting 
Substandard Term Insurance” will be 
the subject of a paper by Frank T. 
Somers, assistant underwriting officer, 
the Minnesota Mutual Life, and “A New 
Look at the Intangibles of Underwrit- 
ing” will be discussed by Chester F. 
Barney, vice president, American United 
Life. The morning will close 
with the election of and an- 
nouncements. 


se “ssion 
officers 


Industrial Session 


The Industrial session will start its 
proceedings Thursday afternoon, in 
charge of Herman S. Lindy, vice presi- 
dent, Delta Life. E. Boyd Coarsey, 
manager Industrial underwriting, Gulf 
Life, will give a paper on “The Case for 
Rated Industrial.” Clyde R. deHaas, as- 
sistant secretary, Equitable Life, will 
give a paper on “The Case Against 
Rated Industrial.” Panelists for “Pop 
the Question” will be: Roy G. Diepen- 
brock, Peoples Life; David K. Jackson, 
Home Security Life, and James E. Run- 
dle, Life and Casualty. Participating in 
the Industrial case clinic will be: J. 
MacN. Duff, State Capital Life; Henry 
E. Edenfield, Palmetto State Life, and 
Douglas E. Nickens, Lincoln Income 
Life. Moderator will be James W. Mc- 
Cabe, vice president and 
United Life of Florida. 

The last day will open the 
case clinic and will be presided over by 
Charles A. Will, assistant 


treasurer, 
Ordinary 


underwriting 


President’s Birthday Drive 
Opened by Franklin Life 


October 18 marked the opening of a 
six weeks’ sales drive by field men of 
Franklin Life of Springfield, Ill, in 
honor of the birthday of President 
Charles E. Becker. The most important 
sales campaign of the year, the annual 
president’s drive has each year set a 
new record of production. This year the 
theme of the contest is “Start Packing,” 
to coordinate it with a four months’ 
trip contest announced on 
1. The “Trip of a Lifetime” 
drive extends from September 1 through 
trips 


European 
September 
five attractive 
as prizes to the win- 


December 31 and 
have been offered 
ners. 

The president’s birthday campaign of- 
fers special cash and merchandise credit 
point prizes to coordinate with the trips. 
A special feature is the emphasis on the 
Franklin 


country. Each 


cooperation of wives of asso- 


ciates throughout the 


3ecker will make sev- 
Franklin 


individual 


week President 
wives in 
called is 


phone calls to 


homes. If the 


eral 
their 
able to answer questions on her hus- 
band’s production she will be awarded 
extra merchandise credit points to be 
placed to her husband’s account. 

Special emphasis has been placed on 
the sale of the company’s “Home Pro- 
tector” policy, and prizes will be awarded 
to the leader in the sale of this contract 
in each state. 


secretary, Guardian Life of America 
Participating in the Ordinary case clinic 
will be: G. Selden Davey, Woodmen 
Central Life; Russell D. Ireland, Paul 
Revere * arti Malcolm D. Thomas, Re- 
public National Life; E. A. Watson, In- 
dependent Order of Foresters; Willis 
W. Edwards, Capitol Life; Paul H. C. 
Haggard, Phoenix Mutual Life; L. J. 
Norling, Pioneer Mutual Life; Donald 
H. Warren, Continental American Life; 
John S. Cook, Companion Life; C. L 
O’Brien, Minnesota Mutual Life, and 
Emmett Russell, Ir., Life and Casualty 
of Tennessee. 

Special entertainment for the wives 
of members and guests attending has 
been arranged. Mrs. J. H. B. Peay, Jr., 
will be chairman, assisted by Mrs. 
Charles J. Smith and Mrs. James D. 
Renn. 


Milton Agency Supervisor 


Von Behr 


JACK SOLOMON 


Jack Solomon has been named a super- 
visor for the Arthur Milton 
Postal Life. Mr. Solomon 
business 


Agency of 
entered the 
life insurance with Manhattan 
Life, and in 1951 joined Arthur Milton. 

Mr. Solomon qualified for the 
pany’s Century Club last 
now the sixth ranking personal producer 
in the entire company for the year. 


com- 
year, and is 


Indiana Assn. Meeting 


Harry E. Indiana Commission- 
er, will be a 
program of the mid-year meeting of the 
Indiana Association of Life Underwrit- 
ers. The meeting will 
evening, November 12, in Indianapolis 
and continue through the next day, ac- 
cording to Francis Davis, general agent, 
Indianapolis Life, Marion, president. 

Other speakers on the program, all 
of whom will appear on the Saturday 
session, include Ralph Stewart, Muncie; 
and R. W. Osler, Rough Notes Co. 

According to Mr. Davis, the mid-year 
meeting will be a_ kick- off for an in- 
tensive membership drive, with a goal of 
2,100 members by December 31. 


Wells, 


featured speaker on the 


open Friday 





OF 


A TLL, FOR FIELD MEN 


You are looking at democracy in action. 


Our 7-man Field Advisory Board—elected annually by GUARDIAN 
managers throughout the country—meets regularly with GUARDIAN’S 


President and his staff . . 


. to discuss recommendations from the field 


for improving our service and to give their opinion on changes pro- 


posed by the company. 


Several years of experience with the GUARDIAN Field 
Advisory Board have proved that giving our field force a 
voice in the policy-making decisions of the company works 


LIFE—ACCIDENT AND HEALTH @® OVER A BILLION DOLLARS INSURANCE IN FORCE 
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Program Announced for 
LIAMA Annual Meeting 


IN CHICAGO NOV. 9 
“Organizing for Sales Is Meeting 
Theme; Robert H. Denny Serving 
as Meeting Chairman 


WILL BE 


Dr. Charles F. Phillips, president of 
Bates College, will address the fellow- 
ship luncheon on November 9, at the 
33rd annual meeting of the Life Insur- 


ance Agency Management Association 
to be held that week at Chicago’s Edge- 
water Beach Hotel. Theme of the meet- 
ing is “Organizing for Sales. 

Robert H: Denny, vice president of 
State Mutual Life and chairman of the 
annual meeting committee, coupled this 
information with a listing of events for 
the first general meeting day on Tues- 
day, following two days of LIAMA com- 
mittee meetings. 

To open Tuesday’s session, agency 
officers from a number of companies will 
tell of public relations ideas that work 
for them. Entitled “Public Relations— 
Foundation for Sales,” ag? forum will 
be held at 9:30 a.m. in the East Lounge. 
Sponsored by the public rel: itions com- 
mittee, it will be moderated by Charles 
C. Robinson, vice president of Colum- 
bian National and chairman of the com- 
mittee. 

The Washington scene will be inter 
preted at a second forum starting at 
10:45 in the Ballroom. Participants in 
“The Legislative Climate for Sales” will 
be Eugene M. Thore, general counsel 
of the Life Insurance Association of 
America and Claris Adams, executive 
vice president and general counsel for 
the American Life Convention. Moder 
ating this forum will be Frank F. 
Weidenborner, agency vice president of 
Guardian Life and chairman of the 
sponsoring committee on cooperation 
with other organizations. 

In his Fellowship Luncheon address, 
Dr. Phillips will discuss “The Economic 
Climate for Sales.” A graduate of Col- 
gate University, he received his Ph.D. 
from —— University, taught at 
Hobart College and was professor of 
economics at Colgate. se to Wash- 
ington during World War he served 
with the National ae Advisory 
Commission and as Deputy Adminis 
trator for Rationing in the Office of 
Price Administration. Since 1944. Dr 
Phillips has been president of Bates 
He is a widely known speaker and well 
known writer of numerous books and 
articles on economics. 

The meeting’s first general session will 
begin Tuesday afternoon at 2:30 with 
H. P. Anderson, vice president of Life 
of Virginia, presiding. Richard E. Pille, 
LIAMA president and vice president in 
charge of agencies for Mutual Benefit, 
will deliver his presidential address to 
keynote the meeting. “Let’s Talk Shop,” 
the panel on current problems in the 
life insurance business will be presented 
during the afternoon session by Lewis 
W. S. Chapman, LIAMA director of 
company relations, and his staff of con- 
sultants. 

Following the general session, there 
will be an open forum at 5 p.m. with 
S. Rains Jr, LIAMA di- 
rector of e presiding. This 
forum will provide an opportunity for 
agency officers to ask questions and dis- 
cuss the new Aptitude Index. Donald 
A. Peterson, research associate in charge 
of the association’s selection unit, will 
assist Dr. Wallace. 





A. F. Montmorency Promoted 
Mutual of Omaha has appointed 
Arthur F. Montmorency as regional di- 
rector of sales training for the mid- 
western and western regions. 
_Associated with Mutual of Omaha 
since 1946, Mr. Montmorency has heen 
in the sales training division assisting 
the general agents in these areas. He 
attended the University of Southern 
California, Louisiana State Normal, and 
Creighton’ University. 


National Life of Vermont 
Reports Record Production 


National Life of Vermont’s new paid 
business for the first three quarters of 
this year broke by a wide margin the 
previous record for the corresponding 
period. 

Paid business totaled $131,582,660 with 
annualized premiums of $5,173,860, re- 
flecting percentage increases of 16.61 and 
10.44, respectively, compared to last year. 

Paid business for September was $17,- 
344,404, a jump of 28.87% over September, 
1953. Annualized premiums amounted to 
$648,825, a gain of nearly 11% over last 
year. 

Of the company’s 60 general agencies, 
the ten which ranked highest at the 
three-quarter mark were as_ follows: 
Harold T. Dillon Agency, Atlanta; H. F. 
Johnson Agency, Chicago: Philip F 
Hodes Agency, New York City; Walter 
J. Stoessel Agency, Los Angeles; Bur- 
roughs & Hatch Agency, Manchester, 
N. H.; Harold Smyth Agency, Hartford; 
John J. Kellam Agency, New Canaan, 
Conn.; William B. Richardson Agency, 
Roanoke; Donald G. Robinson Agency, 
Detroit; Bradford D. Haseltine Agency, 
Cleveland. 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








New Brokerage Office for 


Connecticut General Life 
General Life, Hartford, 
announced the opening of a brokerage 
Sutton Building at 172 
White Plains. 

The opening of a brokerage office in 
White 


company’s policy of giving convenient 


Connecticut 


office in the 
South Broadway, 


Plains is in keeping with the 


and complete service to general insur- 
ance men in Westchester County, vice 
president Stuart F. Smith said. 

Lyman R. Whelan, former brokerage 
assistant at the company ’s Madison 
Avenue branch office in New York City, 
will serve as manager of the new office. 











We’re Mary and Bill... 


MY COMPANY STRESSES 





THE HUMAN ELEMENT... We're on a first-name 
basis with the folks at Berkshire Life. It’s a friendly, 
personal relationship, because my Company is 
big enough to serve me, and small enough to know me. 
At The Berkshire I’m not just a pin on a map. 
To everybody I'm “Bill” — a valued 
Agent with “most important” cases. 








Complete personal coverage in Life, Annuities, 
Accident & Health and Hospitalization. 








KEEP YOUR 





EYE 


BERKSHIRE 


LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. « A MUTUAL COMPANY e CHARTERED 1851 
W. RANKIN FUREY, C.L.U., 








President 





Joins Publicity Section. 
Of Mutual Life, New York 





MARIO PALMIERI 


Mario A. Palmieri has joined Mutual 
Life in the publicity section, it was 
announced by Clifford B. Reeves, vice 
president for public relations. 

Mr. Palmieri was formerty with the 
publicity and advertising department of 
the Brooklyn Union Gas Company. A 
graduate of Columbia College, Mr. 
Palmieri is 29 years old. He is a 
veteran of three vears’ service in the 


Navy during World War II 


Frank Morgan Leaves N.Y.C.; 
Forms Agency in Florida 


Colonel Frank B. Morgan, for 20 years 
with Massachusetts Mutual Life in this 
city during most of which time he has 
been an assistant to Lawrence E. Simon, 

general agent, 20 Pine Street, New York, 
left for Florida this week where he will 
make his future home. At Pompano 
Beach he has formed Frank B. Morgan & 
Co., which will engage in pension plans, 
life insurance and annuities, and also in 

general insurance. Colonel Morgan is a 
enibies of American Pensions Confer- 
ence. After experience as an accountant 
with Price Waterhouse & Co. he joined 
Simon agency in 1933, became a super- 
visor in 1937 and assistant to the general 
agent in 1940. 

In World War I Mr. Morgan, when 
a student at Northwestern University, 
joined the Army as a private. In, World 
War IT he joined the Air Force as a 
major and became assistant chairman of 
renegotiation in the East for the Air 
Force. Later, he was placed in oo“? of 
all contract administration for the East- 
ern part of the U. S. for the Air Force 

After World War IT he was command- 
ing officer of the air material command 
reserve unit in metropolitan New York. 
During the Korean campaign he was 
assigned to Sperry Gyroscope plant, 
Lake Success, N. Y., in charge of air- 
craft operations remaining as air force 
officer there until 1953. After Korea he 
was reappointed commanding officer of 
the air material command, reserve unit 
in metropolitan New York. He was ap- 
pointed a lieutenant colonel in 1945 and 
a colonel in 1950, 
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Director of Field Services, NALU 


Ann Bickerton, editor of AFA News, 
monthly publication of the Advertising 
Federation of America, whose joining of 


Nationa! Under- 


Association of Life 


ANN BICKERTON 
riters was printed at time of annual 
convention in Boston, will be director 
of field services of NALU and also of 
the speakers Bureau She became offi- 


ially connected with NALU on Octo 


eraduate of the 


ATLAS OF MEN 


Dr. Wm. M. Sheldon’s Guide for Soma- 
totyping Is Fourth in Series; 
Harper Publisher 
William M. Sheldon is 
of Men; a Guide 
the Adult Male at All 
ieee doctors, 


rs as it includes 


author of 


actuaries, 


r longevity 
te Hig 
“onstitution series, 
of (a) Human 
phvsique, (b) Temperament; (c) Delin- 


quent Yu ut The 


1 


fourth 
peels 


present volume gives 


88 somatotvpes for 
1 in the book are of 1,175 persons 
The word “soma” 


+] 


P 
ne use yf 


is Greek for “hodv”: 
hence, the term some-tvpes 
for bodv rs a similar 


In a few vear 
Atlas of Women will be printed. These 
books are published by H irper & Bros 


tvpes 


Joins Central National 
Gerald \ Hatfield, 


president and general 


formerly vice 
manager, Mid 
States of Chicago, has been appointed 
vice president in charge of field pro 
National of 


position 


Central 


assumed his new 


duction for the 
Omaha. He 
October 15 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, Ill. 
32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 








tional Institute for Commercial and 
Trade Organization Executives at North- 
western University is currently on the 
publicity committee of the New York 
City chapter of the National American 
Trade Association Executives and also 
serves as counselor on publicity and pub- 
lic relations to the annual “Survey of 
Advertising” course sponsored by the 
Advertising Women of New York. 

Executive secretary of the Peoria Ad- 
vertising and Selling Club for more than 
seven vears—she is a life member of the 
organization and also was Peoria Coun- 
tv executive director for the Illinois 
Division of the American Cancer Society. 
Her work in social service includes lead- 
ership of a Division of the Girl Scouts of 
America and board membership in the 
Child and Family Service. 

A native of Oklahoma, Mrs. Bickerton 
was educated in Colorado where she at- 
tended Greely State Teachers College 
and taught school for two years. She 
is mother of two, a son and daughter, 
and is thrice a grandmother. Her son, 
Dick, is now serving with the armed 
forces in Austria. 


New York Life Promotions in Sales Training Division 


WILLIAM A. KING 





Life Paid up at 65 Substandard 


= 


Medical 


= 


Association Plans 


Group 


Accident 





Franchise Plans 








@ because of its complete Life and A & H coverage, a call to 
Union will bring you immediate information and instantaneous 


service on any case. 


This “Under One Roof” organization helps brokers to close 
cases without loss of time or effort. For this complete centralized 
service, phone any of the G.A.’s listed here. 


MU 4-5779 
Matt Jaffe Associates, Ltd. 
431 Fifth Ave., New York 16, N.Y. 


WH 3-0190 
Cousins and Birnbaum, Inc. 
62 William St., New York 5, N. Y. 


MO 7-5635 


Winston Westchester Agency 
4 Fourth Avenue, Mount Vernon, N. Y. 


LIFE - A. & H. — 


GROUP — 


TR 5-8450 


The Weingarten Agency 
26 Court St., Brooklyn 1, N. Y. 


OL 7-1300 


Nathan Eisensmith Agency 
90-38 Parsons Blvd., Jamaica, Long Island 


IV 1-7340 
William Krauss Agency 
233 Fulton Ave., Hempstead, Long Island 


HOSPITALIZATION 


4 Roy A. Foan, Vice-President and Director of Agencies 
NION CASUALTY AND LIFE INSURANCE COMPANY 


17 East Prospect Avenue, Mount Vernon, N. >. 


If you are a full time agent of another company, we solicit your surplus business only. 


The sales training division of New 
York Life was further decentralize re- 
cently with the promotions of Charles 
T. Bell, CLU, to regional manager of 


* 


CHARLES T. BELL 


{raining in the west central division with 
headquarters in St. Louis and William A. 
King to regional manager of training 
in the eastern region with headquarters 
in New York. 

At the same time Fred G. Kimball, 


FRED G. KIMBALL 


CLU, was named manager of training 
in the home office and Joseph D. Herring 
a senior consultant of training. The 
company announced the appointment of 
Arnold R. Beck, CLU, as regional man- 
ager of training in the company’s third 
region, the Pacific region, with head- 
quarters in San Francisco. 
Careers 

Mr. Bell, who has been supervisor 
of advanced underwriting, joined New 
York Life as an agent in 1947 and 
became assistant manager of the Wash- 
ington branch in 1948. He was Charles- 
ton manager before coming to the home 
office in late 1953. 

Mr. King, manager of EPP sales since 
last year, joined Nylic in 1936 as an 

(Continued on Page 19) 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAIn 4-7951-2-3 
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Mutual Of New York Leaders 
The New York (Myer) agency topped 
vencies of Mutual Life of New 


all 

York in Sept ember and the first nine 
nonths of 1954, in both volume of life 
mont! 


insurance sold and number of policies 


according to an announcement 
by Stanton G, Hale, vice president for 
a The agency is managed by Rich- 
a« 


ard E. Myer, CLU. 

The Boston (Meehan) agency, man- 
aged by John P. Meehan, CLU, took 
second place in year-to- date sales, while 
the Portland, Ore. agency, under the 
management of Wilbur K. Hood, CLU, 
ranked third. 

In number of policies issued during 
the nine months, second place went to 
Kay R. Hodgkinson’ s San Diego agency, 
while the Grand Rapids agency, man- 
aged by Charles E. Brown, ranked 
third. a 

In the September standings, the Chi- 
cago agency, manager by Henry W. 
Persons, was in second position in vol- 
ume of life insurance sold and Portland, 
Ore., was third. In number of policies 
issued in September, San Diego took 
second place and Cleveland, managed by 
Gage Tyner, was third. 

Mutual of New York also announced 
its agency leaders in accident and sick- 
ness insurance production for September 
and the nine months. Two Canadian 
agencies—Toronto, managed by Leonard 
W. Sumner, CLU, and Vancouver, man- 
aged by Douglas D. Eve, ranked first 
and second respectively for both periods, 
in production volume and number of 
policies issued. The New York Myer 
agency took third place. 


jssuc 1, 


Form New Association 

Formation of a Life Underwriters As- 
sociation in the East Los Angeles-Whit- 
tier area was given an impetus at a 
luncheon recently, when a committee to 
nominate officers consisting of M. C. 
Kirby, American National: Patrick A. 
Cicoria, John Hancock; Alfred B. Fritz 
and George Madison. Metropolitan: and 
Lyford Morris and William R. Wilson, 
CLU, both Prudential. 

shee ies life underwriters at the 
luncheon signified their intention of be- 
coming members of the new Association 
The meeting for election of officers and 
installation of the new association will 
be held early in November. 


JOHN D. BROCKWAY DEAD 
John D. Brockway, 55, engaged in the 
insurance business in Syracuse, N. Y., 
for many years, died recently. He was a 
supervisor for Onondaga County. Mr. 
3rockway was a representative of the 
Guardian Life. 


N. Y. Life Promotions 


(Continued from Page 18) 


agent. He later served as assistant man- 
ager, Washington office and then as 
Charleston manager. In 1950 he came 
to the home office as supervisor of basic 
training and in 1951, was made manager 
of basic training. 

Mr. Kimball, who has been manager 
of basic ae started with New York 
Life in 1952 as assistant manager of 
basic training. Previously, he was as- 
sociate director of the Life Insurance 
Marketing Institute, Purdue University. 
He began his life insurance career in 
1945 as an agent with another company. 

Mr. Herring, with Nylic since 1936, 
has been an advanced underwriting con- 
sultant. Formerly, he was in charge of 
the tax department of a New York trust 
company. He has specialized in taxes 
and business insurance and has devel- 
oped a number of practical selling meth- 
ods for the field force. Well known in 
the field, he has conducted many semi- 
hars for agents. 





John M. Reisert, assistant manager, 
Equitable Life (left), receives his cer- 
tificate of award for services rendered to 
the Life Underwriters’ Association of 
the City of New York, Inc., in the ca- 
pacity of branch president, Long Island, 
1953-54, from Association President 
Harry K. Gutmann, CLU. Mr. Gutmann 
also. presented Kermit L. Updegrove 
(right), agent, New York Life, with a 


September Life Purchases 
Set an All-Time Record 


September purchases of life insurance, 
amounting to $2,958,000,000 brought the 
aggregate for the first nine months of 
the year to $27,450,000,000, some 3% 
more than a year ago. This was the 
largest September total on record, 7% 
greater than a year ago. The September 
figure, reported by the life Insurance 
Agency Management Association, com- 
pared with $2,757,000,000 in September of 
last year, and $2,589,000,000 in Septem- 
ber, 1952. 

Purchases of Ordinary life insurance 
in September were $1,945,000,000, or 9% 
over September a year ago. This was 
the largest September total on record 
for Ordinary insurance. 

Industrial life insurance bought in 
September amounted to $535,000,000, an 
increase of 1% from the corresponding 
month last year and also the largest 
September total on record. 


* ak ASSOCIA, 
Ba ee 


certificate of appreciation from the Na- 
tional Association of the Life Under- 
writers upon his election as_ branch 
president, Long Island, 1954-55. 

Presentations were made at the open- 
ing meeting of the Long Island branch 
held recently in the Shadow Lawn Res- 
taurant, Hempstead, Long Island. 

Guest speaker of the afternoon was 
Charles J. O'Connell, assistant vice 
president, New York Life. 


New group life insurance amounted to 
$478,000,000 in September, an increase 
of 8% from September a year ago. 
These represent new groups set up and 
do not include additions under Group 
insurance contracts already in force. 

In the first nine months of the year, 
total life insurance purchases were $928,- 
000,000 more than in the first nine 
months of 1953. Ordinary life insurance 
bought accounted for $18,250,000,000, an 
increase of 5% over last year. Industrial 
life insurance purchases represented $4,- 
933,000,000 of this year’s nine-month to- 
tal, an increase of 1% from last year, 
while new Group life insurance amounted 
to $4,267, 000,000, practically the same fig 
ure as in the first nine months of last 
year. 

FLOYD H. SHORT DIES 

Floyd H. Short, 69, retired manager 
of the Boston office of the John Han- 
cock, died recently in a Natick hospital. 
He had made his home with Frank K. 
Hahn in Cochiuate. He is survived by 
several nieces and nephews. 





ALL LINES .... 


ALL BENEFITS .. . 


ALE RISKS. 1. ws 


M. O. Doolittle, President 





EMPIRE STATE... 


Equipped for Outstanding Brokerage Service 


WRITING 

- Life, Accident & Health, Hospital and Group. 
ALL POLICIES . . . . Preferred, Limited Pay, Endowment, Savings 
Plans, Retirement, Reducing Term for 
Mortgage, Juvenile. 

- Premium waiver, Double Indemnity, Family 
Income, Family Maintenance. 
- We will write substandard on ANY 
POLICY WE ISSUE. 
We have an excellent agency contract for Surplus Line Producers. For details, write: 

EMPIRE STATE MUTUAL LIFE INSURANCE co. 
Home Office: Jamestown, N. 


NEW YORK OFFICE: 60 EAST tind STREET 


P. E. Tumblety, First Vice President 








Agency Accountants to 
Nominate New Officers 


At a meeting of the Insurance Agency 
Accountants Association of New York 
City the nominating committee was 
directed to bring in a slate of officers 
for the coming year. The meeting was 

sided over bv Louis H. Hamel, U. S 
Aviation Underwriters, who is president. 

Members of the committee are: Lee 
M. Seff, chairman, Associated Trade 
Adjustors; William Rasmussen, Jr. 
Wright Agency, and Fred W. Maasen. 





“Thanks to the kind of training 
and guidance furnished by ourcom- 
pany, and Pacific Mutual's really 
- versatile coverages,” says Walter, 
“mable to provide the insurance 
service my clients want, and to 

- Sustain and enjoy the personal. 
standing that comes with a firmly 
established name in my community.” 
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LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 
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FBI SEMI-ANNUAL REPORT 
[he semi-annual report of the Federal 
ation of U. S. De- 


uniform crime 


Bureau of Investig 


partment of Justice (“the 
reports”) is out and as usual is a de 


cidedly interesting document. No indi 
vidual’s picture ts run in the report; no 
signed statements. At the top of the 


first page of the report there is the 
that J. Edgar 
FBI, but 


person’s in the 


simple statement Hoover 


is director of the neither his 


name nor any other 


Bureau is signed to any statement in 


the text matter. The only cuts used in 


the report are charts, such as_ those 


showing crime trend based on the esti 


mated number of major crimes; average 
number of police department employes; 
offenses cleared by arrests; persons 
offenses. 


3,721 


June 1, 


found guilty of 
Police 


161,356 on 


cities 
1954 
100 persons 


num 
Sixty 


employes in 
bered 
arrested 


1953 


seven out of every 
and formally charged by police in 
were convicted in court. The percentage 
ranged from 


89.4% for 


of persons found guilty 


44.2% for ma 


while 


nslaughter, to 


driving intoxicated 


In 1953 that 63 


pt lice 


city police reported 


employes on active duty were 


killed in performance of official police 
police em 
traffic 


while the 


acts. Those deaths include 


ployes killed by criminals, mis 


1aps and other causes police 


were in line of duty 
crime total 
half of 1954 


June of 


The country’s estimated 


was up 85% for the first 


as compared with January to 


the previous year, while the nation’s 


from the one June to the 
than 2% 
first six months 
13.2% and 


population 


next rose less Robberies 
jumped 20.4% 
of 1954 while 


larceny, 9% 


during the 


burglaries rose 


Estimated murder figures rose only 
0.9% and 
change at all 
1.2% and 


slaughter 


aggravated assaults showed no 


Rape offenses declined 
and negligent man 


2.3% and 3.9% 


auto theft 
were down 
respectively 

The estimated crime 


half of the 


total for the first 
1,136,140 Part | 


year was 


offenses, 88,850 more than the figure for 
the same period of 1953. 

average day in the first 
35 people in the United 
slain, 48 rapes 
felonious assaults 


During an 
half of 1954, 
States were feloniously 
occurred and 252 other 


were committed. Every day on _ the 


average during the first six months, 197 
robberies and 1,454 burglaries were com- 
mitted. This addition to 3,683 
larcenies and 608 car thefts daily 
totals. 


was in 
other 


according to estimated 


FARM RE 


reese 


-TY MORTGAGE LOANS 
one-fourth of the 


mortgage financing of this nation’s 


farmers is now with the life insurance 
companies. Such 
200,000 


time the life 


loans have been made 


farms. At the 
companies of 


to some present 
insurance 
this country have about $2 billion on 
farmers under 
is $125,000,000 
1954 and $180, 


in excess of a year 


loan to the country’s 


real estate mortgages. It 
more than at the 


QOO,000: more 


start of 
ago. 
The present farm mortgage invest- 
the life companies is more than 
half that outstand 
end of War II. The 

Life 
mort 
farmers by $1,225, 
1945. It 


eight 


ment of 
times 
World 


Institute of 


two and one 
ing at the 
life companies, says 


have increased their 
gage loans to U. S. 


(000,000 


Insurance, 


has 
that 
mechanization 


since the end of 


been during the past years 


the greatest degree of 


has taken place on farms, the value of 


all farm machinery having tripled and 


the average farm value having materially 
increased. 

In 1927 
U. S. was 20% of the 
of farm and buildings, 
the mortgage debt of the farmers is 
less than 9% of all land and buildings 
According to the 
than 


the farm mortgage debt in the 
value 


ager 


egate 


land while today 


most recent figures 


available, fewer one-third of the 
real estate mort- 


Institute 


country’s farmers have 


loans outstanding, the 


gage 


concludes. 


E. Ray Cory, insurance agent at 
Austin, Minn., has been re-elected presi- 
dent of the Minnesota Automobile As- 
sociation. 


Blank & Stolle» 
WILLIAM H. HEINEKE 
William H. Heineke, vice president of 
the Kemper Companies, was recently 
given home office recognition when he 
succeeded retiring Vice President James 
T. Haviland, as manager of the Compa- 
nies’ Eastern department. Previously 
Mr. Heineke had served (Since January, 
1947) as resident vice president in New 
York. He joined the Lumbermens Mu- 
tual Casualty in 1933, his prior connec- 
tion having been with Heineke & Co., 
Springfield, Ill., as treasurer. In his 22- 
year career with the Kemper Companies, 
Mr. Heineke has given full demonstra- 
tion of his ability along both production 
and administrative lines. Since May, 
1953, he has held the rank of vice presi- 
dent of all the companies in the group 
as well as being on the advisory board 
of James S. Kemper & Co. A graduate 
of University of Chicago, his affiliations 
include Wings Club of New York, 
Downtown Athletic Club of New York 
and New Jersey Golf Club, Hackensack, 


+ oe 


Dr. Paul M. Densen has been ap- 
pointed director of research and statis- 
tics of the Health Insurance Plan of 
Greater New York. He is a member of 
the Governing Council of the American 
Public Health Hearn tad Dr. Densen 
was former chief of the division of 
medical research statistics, Veterans Ad- 
ministration in Washington, D. C. He 
also served on the staff of the depart- 
ment of preventive medicine and public 
health of Vanderbilt University Medical 
School. Dr. Neva R. Deardorff, formerly 
director of research and _ statistics at 
H.1.P., will remain with the company in 
the capacity of general consultant. 

* * * 

Horace W. Brower, president, Occi- 
dental Life of California, has been ap- 
pointed to the Statewide Insurance Com- 
mittee of the California State Chi unber 
of Commerce, it was announced in Los 
Angeles recently. 

x * # 

A. R. Jaqua, CLU, director of the In- 
stitute of Insurance Marketing, SMU, 
will be honored at an appreciation ban- 
quet to be held in the Baker Hotel, 
Dallas, December 9, as this year’s re- 
cipient of the outstanding achievement 
award of the Texas Leaders Round 
Table, it has been announced. 

* * *x 

Frederick J. Cunningham, vice presi- 
dent and secretary’ since 1950 of the 
Sun Life Assurance Co. of Canada, is 
this year’s chairman of the Welfare 
Federation of Montreal. 


EAN PAUL LAURENT 
Laurent, well known 
Quebec lawyer and son of Premier St. 
Laurent of Canada, has been elected to 
the board of the National Life Assur- 
ance Co. of Canada. Jean Paul and 
his brother Renault are counsel in Can- 
ada for a number of American insurance 
companies. 


Jean Paul St. 


* * * 


Edward L. Kelley, formerly well known 
in international fire insurance and who 
is now living in Oklahoma, is visiting 
New York City with Mrs. Kelley. After 
being an officer of the Fire Association 
in Philadelphia Mr. Kelley went with 
the American Foreign Insurance Associ- 
ation in the Orient and later for some 
years was with the Great American Fire 
at its home office here. 

x * * 


William A. Waters, partner in Hall & 
Henshaw, New York insurance agency, 
has accepted the chairmanship of the 
fire and marine insurance committee of 
the New York Arthritis and Rheumatism 
Foundation’s $500,000 Development Fund 
Drive for 1954-55. In announcing the ac- 
ceptance, William M. Holmes, campaign 
chairman, said Mr. Waters would direct 
the fire and marine insurance division, 
of the finance and insurance i 
which has a goal of $60,000. The annual 
drive will start October 26. Funds will 
be used to establish and _— support 
arthritis clinics, research, rehabilitation 
and public and medical education. 


section, 


x S 


Frank Carideo, Cedar Rapids agency 
manager for Bankers Life of Iowa, was 
presented with a certificate of selection 
to the National Football Hall of Fame. 
Presentation was made at_ half-time 
ceremonies of the Notre Dame-Purdue 
football game recently at South Bend, 
Ind. Mr. Carideo was an All-American 
quarter-back at Notre Dame under the 
famous Knute Rockne in the early ‘30s. 


* * * 


Arthur Theiss, vice president of the 
Patriot Life of New York, was elected 
president of the Direct Mail Advertising 
Association at the annual convention at 
Hotel Statler, Boston last week. 


* Ba ok 


Charley E. Johns, acting Governor of 
Florida, may become president of a new 
Florida insurance company with head- 
quarters in Miami when he leaves the 
state house. Mr. Johns-has been in the 
insurance business at Starke for years. 
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Conway to Head High Court 


The Democrats at the convention 
which nominated Averell Harriman for 
Governor of New York also named AI- 
bert Conway to be Chief Judge of the 
Appeals to succeed Edmund H. 
Skaneateles, who is retiring 
because of age. As Judge Conway is 
also choice of the Republicans he will 
be the recipient of this new honor on 
election day. Albert Conway for some 
years has been an associate judge of 
the Court of Appeals. Before that he 
was on the New York Supreme Court 


Court of 


Lewis of 


bench and in being advanced to Court 


of Appeals he did not serve on the 

Appellate division—court just above the 
Supreme Court in this state. Few have 
won such a distinction. 

A brilliant young assistant district at- 
who helped prose- 
cute numerous gangsters, Albert Con- 
way won prominence early. “We had 
gangs when I was 


torney in Brox oklyn, 


the same type of 

the district attorney’s office so many 
years ago as they have today,” he once 
told the writer. Young Conway, 
popularity in Brooklyn extends from taxi 
drivers to bankers and judges, became 
chief consultant of John H. McCooey, 
a political boss of brooklyn who was 
so much impressed by the young law- 
yer that he recommended his name to 
Franklin Roosevelt for Insurance Super- 
intendent. 

During his tenure of office as Super- 
intendent the Wall Street panic hit the 
insurance business some resounding 
blows, with the result that a large num- 
ber of companies went into liquidation. 
During these dramatic days great press- 
ure, banking as well as political, was 
exerted on Superintendent Conway to 
the effect that the way be cleared for 
life insurance companies to buy common 
stocks and thus help the market which 
Was sagging fast. As far as the Super- 
intendent would consent to go was to 
ask life insurance company presidents 
what they thought of such a suggestion. 
Unanimously and emphatically they reg- 
istered their opposition and thus no 
more was heard of it. 

Mr. Conway left the Department to 
become a judge in Kings County, later 
being appointed a Supreme Court jus- 
tice. While on the Supreme Court he 
was sounded out as to whether he would 
accept the office of chief administrator 
of a new organization being formed by 
top executives of fire insurance compa- 
nies. He declined the proffered post be- 
cause of family reasons. Eventually, the 
post was taken by Paul L. Haid, who 
had been president of America Fore. 

Judge Conway has always maintained 
a personal interest in the affairs of the 
insurance brokers of New York and at 
the big annual dinner in Hotel Astor 


whose 


each year of the brokers he has been 
Olten the toastmaster. 














N. Y. Department’s Books on 


Examinations 


No publications by a State Insurance 


Department in recent years have had 


acceptance and been 
in greater than the volumes, 
“Examination of Insurance Companies,” 


such a_ favorable 


demand 


prepared under the direction of Deputy 
Superintendent Adelbert G. Straub, Jr., 
of the New York State Insurance De- 
partment. These volumes consist of a 
series of lectures delivered before the 
examiners of the New York State Insur- 
ance Department. Up to date four of 
the volumes have been published. 

Following the publication of Volumes 
1 and 2, requests for copies came not 
only from insurance companies, but also 
from insurance associations, medical and 
hospital service organizations, attorneys, 
accountants, actuaries, brokers, banks, 
libraries and state and Federal agencies. 
The publications have been selected as 
a basic text for several university 
courses. In fact, wherever there is in- 
terest in state insurance supervision 
there is widespread desire to have these 
volumes for reference. They are of spe- 
cial value to every Insurance Depart- 
ment in the nation. 

All of the lectures which have been 
given in explanation of examinations of 
insurance companies are by experts, 
and Deputy Straub is to be congratu- 
lated in persuading so many authorities 
to prepare these important lectures. 

Of the two volumes No. 3 deals with 
policy reserves, loss reserves, unearned 
premium, reserves for taxes and com- 
missions and dividends. Together with 
the discussion of assets contained in 
Volume 2 they round out the subject of 
the financial condition of insurance com- 
panies and the examination techniques 
related thereto. 

Volume 4 includes lectures on the 
methods and purposes of uniform ac- 
counting in fire and casualty lines, spe- 
cial procedures involved in examining 
the insurance activities of fraternals, 
savings banks and medical service or- 
ganizations; the operations of the com- 
mittee on valuation of securities of the 
National Association of Insurance Com- 
missioners, and many other topics. 

The volume also contains two timely 
lectures on recent developments in the 
mechanization of accounting and com- 
puting in insurance companies. 

Throughout, the objective of all four 
volumes has been provision for a basic 
core of fundamental principles and his- 
torical background, and in addition, a 
description of practices and trends. 

Volume No. 3 has an introduction on 
examination of reserves and _ liabilities 
written by sali E. Dineen, former 
Superintendent of New York State In- 
surance Department and now vice presi- 
dent of Northwestern Mutual Life. 

Commenting on the pivotal question in 
evaluation of the financial condition of 
an insurance company—‘“Are the Re- 
serves adequate?” Dineen says: 


“In a sense, the answer to this ques- 
tion is one of the major objectives of 
the examination procedure. If reserves 
are inadequate, the financial condition 
of the company may be impaired, and 
the interests of thousands of policyhold- 
ers and stockholders placed in jeopardy. 
If reserves are excessive, rates may be 
unduly high in terms of actual loss ex- 
perience. Moreover, stockholders and 
participating policyholders may not be 
receiving their proper share of divi- 
dends. The examination of reserves also 
entails an investigation of claims settle- 
ments and the treatment of policy- 
holders. Nowhere in the insurance busi- 
ness is the principle of protecting the 
public interest more evident than in 
these phases of supervision. 

“The strength of the insurance busi- 
ness in America today lies in the gen- 
eral acceptance of the adequacy of in- 
surance reserves and the soundness of 
the investments and assets which back 
them up. The public may not know how 
these reserves are calculated or, in fact, 
what they represent. The public, how- 
ever, is confident that money is available 
to pay claims, a confidence based on 
its awareness that a combination of 
responsible management and competent 
and understanding state supervision 
serves to protect its interests. 

“The chapters in ‘Examination of In 
surance Companies’ are written by 
recognized technicians in their respec- 
tive fields who have been drawn from 
both the insurance business and_ the 
regulatory fraternity. Thus, the prob- 
lems are viewed from two perspectives 
the company’s treatment of reserves and 
the Insurance Department’s examination 
techniques with respect to such reserves. 
While much has been written on the 
subject, its comprehensive treatment in 
this volume is unique in the literature 
of insurance.” 


aK * * 
Gold Medal to British Educator 
Dr. C. E. Golding 


At the annual conference of Char- 
tered Insurance Institute held in Bour 
nemouth, England—the 53rd conference, 
by the way—a gold medal was presented 
to the chairman of the tuition commit 
tee of the Institute, Dr. Cecil Edward 
Golding, for his outstanding services to 
this educational organization. During 
the course of his presidential address to 
the Institute, Charles F. Trustam (chief 
officer of Royal-Liverpool Insurance 
Group), said: 

‘There is one traditional way in which 
a learned society acclaims an illustrious 
member; that is by the presentation of 
a = medal. For more than 30 years 
Dr. Golding was a member of the ex 
aminers committee and for many years 
he served as chairman of that commit- 
tee, and more recently as chairman of 
the tuition committee. During his year 
of office as president of the Institute he 
added lustre to its name. The Institute 
had been Dr. Golding’s dominating pas- 
sion and hobby. It was his work behind 
the scenes that really summed up what 
members were really thinking about and 
he had never been called upon in vain. 
He was always willing to give a lecture, 
to give friendly advice, and the benefit 
of his knowledge and experience. He 
was always very keenly aware of the 
meaning of the democratic system of 
government. Many people had learned 
from Dr. Golding’s conduct in council 
and committee what democratic conduct 
meant, and no one had done as much as 
Dr. Golding in building up on a sound 
foundation the great edifice known as 
the Chartered Insurance Institute.” 

Among those at the dinner was Pro- 
fessor Ralph H. Blanchard, chief pro- 
fessor of insurance at Columbia Univer- 
sity, a director of Insurance Society of 
New York and author of numerous 
books. He has long been an admirer 
of Dr. Golding. 

“T can assure you that those in the 
United States who are familiar with 
the work of the Institute look up to it 
as a tremendous accomplishment,” he 
said. “Not only am TIT happy in having 
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the opportunity of being here with you 
but my greatest happiness perhaps 
comes from the fact that I can meet 
you at the same time that this unprece- 
dented honor richly has been bestowed 
on my old friend, Dr. Golding.” 

Among those at the dinner was the 
chairman cf Lloyd’s. This led Dr. 
Blanchard to say facetiously: 

“I am also reminded by the presence 
of the chairman of Lloyd’s that I have 
considerable verge in explaining to 
my classes at Columbia just what 
Lloyd’s is. I try to explain that at 
Lloyd’s there is written a great volume 
of respectable insurance, but most of 
them are convinced that insurance there 
is almost entirely anatomical.” 


* * * 


Used Car Legal Suits 


Commerce Clearing House has given 


considerable publicity to a decision of 
\ppeals holding 
liable 


caused if he fails to inspect 


the Kentucky Court of 
in effect that a used car dealer 
for injuries 
an auto he sells and if a mechanical 
defect that he could have discovered by 
a reasonably careful inspection causes 
been pre- 


sented in the case that the car sold had 


an accident. Evidence had 


grease on the brake drum of a rear 


wheel. In a_ skid, the car injured a 


pedestrian. Two mechanics testified that 


grease on a brake drum will make the 


brakes sometimes cause the car to skid 
In its opinion, the court said: “The 


used car dealer is in a better position, 


by reason of his opportunity, than his 
average customer, to discover that de 
fects might exist in any particular car 


to make it a menace to the public 


“We are of the opinion it is not too 
harsh a rule to require these dealers to 
use reasonable care in inspecting used 
cars before resale to discover these de 
fects which the customer often cannot 
discover until too late.” 

A majority of previous 
out, have held that a 


rulings, the 


court pointed 


dealer who undertakes to recondition 


used cars before resale owes !t to the 


public to use reasonable care to discover 
defects, and either to repair them or to 
warn the buyer of the defects 

Most states have been reluctant t 
extend liability to the case of the dealer 
who makes no representations as to the 
condition of the auto he sells, Commerce 
Clearing House commented 
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NYFIRO Challenges 
Allstate’s Fire Kates 


HOLDS RATES ARE INADEQUATE 


Rating Organization Asks Hearing to 
Present Charges Rates Give Allstate 
Undue and Unlawful Advantages 
York Fire Insurance Kat- 
ing Organization in a letter to a 
tendent of Insurance Alfred J. Bohlinger 
challenges the legality and adequacy of 
proposed fire insurance rates on dwell- 
ings recently filed with the New York 
Insurance Department by the Allstate 
insurance Company. 
Only a month ago, 
rates on dwellings were 
reduced by member companies of the 
NYFIRO. Allstate is a newcomer in the 
hre insurance business in New York. 
What it proposes to do, it is charged 
by NYFIRO, not only violates the In- 
surance Law of New York State but 
threatens to undermine the soundness 
»-regulated rate structure that 
is estnccecti to maintain company sol- 
and stability in the interest of the 
public. Allstate rates for dwell- 
embraces rate reductions in 
about 35% and term 


The New 


it is pointed out, 
substantially 


I a Sta 


vency 
whole 
ing classes 
annual rates of 
rates of 0%. 
Rate Hearing Requested 

‘as an aggrieved party” is 
NYFIRO, as well as with- 
of Insurance De 


\ hearing 
requested by 
holding or deferment 
partment approval ot the proposed All 
rates pending final outcome of 
NYE 1RO letter to 

signed by Sum 
manager, attacks 
several grounds: 


State 
hearing. The 
perintendent Bohlinge 
ner Stanley, general 

Allstate filings on 
1. They were 
perience in the dwelling house 
support them. “Allstate did not 
lish the adequacy of the rates filed by it 
nor can adequacy be established.” 


2. They 


the 


made without any ex- 
field to 


estab- 


“provide rates which are in- 
adequate, unreasonable and unfairly dis- 
criminatory and in violation of Sections 
183 and 184 of the Insurance Law.” 

3. If NYFIRO filed rates on the same 
basis the result would be “an underder 
writing loss and rates in 
violation of the 

a. They were made for the 
giving Allstate “undue and wu 
vantage over fire insurance companies 
generally transacting similar business in 
this state and in violation of their ri 
protection of the rating 


Hold Rates Confiscatory 
tion of All 


constitutional 
subscribers of the 
filings provide for 
nd deprive members and 
of equal protection 
Secti 


connhscatory 
rating laws.” 

purpose ol 
lawtul ad 


right 


"- ” 
iaW>. 


‘The ac state is in viola 
rights of the 
NYFIRO 
conhsca 
sub 
tf the laws.” 
183, 184 and 


tion of the 


members and 








scriber 
It is psig that 
186 are violated. 
The letter also poi 
intendent Bohlinger 
Department aproval the 
dwelling 
members and subscribers ef 
13, 1954. The letter 


ons 


out to Super 
with Insurance 
NYFIRO filed 


house be- 





new lower rates on 
half of its 
fective September 
dds: 

‘At request of the 


Insurance Depart 


ment the NYFIRO recently reviewed the 
filed rates for the dwelling classes gen- 
erally. As a result of that review it 
recently filed, effective Se] ptember 13, 
1954, a modification downw: nd of dwell- 
ing class rates. These filings were with 
the consent and approval of the Insur 
ance Department. These filings produce 
a rate level which is reasonable, not ex- 
cessive and which will yield only a 
reasonable underwriting profit as_pro- 
4 


ided for by law. 





CPCU Designations 
Presented in N. Y. City 


LOCAL CHAPTER IS HOST 
Over 30 Men aia Weinnn in This Area 
Received Diplomas in 1954; Chad- 
wick Presides; Loman a Speaker 


The New York Chapter of the Society 
of Chartered P rope rty and Casualty Un- 
derwriters held a large luncheon meeting 





in the grand ballroom of the Hotel Plaz:z 
in New York on October 14 which fea- 
tured presentation of diplomas and ad 


DONALD H. CHADWICK 


ministering of the CPCU charge to a 
sizable number of insurance men, and 
one man, who had successfully ful- 
filled Seis requirements this year. 
Nearly 300 persons attended this for- 
mal affair, including members of the 
society, insurance buyers, — brokers, 
agents, company representatives and of- 
ficials of insurance service organizations, 
ll interested in the development of 


Don- 


business. 


30) 


education in the 


(Continued on Page 
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“Hazel” Wind Claims May 
Top “Carol” in Number 


National Board of Fire Under- 
expects that ‘more windstorm 
with unknown total cost, will re- 
sult from hurricane “Hazel” than from 
“Carol,” which struck late in August. 
However, except for small areas in New 
York, the damage from “Hazel” is ex- 
tensive in New Jersey, Pennsylvania, 
Delaware, Maryland, District of Colum- 
bia, Virginia, West Virginia, North and 
South Carolina, states which generally 


The 
writers 
claims, 


escaped the worst of the previous 
storms. Insurance costs from “Carol” 
have been estimated at over $60,000,000. 

The National Board states, in fixing 
Catastrophe Serial No. 56 to “Hazel’s” 
devastation, that because of the wide- 
spread area involved it is not contem- 


plated at present that supervisory offices 
will. be established. Loss committees of 
field clubs in the areas affected are 
functioning under the National Board 
catastrophe plan. It is pointed out that 
the standard fire policy and extended 
coverage does not provide insurance 
against loss of trees or shrubbery, and 
such losses have been extensive in the 
wake of the hurricane last Friday. 


Home Chiat Wcssianp to 
Speed “Hazel” Adjustments 


Kenneth FE. Black, president of the 
Home Insurance Co., ew York, an- 
nounced to over 200 company field rep- 
resentatives and adjusters gathered in 


conference at 
meeting will 


an educational and_ sales 
Asheville, N. C., that the 
close ahead of schedule to permit its 
staff to properly proceed to the various 
disaster areas caused by hurricane 
“Hazel. 

Key officials have proceeded promptly 
to points in both the Eastern and 
Southern states and in Canada to organ- 
ize special adjusting staffs to supple- 
ment those already established who will 
do everything to expedite the processing 
of claims of the Home’s iii pias 


Smith March of Dimes Chm. 


Harold V. Smith, chairman of the 
board of the Home Insurance Co., has 
been appointed New York State chair- 


man of the 1955 March of Dimes. Basil 
O’Connor, president of the National 
Foundation for Infantile Paralysis, said 


Mr. Smith will lead “what might prove 
to be one of the most crucial drives in 
polio history.” Mr. Smith, a trustee of 
the National Foundation, previously 
served as chairman of the Greater New 


York March of Dimes. 





New York Pond of 
Blue Goose Meets 


PICKETT CONVENTION REPORT 
Most Loyal Gander ieicuies Presides; 
Roberts Speaks on Famous Prophe- 
cies of Nostradamus in 1568 





New York City Pond of Blue Coose 
na off to a good start for the 1954-55 

-ason with a dinner-meeting Oct: ber 
13 at the Drug & Chemical Club in 
New York. Thomas P. Finegan, Cor- 
roon & Reynolds, presided as most loyal 
gander. Elected in June to head the 





a 


Matar Studio 


THOMAS P. FINEGAN 


pond Mr. Finegan has associated with 
him as officers the following: 

John J. McAndrews, supervisor of the 
flock ; A. Wesley Barthelmes, custodian 


of the goslings; Wayne T. Ash, guardian 


of pond; W. M. Whitesell, Jr., keeper 
of golden goose egg; Lester C. Lock- 
wood, Jr., wielder of goose quill. Floyd 
C. Pickett, Home Insurance Co., who 
retired in June as head of the pond, 
received his past most loyal gander’s 
pin and scroll at the dinner. 
Roberts Speaker 
Outside speaker of the evening was 
Henry C. Roberts, who edited and in- 


Prophecies of 
predictions in 


“Complete 
whose 


terpreted the 
Nostradamus,” 


Europe in the middle of the sixteenth 
century of things to come have often 


turned out to be accurate. Mr. Roberts 
stated Nostradamus had predicted pos- 
sible atomic warfare and chance of war 
with Russia. 

Harvie D. Manss, 
loyal gander of the 
empire State Pond at 
was present and spoke 
C. Mehorter, Samuel Mehorter, 
past most loyal grand gander of Blue 
Goose, was admitted to membership in 
the New York Pond. The dinner started 
early with the meeting over by 9:30 
p-m., so commuters could get home at 
a reasonable hour. 

One of the highlights of the evening 
was presentation of a report by Mr. 
Pickett on the 47th grand nest conven- 
tion at San Francisco in August, where 
representatives from all ponds in the 
United States and Canada were in at- 
tendance. Most Loyal Grand Gander 
John Henry Martin presided. In_ his 
report Mr. Pickett stated in part: 


Pickett Report on Grand Nest 
eeting 


Hartford Fire, most 

newly established 

Syracuse, N. 
briefly. Robert 


son of 


“The grand wielder reported an all- 
time high membership of 13,294 as of 


June 30, 1954, a net gain of 815. We 
were happy to hear New York City 
Pond along with Garden State Pond 


was among the highest in new members 
gained. However, Garden State hit the 
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The Commercial Union Assurance Co., Ltd., founded in London in 
1861, constitutes, with its affiliated companies some of which date far back 
in the early history of insurance, one of the outstanding insurance organi- 
zations in the international field. 

Nine of the companies operate in the United States under the name of 
the Commercial Union-Ocean Group. These are the parent Commercial 
Union Assurance Co., Ltd., Ocean Accident and Guarantee Corp., Ltd., 
Union Assurance Society, Ltd., Palatine Insurance Co., Ltd., British General 
Insurance Co., Ltd., each of England; American Central Insurance Co., St. 
Louis; California Insurance Co., San Francisco; Commercial Union Fire 
Insurance Co., New York, and Columbia Casualty Co., New York. Canadian 
companies which are part of the world-wide fleet are Canada Accident and 
Fire of Montreal and North West First Insurance Society, Ltd., Winnipeg. 

The consolidated balance sheet of the world-wide Commercial Union 
fleet’s insurance operation showed on December 31, 1953 assets of £145,261,- 
951. For the first time in its history the consolidated group had in its world- 
wide operations in 1953 a net premium income in fire, accident and marine 
departments exceeding £50,000,000. 

Chairman of the board of directors of the international organization is 
Lt. Col. John Leslie, D.S.O., M.C., D.L. The general manager is Sir John 
Makins, well known in the United States and a summary of whose career 
is printed elsewhere in this series of articles. Among the distinguished figures 
on the board of directors is Marshal of the Royal Air Force, the Right 
Honorable Viscount Portal. 

The general attorney of all the activities of the Commercial Union- 
Ocean Group in the United States is Harry W. Miller, who since 1947 has 
been United States manager, president or vice president, of the fire compa- 
nies in the Group. The title of General United States Attorney of the Group 
was given to him last year, and at the same time he retained his titles of 
office in the fire companies. Laurence S. Jones is United States manager of 
the Ocean Accident and Guarantee Corp., Ltd., and is president of the 
Columbia Casualty Co. 

O. C. Gleiser is deputy U. S. manager of the Group and the assistant 
U. S. managers are D. W. Florence, A. F. Greer, T. B. Kelley, D. W. 
Murphy and B. K. Snyder. 


Commercial Union Operating in U. S. Since 1871 


buildings of the early settlement days 
the company began to insure buildings 
against fire. It joined the Commercial 
Union - Ocean Group in 1913. 

The Palatine Insurance Co., Ltd., takes 
its name from a protection which pre- 


The Commercial Union Assurance Co., 
Lid. received its license to operate in 
this country in January, 1871. The Com- 
mercial Union-QOcean Group has an 
agency force in the United States which 
approximates 15,000. The original license 


of Commercial Union in this country ceded insurance indemnification. In the 
authorized the writing of fire and ma- Middle Ages the individual looked to 
rine. The fire insurance operations in his ruler for the protection of his 
U.S.A. began at once, marine opera- property under what was called a “Pala- 
ions not starting until 1877. Licenses tinate” form of government. The name 
ere soon obtained to operate in other thus became associated with the idea of 
states and before long the company strength for protection and was adopted 
Was transacting fire and allied lines by the founders to signify this quality 
theoughout the nation. As the years have for their company. The original com- 


pany was founded in Manchester, Eng- 
land, in 1886 and joined the Commercial 
Union - Ocean Group in 1900. 

Union Assurance Society, Ltd:, is one 
of the oldest of the British companies 
as it was founded in 1714. It had been 
in operation 167 years at the time it en- 
tered the United States in 1881. It has 


by and the organization has ex- 
panded and its prestige increased other 
companies became affiliates of the United 
States branch of the Commercial Union- 
Ocean Group. Some facts about these 
company affiliates follow: 


gone 





: California, Palatine, Union, British Gen- 
e€ eral, Commercial Union of New York 


y been a member of the Commercial 
d The California Insurance Co. was or-  Union- Ocean Group since 1907. 

( et : “ - : gba ee! re Sea “* pté nt 
a ganized in San Francisco in 1864, limit- The British General Insurance 20.5 
e ing itself at the beginning to the writ- Ltd. one of the youngest English 


companies, was founded in 1904. British 
General entered the United States in 


As more brick 
old wooden 


Ing of marine insurance. 


construction the 


replaced 








Long An Outstanding Organization In 


By CLARENCE AXxMAN 


1920 and joined Commercial Union- 
Ocean Group in 1926. 

The Commercial Union Fire Insurance 
Co. of New York is the American name- 
sake of its parent company. It was or- 
ganized in New York State in 1890 and 
so has been a member of the Commer- 
cial Union - Ocean Group since its ori- 
gin. Now, well past the half-century 
mark, it is a well established and highly 
regarded fire company in the insurance 
world. 

At the end of 1953 the of all 
the companies of the United States 
branch of Commercial Union - Ocean 
Group totaled $57,811,375, of which $32,- 
950,788 were in the fire division. The 
increase over 1952 of total net premiums 
for all companies was $3,570,521. 


assets 


Former U. S. Managers 
The predecessors of Harry W. Miller 
as United States managers, with dates 
of their appointments follow: 


Alfred Pell, November, 1877. 
Charles Sewall made joint manager 
with Mr. Pell, November, 1885. Mr. 


Sewall made sole United States man- 
ager in May, 1889. 


Col. A. H. Wray, appointed 1899. 
Whitney Palache, appointed in March, 
1920. 


Fred W. WKoeckert appointed in Jan- 
uary, 1927. In January, 1948, Mr. 
Koeckert became chairman of the board 
and general attorney. Two years later 
Mr. Koeckert retired as chairman of 
the board and general attorney and 
Was appointed a director. 

Mr. Miller’s appointment as manager 
was in January, 1948. In April, 1953, he 
was appointed general attorney for Com- 
mercial Union-Ocean Group, also retain- 
ing the title of U. S. manager of Com- 
mercial Union. 

Soon Appoints U. S. Board and Elects 
Officers 


For a short period after the Commer- 
cial Union entered the United States the 
company’s business here was _ handled 
through a managing agency — Alliger 
Bros. which arrangement was terminated 
when the first company office with its 
own board of directors and salaried offi- 
cers was established. 

In 1876 a Pacific Coast branch office 
was inaugurated in San Francisco under 
the management of John Rae Hamil- 
ton. Originally assigned to this branch 
were California, Nevada, Utah, Arizona, 
Oregon and the then territory of Wash- 
ington. This branch was later expanded 
to include Idaho, New Mexico, Wyoming, 
Montana, Colorado and the territorial 
possessions of Alaska and the Hawaiian 
Islands. 

As the development of the United 
States operations continued another of- 
fice was opened in Chicago covering the 
Mid-West states. Much later an office 
was established in Atlanta covering the 
Southern states area. 

The business depression which started 
in October, 1929, and lasted three years, 
was one of the most difficult periods 
ever experienced by fire insurance com- 
panies. Market values of securities fell 
off generally, and companies able to 


(CCoMMERCIAL Unton-Ocean Group 


The International Insurance Field 


show a gain in their underwriting and 
investments were in the minority. De- 
spite difficulties of these years Commer 
cial Union in that period was able to 
set aside a voluntary special safety 
serve of nearly $2,000,000, and still show 
a very 


large policyholders’ surplus 
Early Members of Factory 
Association 

The Commercial Union Assurance Co 
Limited and affiliated fire insurance 
companies were among the earliest mem- 
bers of the Factory Insurance Associa- 
tion through which, since its inception, 


re- 


Insurance 


most of the large industrial risks have 
been insured against fire and allied 
lines. The FIA, a nationwide insurance 


service organization whose purpose is 
the spreading of the risk potential of 
large industrial fire losses, is composed 
of 103 of the leading capital stock fire 
insurance companies in the United 
States. In practice, the total amount 
of insurance written on large individual 
risks is shared on an apportioned basis 


among participating companies from the 
FIA membership, thus spreading the 
burden of the risk. 

For many years, since the early mem- 
bership of the Commercial Union Assur- 
ance and its fire affiliates, these compa- 
nies have had a substantial share in 
many of the largest fire losses suffered 
by the prominent industries of our coun- 
try under policies written by the Fac- 
tory Insurance Association. A recent 


risk in which the Commercial Union 
organization had a considerable share of 
the insurance written through the FIA. 
is the General Motors Corporation which 
suffered, at its Lavonia, Michigan plant, 
the largest single industrial fire loss yet 
recorded in the United States i 

The San Francisco conflagration of 
1906 caused losses of such magnitude 
that many fire insurance companies 
could not survive. One of those making 
Prompt settlement was Commercial 
Union, which paid a loss of more than 
$4,000,000. 


Paid More Than $1,000,000 on Brink’s 
Armored Car Concern Robbery 


\n unusually large individual loss of 
Commercial Union Assurance Co. under 
a policy of one insured and which was 
speedily settled was the robbery at 165 
Prince Street, Boston, at premises of an 
armored mcern known Brink’s, 
Inc., when seven men overpowered five 
employes of Brink’s who 
in the so-called money ro 
sorting and 
the next day’s runs 

Sequence of what 


Car Cc 


as 
were work 
mm where they 
currency for 


were checks 


1 1 ¥ 
happened tnereatter 





is now printed by The Eastern Under- 
writer, details of the loss not having 
been printed heretofore. The stolen 


currency for the most part was made up 
of funds of several large New England 
industries. These claims could be dealt 
with immediately. As far as the approx 
imately 130 other claimants were con- 
cerned, those took a little bit longer to 
deal with as it was necessary work 
uv detailed proofs of loss. Claims of this 
character were handled on the day they 
(Continued on Page 26) 
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Career of Sir 


John Makins 


World General Manager of Commercial Union Was Assistant 
U. S. Manager for Four Years; Has Held Many 


Positions of Distinction 


Sir John Makins, world general man- 
Commercial Union, has spent his 
entire career with Commercial 
Union Group. His grasp of international 
insur affairs is unusually broad 
has included being as- 
States manager of the 
and two years in 
Group. In World 
for four years, 

Royal Field 


ager of 
business 
ance as 
experience 
int United 
Group for four 
the Orient for the 
vhere he served 
captain in the 


his 
sist 


years 


he was 
Artillery 
Sir John is oldest 
Alfred Wi Mi um Bayley 
educated at St. Paul’s 
Kensington, and abroad. He was created 
knight in 1950 His early experience 
with Commercial Union was in Germany 
nd France for ‘the peri nd of 1910-1918 


the late 
Makins, and was 


School, West 


son of 


Next, he was assigned to the foreign 
fire department at the head office, Lon- 
don, from 1919 to 1924. In 1925 he was 
made manager in Japan and in 1926 be- 
ime assistant manager in China. In 1927 





as assistant United 
York where he 


$ appointment 
manager at New 





served unt til 1931, when he was appointed 
fire manager at the London office. In 
1935 he was elevated to manager at 
Lond 


Often Honored by Insurance Industry 





Sir John was elected president of In- 
surance Institute of London in 1944, 
being in that post for a year He served 
two terms as chairman of the a 

1 > Association 1947-1 1949. In 195 

elected president of the Anes 


Fund 





-hairman of British 


1S ( 








Aviation Insurance Co., Ltd., and of 
Trade Indemnity Co., Ltd. He is a 
director of British & Eur pean Insur- 
: , Ltd, B ritish General Insurance 

lent & Guarantee 

rance Asso 





Assurance 
the Oriental, 








American Central 





R. P. 


From Painting by Maurice Codner, 


SIR JOHN MAKINS 


The above portrait of Sir John Makins, 
general manager of Commercial Union 
Assurance Co., Limited, hangs in the 
director’s room of the company’s’ head 
office in London. The painting was or- 
dered by the directors to mark Sir John’s 
tenure as general manager, as the long- 
est in the company’s history. 


City Livery and The Pilgrims. Lady 
Makins was Barbara Lilia, daughter of 
the late Charles Copland, and Sir John 
and Lady Makins have a son and a 


laughter 


Insurance Co. 


Of St. Louis More Than Century Old 





The American Central Insurance Co., 
vhich became member of the Com 
mercial Union Group in 1916, celebrated 
its ry anniversary last year. 
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An Insurance Tragedy of 1849 


yuiS tragedy occurred in 


sreat St. Li , 
shipping and 
1 
1 






was destroy 
by a fire, fi by dynamite 
explosions steamboats 





destroyed in 


and as man 





the fire. All the river craft was unin 
sured. Only half the values were cov- 
ered. The total loss in the conflagra- 
tion was $6,000,000, a large part in car- 
goes. It was a stunning loss to the 
business community. 

St. Louis fire insurance companies 


were unfortunate as their risks had been 


concentrated in the St. Louis business 
district. All St. Louis fire insurance 
companies, except one that insured car- 
goes but not hulls, lost their entire 
capital and assets and could not pay 
claims in full. Another angle was the 
restricted number of insur: ance agents. 


Many of the Eastern companies stopped 
writing there, numerous agency offices 
closing their But discovery of 
gold in California started St. Louis on 
a business boom, crippled only by the 
need for insurance protection. It was a 
normal demand of an expanding econ- 
omy for insurance, plus an abnormal de 
mand that always follows conflagrations 


doors. 


First President of American Central 
Was Mayor and Congressman 


At least seven new companies were 
organized to try and fill the additional 
community needs for protection, but all 
but two passed out of the picture in 
later years. Today the only one of those 
seven compames remaining is American 
Central. 


American Central was incorporated 
(Continued on Page 26) 








Career Of Harry W. Miller 


General U. S. Attorney of Commercial Union-Ocean Group 
Has Traveled Widely Visiting Agencies 


Harry W. Miller, general United States 
attorney of the Commercial Union-Ocean 


Group and its chief official for the 
United States, has been with that or- 
ganization ever since he _ started his 


career. Over the years he has traveled 
extensively, visiting agencies of the com- 
pany in all the country. 


of the agencies began representing Com- 


parts of Some 


Union before he entered 


its employ. It is 


mercial long 
doubtful if 


fire 


any other 
executive 


miles 


insurance 
many 


chief American 
has covered 
as he has during those visits to the 
field. It has not only given him a tre- 
mendous personal acquaintance with the 
Commercial Union agents, but has also 
made it possible for him to become per- 


of his rank 


sO 


onally familiar with insurance conditions 
and the economy of cities and towns in 
every state of the union. 


3orn in Richmond, Va., Harry Miller 
spent his boyhood largely in areas where 
there were Naval installations. This was 
because his father, an Ordnz ince expert 
for the Navy whose work was principally 
with torpedoes, was assigned over the 
years to a number of Navy yards. Most 
of the time, however, young Miller lived 
in Was shington, D. C., where he attended 


public schools 


Joined Commercial Union-Ocean Group 
in 1914 

His association with Commercial Union- 
Ocean Group, which began in 1914 as a 
junior clerk, had its origin in his friend- 
ship for a son of the United States mana- 
ger at the time, Colonel A. H. Wray, 
Miller and young Wray had become 
friends while playing ball. During World 
War I Mr. Miller served in the European 
theatre. Upon his return to this country 
he was appointed Commercial Union spe- 
cial agent at Syracuse, N. Y. in 1919 
His territory was northern New York 
State, including Ogdensburg, Malone 
(near the Canadian border), Saranac- 
Lake and Plattsburg, where the first 
— training camp was held in World 
War I. The territory also embraced the 
hora Valley cities. Among the special 
agents who were traveling the field at 
the time were some who later became 
outstanding in the fire insurance field. 
They included James F. Crafts, then 
special agent of the Queen, and now 
chief officer of the Fireman’s Fund 
Group; Frank A. Christensen, then a 
special agent of Automobile Insurance 
Co. of Hartford, and now president of 
the four companies which comprise the 
America Fore; Colonel Frank D. Layton, 
now chairman of National Fire of Hart- 
ford; Albert L. Ross, recently elected 
president of United States Fire, North 
River and Westchester. There were 
many others. Two of Mr. Miller's best 
friends are now among the principal Old 
Guard members of the New York State 
field fraternity—W. T. Bessert of the 
Great American Group, and W. D. Wil- 
son of the Continental Fire. Another 
associate in the field was J. M. 
Carouthers, Phoenix of Hartford. 


cl se 


Not Easy to Travel Territory Then 


A number of cities in Mr. Miller’s 
territory even then had a large industrial 
activity, although it was before the days 
of the huge General Electric plants at 
Schenectady. At the time Syracuse was 
making automobiles, auto and 
typewriters; Utica was a large textile 
city; Troy manufactured collars and 
shirts; Rome has a large air base. Get- 
ting from one town in the territory to 
another was not always easy as pass- 
enger travel by air plane had not become 
popular. This transportation problem was 
Saige acute in the towns close to 
the Canadian border where in wintertime 
the journeys of the field man sometimes 
had to be undertaken on sleighs. But 


gears 








Fabian Bachrach 


HARRY W. MILLER 


all of these difficulties were good- 
naturedly met by the field men who 
had an esprit which made the work an 
enjoyable and memorable experience, Mr. 
Miller says. Some of the best agencies 
of the company were in the Miller terri- 
tory and the confidence agents had in 
Mr. Miller was in part responsible for 
the high regard in which he was held 
by the head office. 

Mr. Miller was president of the Syra- 
cuse Field Club. 

The general opinion among fire insur- 
ance executives at the time was _ that 
this field club constituted one of the 
finest corps of special agents any state 
has had and corresponded in prestige 
with the field men who had headquarters 
in Atlanta half a century ago, one of 
whom was Archibald G. Mcllwaine who 
later was to become United States man- 
ager of London & Lancashire and presi- 
dent of the Orient. While in the field 
Mr. Miller became Most Loyal Gander 
of The Blue Goose of New York State. 
The Blue Goose, largest social organiza- 
tion in fire insurance, has members living 
in all the states and Canada. 


In 1935 Mr. Miller was recalled to 
the New York office with the title of 
secretary, his initial duties being largely 


in connection with automobile insurance. 
Three years later he was promoted to 
assistant United States manager, the 
United States manager then being Fred 
W. Koeckert. On January 1, 1948, Mr. 
Miller was appointed United States man- 


ager, president and vice president of the 
Group’s fire companies. On May 1953, 
he was made the chief official for the 


United States of the Commercial Union- 
Ocean Group of companies with the title 
of general United States attorney. 


Posts of Prominence in the Industry 


Mr. Miller has held many posts of 
prominence in the industry, of an execu- 
tive nature as well as on ee He 


is chairman of the board of Factory In 
surance Association. Recently, he was 
elected chairman of the executive com- 
mittee and a member of the committee 


of laws of the National Board of Fire 
Underwriters. He was chairman of the 
committee on fire prevention and engi- 


neering standards of the National Board. 
He is president of Eastern Underwriters 
Association. He is a director of Stock 
Company Association, General Adjust 


ment Bureau, Inc., Underwriters Salvage 
Co., Inc., of New York and Chicago, 
National Board of Fire Underwriters 


Suilding Corp. and Western Adjustment 
and Inspection Co. 
(Continued on 


Page 30) 
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Many Agencies Long Have Represented 


Commercial Union-Ocean Group 


A number of agencies in this country of Commercial Union-Ocean 


Group have 
agencies follox 
the Commercial Union 
Underwriter : 


Nelson & Ward Co. 


Nelson & Ward Co., Jersey City, has 
represented the Commercial Union con- 
tinuously for 83 years, getting its ap- 
pointment on May 1, 1871. Harry B. 
Nelson of the agency told The Eastern 
Underwriter that he has _ personally 
known all of the United States mana- 
gers from the time of Whitney Palache 
and he had a high regard for all of 


Sit’ 4s interesting to note that we 
started writing our first automobile fire 
and theft insurance in the Commercial 
Union in April, 1907,” he said. “The 
department was then being supervised 
by William Ballard, secretary of the 
Commercial Union who was a brother 
of Sumner Ballard, secretary of National 
Board of Fire Underwriters, famous 
manager of reinsurance companies, and 
for many years insurance editor of the 
New York —— of Commerce. 

“During the late 1890’s we engaged in 
annual baseball games between Commer- 
cial Union and our office. From 1900 to 
1939 we had also annual inter-office 
bowling matches with silver cups pre- 
sented to the winners. 

“In brief, the cordial relationship 
which exists between our office and the 
Commercial Union is far greater than 
that of company and agency, and it is 
my desire and that of all of my associ- 
ates that this relationship will continue 
for many years to come. 


Critchell-Miller Insurance Agency 


The Critchell-Miller Insurance Agency 
of Chicago, founded by R. S. Critchell in 
1868, has seen many changes during its 
86 years in the insurance business. One 
of the most important was the early 
incorporation of Drew & Miller because 
they brought with them the Commercial 
Union to which they had been appointed 
agents in 1872. This was one year after 
the company entered the United States. 
It is interesting to note that the ap- 
pointment was made directly by the 
home office in London; and, to this 
day, an unusually close relationship pre- 
vails between the London office, the 
United States management, and the 
agency. 

Critchell-Miller Insurance agency told 
The Eastern Underwriter it regards the 
Commercial Union as one of the top 
“agency” companies. Through the years 
there have been many problems—ex- 
pected and inevitable on a large volume 
of business—all of which have been set- 
tled to the complete satisfaction of the 
parties concerned, it says. 

In line with the current trend toward 
multiple-line underwriting and “group” 
operations, the Critchell-Miller Insur- 
ance agency recently acquired the rep- 
resentation of the Ocean Accident & 
Guarantee Corporation of the Commer- 
cial Union family. 


Insurance Agency Co., St. Louis 


The Insurance Agency Co. of St. 
Louis, of which W. D. Hemenway, Jr., 
is president, and which has long been a 
representative of Commercial Union, 


or affiliates 


represented conipanies in the fleet for decades. Some of these 
The story of their founding and also their relationship with 


is told by them to The Eastern 


was incorporated in March, 1904, as a 
result of a merger of four agencies 
which had been in business for some- 
time and each of those agencies brought 
into the Insurance Agency Co. their 
companies. These agencies were Peug- 
ner & Hemenway, Moses Fraley & Co., 
Rosslein & Robyn, and H. M. Blossom 
& Co. Albert Kuehne, who was associ- 
ated with the Blossom agency, had rep- 
resented Commercial Union in St. Louis 
from May 10, 1893. Richard Kuehne, his 
nephew, is vice president of Insurance 
Agency Co. 

It is interesting to note that H. M. 
Blossom was the advocate of the 80% 
and 90% co-insurance clause and it was 
through his efforts after many years 
that those clauses were adopted in 
American insurance circles. Previously, 
the average clause was almost univer- 
sally employed which clause is today 
known as the 100% co-insurance clause. 


All Risk Jewelry and Furs 

“If I am not mistaken,” said Mr. 
Hemenway to The Eastern Underwriter, 
“Commercial Union was the first com- 
pany to write All Risk Jewelry and Furs 
in the United States. I have seen old 
records in this office where my father 
and his partners placed All Risk Jewelry 
with Walter B. Brandt & Co., San 
Francisco, who had an All Risk cover 
with the underwriters at Lloyd’s. It was 
about 1917, or perhaps a year or two 
later, that Commercial Union started 
writing this jewelry and fur business 
through W. Brandt outfit and I have 
always had the belief that the Commer- 
cial Union was the pioneer company to 
write such coverage in the U. S. 

“Of the original partners of our 
agency all have died. Last to survive 
was Paul Robyn whose death took place 
late in 1953 at the age of 99. His son, 
Paul, Jr., is a vice president of Insur- 
ance Agency Co. Mr. Hemenway’s 
father died in 1935 after spending his 
entire business life in the insurance 
business. He started about 1879 as a 
field man for Phoenix of London. Mr. 
Hemenway has been with the agency 
three decades and his son, W. B. Hem- 
enway, III, is now assistant secretary 
and treasurer of the company. In turn, 
his son, W. Hemenway, IV, undoubt- 
edly will come into the office, but that 
will be two decades from now. eth: 
Henschke, secretary and treasurer of the 
agency, has been with us for 47 years, 
and Miss Lynch, the fire manager, has 
had 50 years’ experience with the or- 
ganization.” 


Case & Son Agency 


Union in October, 
then frontier town 
of Marion, Kan., and gave its supplies 
to a leader of the community, a public 
official named Alex E. Case. The ap- 
pointment turned out to be an unusually 
good one and the relations between this 
agency and the Commercial Union have 
been unusually close. At the present 
time the Case & Son agency is headed 
by Alex H. Case, whose letterhead 
reads: “In the same business in the 
same place since 1868.” 


The Commercial 
1879, entered the 


Alex E. Case came to Kansas in 1866 
and after a short stay in Topeka started 
looking for a soldier’s homestead which 
he found at the settlement of Marion 
Center (now Marion) at the junction of 
Cottonwood River with smaller tribu- 
taries and the abundance of fertile soil 
in the valleys of these streams. To reach 
Marion Center he walked the last 75 
miles from Junction City. The home- 
stead he found was in a settlement con- 
sisting of four families. Case, who had 
received good schooling in Pennsylvania, 
became popular in the community, 
served in the Kansas legislature in 1869 
and then as county attorney and county 
surveyor. In all he occupied the position 
of surveyor for 50 years. 


First Office of Agency in Log Cabin 
5 ome 


Almost immediately after arriving at 
Marion Alex E. Case went into the 
insurance business. His office was in his 
log cabin home. That cabin he had 
moved down from a ranch and trading 
post on the old Santa Fe trail at Cot- 
tonwood Crossing in the northwest part 
of what is now Marion County. He soon 
was admitted to the bar. In the early 
90’s his son Rosse joined the agency and 
also became a member of National As- 
sociation of Insurance Agents. He was 
almost a perpetual chairman of the 
sociation’s farm committee. 
succeeded his father as county surveyor, 
continuing in that office until it was 
abolished by the legislature and super 
seded by the newly created office of 
county engineer which position he also 
occupied. 

Alex H. Case, son of Rosse Case and 
grandson of Alex E. Case, the founder, 
joined the agency in 1920. He has been 
president of the Kansas Association of 
Insurance Agents and was for several 
terms chairman of its farm writing 
agents committee. Alex Case, Jr., en- 
listed in the Naval Air Cadet program 
and is now a lieutenant in California 
after 47 attack-bomber missions over 
Korea. He has been president of Kan 
sas Association of Insurance Agents and 


eT : 
Rosse Case 


for four years was its farm writing 
agent’s committee chairman. Rosse 
Braddock Case, son of Alex H. Case 


and great grandson of the founder, was 
in World War II and entered the agency 
in 1951. 


Notable 50th Anniversary in 1929 


\ notable event in the Case & Son 
agency was the dinner it held marking 
the agency’s 50th anniversary as repre 
sentative of Commercial Union. That 
was on October 11, 1929. Among execu- 
tives of the company in attendance were 
Fred W. Koeckert, then United States 
manager; and G. R. Poole, Medea ta he 
partment farm manager. After the din- 
ner Mr. Poole delivered a long narra- 
tive account of the association of Com 
mercial Union and the Case agency in 
which he eloquently linked the activi 
ties of both over the years. He men 
tioned some local incidents. One he 
described was the burning of a leading 
church in Marion; drafts for $20,000 in 
settlement being in the hands of Rosse 
Case a few days after the fire, “thus 
enabling the church trustees to start at 
once on their plans for the graceful 
structure that is now such an ornament 
to your city,” he said. “So too, many 
a man and woman in this community, 
both in town and on the farm, has found 
the money to start rebuilding a home or 
farm arrive promptly and has suffered 


a minimum of discomfort because of this 
prompt and_ intelligent cooperation 
which has existed so long 
Case family 


between the 
and the Commercial Union 


Cravens, Dargan & Co. 
Cravens, Dargan & Co., an outstand- 
ing organization which manages many 
insurance companies in the Southwest- 
ern territory and has important Pacific 
Coast tie-ups, has managed the Ameri- 
can Central in the Southwest for half 
a century. But the firm’s connection 
with American Central really dates back 
considerably before that as James Cra- 
vens, founder of Cravens, Dargan & Co., 
had been its state agent in Texas for 
12 years before he entered the local 
agency and general agency field and 
C-D was formed. 

Founder James Cravens, who died in 
1936, was living in Missouri during early 
Civil War days \ vhen to avoid capture 
by the Union / fete he left the state and 
managed to reach Texas. His wife fol- 
lowed with their children. The senior 
Cravens became a successfu! farmer and 
horse trader; then entered the insur- 
ance field and got to be representative 
of three companies, including the Ama 
zon of Cincinnati which was reinsured 
by American Central in 1891. Cravens 
then became state agent for American 
Central. 

On January 1, 1903, in company with 
McClure Kelly, who had been state 
agent of St. Paul Fire & Marine, and 
August Beckmann, James Cravens ar 
rived in Houston and rented a one-room 
office to manage one company—the 
United States Fire. Within a_ few 
months Cravens & Kelly had the rep- 
resentation of the American Central and 
St. Paul F. & M. Mr. Kelly withdrew 
from the agency in 1905, at which time 
its name was changed to James Cravens 
& Co. With the advent of Rufus Cage 
a year later the firm became Cravens & 
Cage. Mr. Cage died in 1918. Kemp S$ 
Dargan, who had been a special agent 
in East Texas in 1906, was made a mem- 
ber of the firm in 1911. In 1922 the 
name was changed to Cravens, Dargan 
& Co. Eight years later the firm pur 
chased the Marsh & McLennan business 
in San Francisco to extend its opera- 
tions to the West Coast. Another im- 
portant buy was Fred S. James & Co 
of San Francisco in 1932. In the interval 
the firm bought out the George M 


sasly general agency in allas, and 
Easly g ral as } D 1 

Hornberger, Beckmann Co. of San An 
tonio. A few years ago Cravens, Dargan 


& Co. acquired a subst: antial interest in 
the old Edwé ard M. Brown & S« gen 
eral agency’s business. 

In addition to the American Central 
Cravens, Dargan & Ci : y 
number of fire and 
in the Southwest. 





Present Partners 


Firm members of Cravens, Dargan & 
] 


Co. are Rorick Cravens, Houston, and 
Malcolm Cravens, San Franc isco, Thev 
are sons of the founder, James Cravens 





Houston assistant general managers are 
J. L. Alexander, Jr, A. P. Boyd, J. A 
Howse, James C. Jackson and Price K 
Johnson San Francisco 
eral managers are William Loynd and 
L. P. Terhune. Kemp S. Dargan, wh 
died a few weeks ago, was a firm 
member 

Kemp S. Dargan was son of K. S 
Dargan, a local agent at Paris, Texas, 
and related to J. T. Dargan, one of the 


assistant gen 


(Continued on Page 30) 
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The Ocean Accident and Guarantee Corp., Ltd. 
Entered the United States in 1895 


The Ocean Accident and Guarantee 
Corp., Ltd., the United States manager 
of which is Laurence S. Jones, was 
founded in England in 1871 and within 
a period of approximately three decades 
became one of the most progressive 
companies in the world casualty field. 
By the early ’90’s the company’s chief 
executives, considering the possibility of 
extending its operations to America, 
sent a representative over here to in- 
vestigate the situation. 

Shortly thereafter a group of business 
men in Newark, N. J., formed a com- 
pany to write credit insurance, selecting 
as its manager one of the business men 
of their group, Oscar Ising. Mr. Ising 
met the representative of the Ocean 
from the London head office while the 
latter was making his investigation and 
it was decided by the Ocean to start 
operations licre with Mr. Ising as the 
company’s first United States manager 
\t the start credit insurance was written 
exclusively 

First U. S. Office in a Small Room 

There were many _ prophecies | that 
credit insurance could not be success 
fully written in this country, but the 
operation in that field by the Ocean 
proved successful, and while credit in- 
surance was later given up due to the 
development of improved commercial 
cilities, the Ocean’s initial success in 
that field gave great confidence for the 
company’s’ future undertakings in other 
lines of casualty insurance. A reputa 
tion for fairness, progress and reliability 
won the company considerable standing 
in the general American’ insurance 
world. 

The first office of the Ocean in the 
United States was at 621 Broadway in 
a small room. The first credit insurance 
contract of $10,000 was sold by Mr. Ising 
personally, the buyer being John Ander 
son & Co. 43 Leonard Street, New 
York, the premium being $500. 

By 1898 the company was writing all 
lines of casualty insurance and needed 
more space, which it found at 346 
Broadway. In 1904 the company moved 
to 350 Broadway and in 1909 to 59 John 
Street in the heart of the downtown 
insurance district of New York where 
it had 19,000 square feet of space 

By 1914 the company had achieved 
considerable prominence in the casualty 
world under Mr. Ising’s leadership and 
on January 1 of that year Mr. Ising re 
tired as United States mana; being 
succeeded by William J. who 
had been assistant general manager. Mr 
Ising remained as chairman of the 
board of trustees of the United States 
branch 

In 1917 the Ocean established a Pacific 
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Coast partment in San Francisco, a 
move ade desirable by the rz ipid 
growth of workmen’s compensation busi- 
ness in western states and the need 


for regional administration of the busi 
ness. Mr. Gardner was transferred from 
New York to be the first Pacific De 


partment manager and on Soienry i, 


1918, he was succeeded as U. S. managet 
and attorney for the. U. S. branch by 
Charles H. Neel whose office was in 


New York. Mr. " hneby had been with 
the Ocean since 1901 and in Canada for 
year when he was named U. S 


inager. 


Moves to One Park Avenue 


The company continued its U. S. head 
office at 59 John Street less than 11 


years before it again had to take larger 
quarters. In 1920 it was decided to leave 
the lower New York City area, and on 
May 1 of that year the head office was 
moved to 114 Fifth Avenue, where ap- 
proximately 100,000 square feet were 
leased. There the company occupied 
five and a half floors. About this time 
a new building was being erected in 
the midtown section at One Park Ave- 
nue. The building ran a full block from 
Thirty-second to Thirty-third Street 
which gave considerable more space per 
floor than the Ocean had at its Fifth 
Aveiiue address. A ten-year lease at 
One Park Avenue was signed in 1925, 
more than 100,000 square feet being 


The Ocean Paid One Loss of $3,905,227 


One of the largest individual losses 
ever paid by a casualty company on one 
insured was that of the Scott Paper Co. 
of Chester, Pa., which was fully pro- 
tected by a boiler and machinery policy 
of the Ocean covering direct damage 
and use and occupancy. The loss was 
on September 11, 1946, and the claim 
of the insured was settled by the com- 
pany in the amount of $3,905,227. 

Origin of the loss was the damage of 
one of the insured’s paper machines 
when a violent explosion of three dryer 
rolls occurred on September 11, 1946. 
The entire fourdrinier section of the 
machine was damaged. Fortunately, 
there were no lives lost, although sev- 
eral employes were seriously injured. 
The building housing the machine was 
also damaged. 

What Policy Covered 

The Scott Paper Co. was fully pro- 
tected by a Boiler and Machinery policy 
of the Ocean Accident and Guarantee 
Corp., Ltd., covering Direct Damage and 
Use and Occupancy. Because of the con- 
ditions in the industry in 1946, it was 
impossible to obtain a new casting for 
a Yankee dryer roll of the size of that 
which was lost. It was, therefore, neces- 
sary to alter the design of the machine 
and it was early in 1948 before the re- 
paired and redesigned machine could be 


1 oo . 
Commercial Union 
(Continued from Page 23) 
were presented and it was a matter of 
about two weeks before all claimants 
were satisfied. The total of those claims 

vas in excess of $1,000,000. 

\s far as the stolen checks are con- 
cerned, it has been possible to arrange 
for duplication to the extent of fully 98% 
of the sum involved. There has, how- 
ever, been no recovery at all in respect 
of currency nor have there been any 
indictments. With reference to the Fed- 
eral Bureau of Investigation, its jurisdic- 
tion has expired as the applicable stat- 
ute of limitations runs only for three 
years. The Boston city police, however, 
still has jurisdiction as the statute in 
that case runs to ten years. 
Chairman’s Comment on U. S. Operations 

In discussing United States operations 
Chairman Lt. Col. John Leslie said in 
his review of 1953 activities of Commer- 

Union: 

“It is overseas that our business has 
once again shown a welcome expansion, 
notably in the United States, Australia, 
Canada, New Zealand and South Africa. 
It was also in this field that the largest 
single loss sustained which fire insur- 

have ever been called upon to meet, 
our own contribution being considerable. 
| refer to the fire which virtually de- 





additional space, looking to further ex- 
pansion of the business. 

Jones Becomes Manager of 
In vote after having been with Ocean 
Charles H. Neely i f 
the mi lanagement of the company, 


He hz id long ae gabe and training on 


of the Ocean until July 1. 


full S oaiiadices was rez ober. 
, The claim of _the Scott _Paper Co. for 


damaged machine 
Ocean made a number 


ci Scott Paper Co. statement of earn- 
mz iking a ioe of $3,905 peer 
it in full settlement of its Hides against 


losses resulting from the satkdas ent on thie 
towel machine at Chester on September 


lished net income "for the years 1946 and 
remains unchanged. 
the insurance proceeds will be included 


“Tt is gratifying 


this settlement which represents 


sf Be many radislecteed 


sion i in Livonia, 


Was spread provides an pre 


ance is essentially — in char- 


insurance has = become an ‘integr al part of 


can be proud of the part played 
in ‘the m: intenance and development of 


3efore i turn from the United States 
losses which occurred in 1953, 
greater hnabity but far more numerous 
than usual and consequently more costly. 
It was pee remarkable for the serious 
storms were preciiddiy retin pet chud 


we can indeed be 
that the volume of our fire business and 


are not unfavorable. 
much pleasure that we welcomed 
a number of our overseas friends to this 


American Central 


(Continued from Page 24) 


February, 1853, and from the begin ing 
had amazing vitality. The company was 
authorized to write not only fire «and 
marine, but also tornado. Some viciims 
of the tornado of 1896 as well as other 
disastrous windstorms in St. Louis were 
grateful for this. 

The first president of American Cen- 
tral was John F. Darby, a civic leader, 
lawyer and banker. He had been St. 
Louis Mayor and a Congressman. 
Though he had favored building dik 
on the Illinois side of the Mississippi ray 
protect the city’s steamboat traffic he 
foresaw the day when St. Louis must be 
a railroad center “or die on the vine’ 
He promoted a state railroad convention 
out of which came proposals for two 
railroads westward from St. Louis. In 
October, 1858, the first semi-weekly 
overland mail (and four through pas- 
sengers) arrived in St. Louis over the 
Missouri Pacific R.R. It took nearly 25 
days to negotiate the journey from San 
Francisco, and it proved to he a big day 
in St. Louis. 

Became Stock Company in 1868 


The decade from 1850 to 1860 marked 
the golden age of the packets on the 
river. Writing of cargo insurance was 
pretty much in the nature of a gamble. 
Seventy-three out of 360 boats were lost 
in 40 years. One unscrupulous scheme 
was to pack up old bricks and rubble 
neatly as merchandise, insure this spe- 
cious cargo heavily and fraudulently, and 
then burn the craft on some wild 
stretch of the Mississippi. Convictions 
were few, evidence hard to get. But 
what the property insurance companies, 
including American Central, lost in 
cargo insurance they more than made 
up in time in fire insurance on dwellings 
and business houses. The American 
Central became a_ stock company in 
1859. 

American Central played a big part 
in protecting the merchants and manu- 
facturers who grew up as the railroad 
transportation began to succeed the 
river traffic. Four other able citizens 
of St. Louis succeeded Mr. Darby in 
the presidency in the 25 years follow- 
ing his death. They held short terms 
of office. One of them was George P. 
Plant, who was a railroad builder and 
an organizer of the Bank of Commerce. 
Then came George T. Cram, who was 
president from 1874 through 1907 and 
was the first president who had train- 
ing and experience in other insurance 
companies. Born in New Hampshire, he 
had experience in the Amoskeag Mills; 
was an officer of Sheridan’s cavalry. He 
entered the insurance field in New Eng- 
land in 1866, then became secretary ot 
the old Western Insurance Co. in St. 
Louis and Western manager for Mer- 
cantile Fire & Marine of Boston. He 
peed American Central in 1868. 

In 1869 Missouri established an Insur- 
ance Department whose administration 
resulted in collapse of a number of weak 
companies but strengthened others, in- 
cluding American Central. It strength- 
ened its financial resources; expanded 
throughout the West and Southwest. It 
began to build up a strong agency force. 
Although the Chicago fire of October, 
1871, wiped out its entire capital and 
assets, it paid losses in full, immediately 
replaced its capital and continued in 
business. In 1881 the company agai: 
doubled its capital and increased th> 
number of its agents. It early became a 
member of National Board of Fire Un 
derwriters. 

Its Small Losses in St. Louis Tornado 

The worst catastrophe which St. Louis 
underwent was the tornado of 1895 

(Continued on Page 30) 





foundation of our business, and we 
are convinced that these visits to head 
office, and those made by our officials 
to our friends abroad, not only cement 
our relations but are to our mutual ad 
vantage and profit.” 
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Firemen’s Retires Last 


Of Its Preferred Stock 


The Firemen’s of Newark, N. J., has 
now retired the last of its preferred 
stock. The final amount that was paid 
off aggregated about $2,400,000. This 
preierred stock was sold in 1947 and 
comprised 70,000 shares of $50 par value, 
at 3100 each, or a total of $7,000,000. 
The Firemen’s has been redeeming 
$700,000 of the issue annually, and now 
at this time has called the balance. 


Meeting Direct Competition 
Seminar in Newark Nov. 22 


An important seminar on meeting 
direct. writer competition will be held 
on Monday, November 22, from 10 a.m. 
to 3 p.m. at the Essex House in Newark, 
N. J. Sponsored by the New Jersey 
Association of Insurance Agents, feature 
speakers will include President Donald 
C. Bowersock of the Boston Insurance 
Co.; William W. Ellis, agency super- 
visor, Aetna Casualty & Surety; Arthur 
M. O'Connell, local agent at Cincinnati 
who is a member of the executive com- 
mitt of the National Association of 
lisuraies Agents, and Victor O. ersh 
nerer, local agent at Washington, D. C., 
also prominent in the NAIA. Mode ne 
will be Ira F. Weisbart, CLU, CPCU, 
local agent of Jersey City. 

Tickets for the seminar are priced at 
$6 a person, including luncheon, and 
may be obtained through the New Jer- 
sey Association of Insurance Agents, 
Military Park Hotel, Newark 1, N. J. 
Table reservations for ten are available 
if applications are received promptly. 


NYFIRO Gets Stay 


(Continued from Page 1) 


its scientific- gathered data to mutual 
companies as paying subscribers as well 
as to stock companies. 

NYFIRO contends that the state rating 
law requires in the public interest that 
scientifically-determined rates shall be 
adequate to maintain company solvency 
and good insurance service for all classes 
of insureds and not discriminating or in- 
equitable for any group of policyholders. 

It resists the claim of the two North 
America companies that “they can pick 
off the counter whatever they choose of 
the NYFIRO rating data and sell pol- 
icies in their own way. ‘FIRO con- 
tends that “wildcatting of this kind soon 
would produce chaos, disrupt a sound 
system built up in the public interest 
over decades, and finally lead to insolven- 
cies and unpaid claims of policyholders.” 

It contends also that the two com- 
panies failed to comply with provisions 
of the law that apply to companies wish- 
ing to deviate from the rates filed as the 
result of continuous NYFIRO research 
and approved by State Insurance De- 
partment. 

It would cost at least $20,000,000 to 
reproduce rating data in NYFIRO’s in- 
tegrated system of fire insurance rating 
that operates under the authority and 
regulation of state law, according to an 
affidavit of General Manager Stanley, 
filed with the petition. Annual cost of 
operation is more than $2,000,000. 

The petitioners also point out on be- 
half of NYFIRO that in accordance with 
law substantial rate reductions were 
made effective on September 13, on the 
basis of carefully-gathered statistics and 
continuous inspection and engineering 
research over a period of years con- 
sidered by state regulatory authorities 
to be long enough to produce sound and 
reliable information. 

“These NYFIRO rate fillings were ap- 
proved by the Insurance Department as 
reasonable and in conformity with the 
insurance law,” it is stated. “They were 
based on the average experience of all 
insurance companies. Filings are made 
to develop a rate level based on this 
average experience.” 

_ Powers, Kaplan & Berger are counsel 
for NYFIRO, with Charles P. Butler, 
associate counsel. 
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Depends upon what he’s trying to catch. 


The right approach is just as important when you're trying to 
sell Earnings Insurance. And, without boasting, we can 
honestly say that our new Visual Sales Aid has proven to be 
a most attractive lure to scores of prospects. 


A live line is the one to watch. If you've had difficulty “reeling in” 
Earnings Insurance prospects perhaps our new Visual Sales Aid 
is what you need. Use the coupon for more information. 


Production and Market Research Department | 
Royal-Liverpool Insurance Group | 
150 William Street, New York 38, N. Y. 1 
I want to know more about the new, non-technical approach | 





to selling Earnings Insurance. | 
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CASUALTY FIRE * MARINE SURETY 
150 WILLIAM ST., NEW YORK 38, N. Y. 


ROYAL INSURANCE COMPANY, LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. © ROYAL INDEMNITY COMPANY 
GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA © NEWARK INSURANCE COMPANY © STAR INSURANCE 
COMPANY OF AMERICA © AMERICAN AND FOREIGN INSURANCE COMPANY © THE BRITISH & FOREIGN MARINE INSURANCE 
COMPANY LTD. © THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. © VIRGINIA FIRE & MARINE INSURANCE COMPANY 








EISEMANN 


SYLVESPER 'P. 


Brooklyn insurance men will honor 
Sylvester P. Eisemann, Brooklyn branch 
manager of the America Fore Insurance 
Group and long a leader in civic and 
community activities, at a dinner spon 
sored by the Federation of Jewish Phil- 
anthropies of New York on Tuesday, 
November 16. The dinner will be held 
at the Biltmore Banquet Hall, 2230 
Church Avenue, Brooklyn, N. Y. 

Plans for the testimonial are an- 
nounced by Louis Lehman and Alfred I 
Jaffe, chairman and co-chairman of the 
Federation’s Brooklyn Insurance Divi 
sion. They said that the dinner com 
mittee, under the chairmanship of Ber- 
nard Bergen, was busy making arrange 
ments for the affair at which Justice 
Hyman Barshay of the County Court of 
Kings will be the principal speaker 

The Jewish Philanthropic organization 
is now in the midst of a campaign aimed 
at raising $16,950,000 for the support of 
116 affiliated hospitals, child care centers 
and other welfare institutions 


Kirby New President of 
Rhode Island Agents’ Assn. 


John F. Kirby of Woonsocket has 
been elected president of the Rhode 
Island Association of Insurance Agents, 
succeeding Howard R. Chase, Jr., of 
Providence, who now is named state 
national director. In his new post Mr 
Chase Preston of 
Providence 

Other officers of the Rhode ange 

of 





succeeds Robert S 


Association are Frank J. Lowrey 
Pawtucket and Raymond G. Hawkins of 
Providence as vice presidents, and the 
following regional vice presidents—John 
Andrade, Bristol; Howard F. Wheelock, 
Apponaug; Raymond H. Fling, New 
port; Elwin T. Gammons, Providence, 
and Louis Panciera, W Spy 


Synnestvedt Ridstecved 
Head of Phila. Producers 


Robert E. Synnestvedt has been re 
elected president of the Insurance Agents 
and Brokers Association of Philadelphia 
Other officers elected are Fre: leric k R 
Drayton, George J. Margraff and Thorn 
ley B. Wood, vice presidents; M. Alan 
Bucks, secretary, and George T. Row 
land, treasurer. 


Sam Mehorter on the Mend 


Samuel A. Mehorter, president of Mc 
Daniel & Co., Inc., New York, one of 
the most popular agency executives in 
this city, is making a good recovery 
from an operation performed last week 
at Orange Memorial Hospital, Orange, 
N. J 
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BROOKLYN BROKERS’ NOMINEES 


Fleischer Slated to Become President of 
Assn. at End of Ann Hargert’s Term; 
Carbone First Vice Pres. 

Harold Fleischer has been nominated 
for president of the Brooklyn Insurance 
Brokers’ Association to succeed Ann 
Barkley Hargert at the expiration of 
her present term as president. Mr. 
Fleischer now serves as first vice presi- 


dent. Other nominations are as_ fol- 
lows: 

Joseph A. Carbone, first vice presi- 
dent; Jerome H. Gerst, second vice 


president; Frank L. Schiraldi, third vice 
president; George J. Mutari, secretary; 
David H. Krasnoff, treasurer; G. Robert 
Gunnerson, financial secretary; Angelo 
Cicolella, sergeant-at-arms. 

Members of board of directors: Ann 
B. Hargert, chairwoman; Anthony A. 
Cantaloupo, Nathan Edelstein, Leo Feld- 
man, Frank Ferrara, Louis E. Isnardi, 
Leslie D. Janson, Peter A. Locke, Louis 
Maresca, Robert McKinnon, Harry N. 
Schechter, Nicholas V. Sichenze, Wil- 
liam A. Venditelli; together with Past 
Presidents George J. Mutari, Max Klotz, 
Charles A. Merante, Max A. Pulver, 
Thomas J. Clark, Victor A. Gauthier, 
\lex Golderger, Jack E. Fries, Mortimer 
L. Nathanson. 

Associate members to the board: 
Henry H. Abrams, Louis Kalish, Frank 
McMullen, Bernard G. Werbel. 


Hall & Henshaw Members 


To Form Stock Insurer 
New York Fire and Marine Under 
writers, a Lloyds association organized 
in 1892, has published notice of inten- 
tion to convert into a insurance 
corporation. The name of the new car- 
rier would be New York Fire & Ma 
rine Underwriters, Inc. The  under- 
writers, affiliated with the New York 
City agency of Hall & Henshaw, are 
William A. Waters, Edward W. Mce- 
Andrews, James H. White, Jr., Herbert 
L. Weiderman and John J. Klaus. They 
have bought only the liquid assets and 
charter of the association, and not the 
business portfolio 
This insurer has been managed until 
the present by underwriters associated 
with the John F. Curry Agency, Inc., in 
New York. The association is licensed 
in New York State only 


stock 








BROKERS’ REVIEW NOV. 4 
The metropolitan department of the 
Home Insurance Co. will conduct a bro 
kers’ review class on Thursday, Novem 


ber 4, from 6 to 9:30 p.m., at the Hotel 
Mc Alpin The class is designed for stu 
dents who are preparing for the state 
examinations for brokers’ and agents’ 


licenses. 


TONAWANDA, N. Y., AGENCY 

\ business name has been filed in the 
Krie County. N. Y., clerk’’s office for 
the Charles F. Harris Insurance Agen- 
cv, 492 Wendel, Tonawanda, N. Y., by 
Charles F. Harris. 


COL. HENRY A. STEWART DIES 

Lt. Col. Henry Arthur Stewart, retired 
insurance broker of Montreal, Que., died 
last month in his 77th vear. He founded 
of Lukis, Stewart & Co., insur- 
brokers, with Percy L. Lukis in 


the firn 
ance 


1904. 


Bohlinger Toastmaster at 


General Brokers’ Dinner 

Jack A. Fink, president of the General 
Insurance Brokers’ Association of New 
York, Inc., announces that Alfred J. 
Bohlinger, Superintendent of Insurance, 
will act as toastmaster at the 29th an- 
nual dinner of the Association to be 
held on October 26 at the Hotel Astor. 
The affair will feature presentation 
of the General Brokers 1954 Gold Medal 
Award to J. Victor Herd, executive vice 
president of the America Fore Insur- 
ance Group. Lewis A. Vincent, general 
manager of the National Board of Fire 
Underwriters, will be the principal 
speaker at the dinner. 


Billings Slated to Head 
Mountain Ins. Field Club 


The Mountain Insurance Feld Club 
meets Monday, October 25, at the Man- 
chester Country Club, Manchester, 
N. H., when officers will be elected for 
the coming year. The nominees are as 
follows: Lawrence Billings, president; 
Warren L. Wright, vice president; 
Frank W. Dreyer, treasurer; Miles 
Prentice, secretary. 


Duflo Agency President 

James L. Duflo has been elected presi- 
dent of Moore, Levis and Touissaint 
Inc., Lowville, N. Y., 10l-year-old insur- 
ance firm. He had been vice president 
of the firm since 1951. Mr. Duflo suc- 
ceeds the late Louis M. Touissaint. Mr. 
Touissaint’s widow, Mrs. Sarah Moore 
Touissaint, was elected vice president 
and Mrs. Duflo was named secretary and 
treasurer. 

TOLEDO WOMEN MEET 

Insurance Women of Toledo held a 
meeting in the Tallyho in Toledo, Ohio, 
for dinner and a book review. Martha 
McHugh was program chairman. 


SIX YEAR OLD SALESMAN 


John E. Dean Sells First Policy; Son 
of Ralph and Jeannette C. Dean of 
Berea, Ky. 

A. Pruitte Smith of Berea, Ky., was all 
smiles as he became the first customer 
of John Eldon Dean, who at the tender 
age or six seems well on his way to 
making his mark as one of the most 
successful insurance salesmen ever to 
ring a doorbell in Berea, Ky. 

John Eldon’s big sale was recorded a 
short time ago, before he had turned 
six. It all came about while he was 
riding to kindergarten with Mr. Smith 
and his young granddaughter. On the 
way, Johnnie chanced to look at the 
back seat of the car and spied a set of 
golf clubs. He promptly asked if the 
clubs belong to Mr. Smith. 

Upon receiving a “yes” answer, John 
proceeded to explain, in the manner of 
all enterprising insurance agents, that 
Mr. Smith might hit another person 
with a golf ball sometime. And he might 
be sued. What he needed, Johnnie 
pointed out, was a comprehensive per 


sonal liability insurance policy. As a 
“clincher,” the budding producer added 
that someone might suffer an injury 


through a fall on Mr. Smith’s property 
or be bitten by the latter’s dog. That's 
all Mr. Smith needed. He bought a 
policy pronto. 

John Eldon, who is now a first grader 
at Knapp Hall Traning School in 
Berea, comes by his bent for insurance 
naturally. His parents—Ralph and Jean- 
nette C. Dean—are in the insurance 
business. Their Dean Insurance Agency 
has represented the Hartford Fire In- 
surance and the Hartford Accident & 
Indemnity in Berea for a good many 
years. 


Connecticut Agents Hold 
Annual Meeting Oct. 28 


The Connecticut Association has com- 
pleted its program for the annual con- 
vention to be held on October 27 and 
28 at the new Hotel Statler in Hartford. 
The meeting will begin on Wednesday 
afternoon, October 27, with an executive 
committee luncheon, followed by the di- 
rectors’ meeting and a reception and 
dinner for the directors. 

On October 28 there will be a forum 
on the service of an agent from the 
insurance buyer’s point of view by Bion 
H. Francis, insurance manager of Olin 
Industries, Inc., New Haven, represent- 
ing industry, and William J. Ryan, at- 
torney with Thompson, Weir & Mac- 
Donald of New Haven, representing the 
individual buyer. 


Walter E. North, secretary of the 
association, will preside at the after- 
noon session which will include a_ talk 
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WEGHORN 
HAS GOOD 
COMPANIES 


—because, 
as you now know— 


WEGHORN IS 
GOOD TO 
BROKERS 









































CHICAGO FLOOD AIDS SALES 


Many Claims Reported Under PPF Poli- 
cies; SHO Form Pushed as It Covers 
Backing Up of Sewers 

The all-but record deluge that caused 
flood conditions in Chicago and suburbs 
produced a raft of claims under the 
PPF. This was mainly for damage to 
belongings in basements. Estimates run 
to $250,000 on the aggregate of such 
claims. 

Some agents and brokers have capital- 
ized on this to promote the sale of the 
so-called SHO policy in Cook County. 
One large agency for example recom- 
mended to brokers that they circularize 
their customers in the interest of this 
cover, and the agency offered to supply 
a text tied in to the Chicago flood 

For several days water was the favor- 
ite topic of conversation around the city. 
While the SHO policy doesn’t cover 
flood, it does cover backing up of sewers 
and seepage through walls. In much of 
the territory the sewers did back up. 

In New York State most features of 
the SHO policy of the Fireman’s Fund 
are incorporated in the Inter-Regional 
policy covering “all physical loss” and 
introduced by the New York Fire In- 
surance Rating Organization. 


on aspects of the work of Connecti- 
cut state development commission by 
Charles F. Coates of Hartford, chair- 


man of the commission, a discussion by 
Robert W. Osler of Indianapolis, vice 
president and editor of life publications 
of Rough Notes Co. and a talk by 
Arthur M. O’Connell of Cincinnati, a 
member of the executive committee of 
the National Association of Insurance 
Agents. 

During the Thursday morning 
sion Valmore H. Forcier, acting presi- 
dent, will be in charge. Reports of the 
various committees will be given and 
Commissioner W. E. Allyn will speak 


ses- 


briefly. 

The convention entertainment will 
include a cocktail party and banquet 
at which awards will be made. Among 


the 


awards will be scholarship to 
University of 


Connecticut school of 
business set up by the association in 
memory of G. Burgess Fisher, Hart- 
ford, who was president of the associa- 
tion at the time he was killed in an 
airplane crash. Officers will be installed 
by Mr. O’Connell. 


Massachusetts Brokers 
Reelect Gove President 


Herbert L. Gove, president of the In- 


surance Brokers’ Association of Massa- 
chusetts was reelected to that post at 
the annual meeting in Boston October 
19. Insurance Commissioner Donald 


Knowlton of New Hampshire, president 
of the National Association of Insurance 
Commissioners, was luncheon speaker. 

Other officers reelected are vice presi- 
dents, Lawrence B. Damon, William C. 
Field and Merlin J. Ladd, and treasurer, 
Charles H. Weeber, Jr. 

For three-year terms on the executive 
council are Everett M. Bowker, Douglas 
W. Haward, George E. Levesque, 
Daniel J. Lyne, Jr., and Thomas E. 
Sears, Jr. 
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of people’s homes, unless a special situa- you usually can’t tell until after the 
. A 4 \ 7. ° tion calls for it. ; loss. Even if there were enough pre- 

Jaffe ives gent S 1ewpoint on “So without the information that an  mium to pay for an inspection, it still 
inspection would bring, the rough rule wouldn’t reveal many of the factors that 

of thumb is that the older and cheaper cause losses, such as kids leaving their 
the house the poorer the risk for water skates on the sidewalks overnight, 


Underwriting New Dwelling Forms damage. Of course, different people stated Mr. Jaffe. 4 














draw the line in different places. “This CPL coverage is written by 
Underwriting the new dwelling forms imperceptible rate per peril, it doesn’t Sica many fire companies as their first ven 
‘ a bec achioCal inspect each risk Liability Coverage ture into the casualty field. Some of 
was discussed by Alfred I. Jaffe, vice secome practica to inspect each isk. cf ‘ : ty rs Brand eer apr <a) - 
Ls 3esides, there is a public relations “The comprehensive public liability the small or medium sized independent 
president of the Jaffe Agency, Inc., New angle to be concerned with. Some un- feature doesn’t seem to be much of an fre companies might not have the re 
York City, when he spoke before a meet- derwriters who are sensitive to the opin- underwriting consideration. The new ‘surance treaties to _enable them _to 
ing of the Brooklyn Insurance Brokers’ ion of the public do not believe it good rates are thought to be quite adequate. write high liability limits. I 3 deen with 
Association at the St. George Hotel on for the business to inspect the privacy If the risk is bad from a liability picture, (Continued on Page 31) 
October 14. Other speakers took up ques- 
tions of coverage and loss adjustments. 
Mr. Jaffe considered the package poli- 
alle cies of the Multiple Peril Insurance Rat- 
ing Organization and the Interbureau 
ES Insurance Advisory Group and then the 
direct damage forms sponsored by Inter- 
3 Regional and put out in New York by 
Poli- the New York Fire Insurance Rating 
sind Ors anization, 
aking the package policies written 
used on a multiperil basis—the Homeowners’ 
urbs policies and the Interbureau comprehen- 
the sive dwelling policy Mr. Jaffe said: 
ae Multiple Peril Policies 
such “Let’s break these policies down into 
: three parts, fire and extended coverages, 
ital- comprehensive liability and medical, resi- 
the dence and outside theft. 
nity. “An underwriter must look at all 
om- three, even though he might only give 
T1ze a cursory glance at one or two of these " 
this parts. If any section strikes him as un- 
pply favorable, he must weigh that against 
the favorable factors in the other sec- 
vor- tions before making a decision on the 
“ity. submission,” Mr. Jaffe said. 
ver “There doesn’t seem to be any reason 
vers to have a different underwriting attitude ! 
1 of towards a given peril or group of perils 
yon on a package policy than on an indi- 
ot vidual policy. I heard one man sav he 
und intends being stricter on the package 
nal deal because he’s giving a rate cut. 
and “IT won’t go along with that. He’s get- 
In- ting a discounted premium primarily be- 
use of a presumably lower expense 
is in handling. He also gets a better class 
of assureds—those who own their own 
cti- homes—so there’s no need to be stricter. 
bv “What is the present underwriting atti 
uir- tude towards owner-occupied one and 
by two-family dwellings for fire? I think 
rice evervone will agree it’s about as liberal 
ons as the underwriting for any class that 
by one can name. That is not to say there 
ares are no individual lines on which under- 
of writing resistance is not met. 
nce “Certainly the rows of connected frame 
dwellings in the older sections of the 
es- city do not make underwriters happy. 
Si- But how many of these risks are in the 
the market for these policies? Unprotected 
ind risks are written more strictly, but the 
ak ineligibility of seasonal risks for these 
policies cuts this obstacle down to size. 
oo Extended Coverage B €.. 
ne “With respect to Extended Coverage i PS SN BE race: M8 an 
to No. 4, despite the very unfavorable re- : ; sf ‘ni wy ang America Fore agents 
of ’ sults on dwelling business, there doesn’t ; s : s Yes_ " 7 ; 
in : as yet appear to be much of a disposi- cs aZ = ee lit 
rt- . tion on the part of underwriters to re- ; 4 a ° OF logs | can arrange to budget 


ia- j fuse this coverage. There are some who You ca, 
an 4 have shied away from shore-front prop- For ? atl wd ’ ; ; 
ed ; erty. Their theory is quite sound in : ind ji a their insureds premiums in 
reed respects. I think it runs about as Lop 
ollows : / ; e 
“When there’s a hurricane there will z NCE op Ue, convenient 
be a considerable amount of excluded te 


j * Th Cons 
ers ok : tin 
‘op ater damage loss—such as wave-wash : * Nj: Fi stra monthly, quarterly, 
nsuran —— caus 





along with the covered windstorm loss. 






it It is i to determine in most 2 
n- cases just how much damage was done = Phen re | l 
q- by each type of loss. Therefore, you nc le Fj Wt Fite Inguy Wane semi- annua! or annua 
at : wind up paying for more loss than the mpan, "8 Insu Urance 4 
er 3 rate contemplates or having a _ dis- °™ York mmmany installments 
Id ; gruntled assured. In many cases, you'll 
nt : have both. Why look for trouble? Let's 
ce ; not write it. 

; “The other FE. C. No. 4 perils cause 
i Practically no discussion or thought. The 
: only additional extended coverage peril 
.r, : that seems to concern underwriters is 

water damage. When this peril was 

ve written by the casualty companies as 
AS Straight water damage, every house was 
e, inspected before being accepted, often 
E. before it was even bound. Now, with so 


many perils being included at an almost 








October 22, 1954 








Columbia Casualty Formed in 1920 


moved to its present home at One Park 
Avenue in 1926. 

Soon after its organization it became 
evident that the prospects for the Co- 
lumbia far outran the plans for writing 
restricted lines upon which it began. 


The Columbia Casualty Co. 
ized in New York on February 2, 1920. 


The organization became a casualty run 


was organ- 


ning mate of the Ocean Accident. 

The first president of Columbia Casu- 
alty was Charles H. Neely who, when 
the Columbia started, had been with 
the Ocean organization 19 years and 
was its U. S. manager and attorney. 
Original Columbia capital and surplus 
was $1,200,000. The first quarters were 


at 114 Fifth Avenue, New York, and it 


T * . 

Veteran Agencies 
(Continued from*Page 25) 
original partners in the Dallas general 
agency of Dargan & Trezevant, later 
known as Trezevant & Cochran. Kemp 
first demonstrated salesmanship abilities 
when he sold accident policies so he 
could get into the Louisiana Purchase 
Exposition and see everything there. He 
was 12 at the time. He picked up a 
lot of insurance information at his 
father’s agency before attending Uni- 
versity of Texas. Upon graduation he 
joined the general agency; soon became 
a special agent for Atlantic and _ Bir- 
mingham Fire, and in 1906 joined Cra- 
vens, Dargan as a special agent and 
adjuster. He became a member of the 
firm in 1911. Mr. Dargan was chairman 
of Gulf Coast Investment Co., and a 
director of the Second National Bank, 

Houston. : 

Rorick, the elder of the James Cra- 
vens’ sons, was educated at University 
of the South, Dartmouth and Princeton 
He went through Princeton and won 
a B.A. degree at age of 19. In 1922 he 
entered the home office of Cravens, 
Dargan; later became a special agent; 
returned to the head office as manager 
of the marine and later of the fire de 
partment. Then he became a member 
of the firm. He was the firm’s pioneer 
aviation enthusiast and an early pilot 
licensee. 

Malcolm Cravens, San Francisco resi 
dent partner, attended Hotchkiss School, 
Princeton and University of California 
He joined the home office staff in 1930 
and served in a variety of internal and 
field positions before going to the West 
Coast 

Cravens, Dargan Pioneering 

Cravens, Dargan & Co. wrote the first 
crop hail insurance policy in Texas in 
1905. Five years later, with the Waco 
Cotton Palace Exposition as named in- 
sured it wrote the first policy in Texas 
insuring against loss by rain. In 1917 
it pioneered in writing of insurance on 
buildings against damage by falling air- 
craft. This followed by two years the 
initiation of by C-D of insurance on 
grain against the perils of fire and 
lightning. In 1921 it wrote the first 
aviation liability policy in Texas while 
in 1924 the firm developed a dwelling 
house policy to insure against the perils 
of fire and extended coverage all on one 
form. In the wake of the stock market 
crash of 19290, C-D in 1930 invented and 
developed a system of premium budget- 
ing which was later adopted throughout 
the insurance industry. In 1943 it or 
ganized American Aviation Underwrit 
ers, 2 pool 


Shapleigh-Wright Co. 


The Shapleigh-Wright Co. of Lock 
port, N. Y., one of the first insurance 
agencies to be incorporated under the 
laws of New York State, was appointed 
agents of the Ocean Accident and 
Guarantee on December 1, 1901, and in 
March, 1918, was appointed general 
agents for the territory of Niagara and 
Orleans counties. 

The name Shapleigh-Wright Co. was 
incorporated with William C. Shapleigh 
as president and Ben D. Wright as 
treasurer. When Mr. Shapleigh’s health 


agency at Niagara Falls. 


Additional lines of casualty business 
were therefore undertaken. Branch and 
service offices were opened in different 
areas of the country. 

Laurence S. Jones is president of Co- 
lumbia Casualty as well as U. S. mana- 
ger of the Ocean. 


in 1943 became such that he was unable 
to continue in business Mr. Wright pur- 
chased his stock and today is the sole 
owner of the corporation. 

While the Shapleigh-Wright Co. does 
not employ any local agents or brokers 
from whom it may receive business, all 
risks written being direct with the 
Ocean, still the Shapleigh-Wright Co. 
produces more premiums for the Ocean 
than any general agent in New York 
State with exception of the Woodward 
The annual pre- 
mium income of the agency with the 
Ocean exceeds $2,000,000, and the loss 
ratio has been a satisfactory one. 

In 1922 Shapleigh- yt right Co. was ap- 
pointed agent of the Commercial Union. 
The agency has attractive offices in the 
Farmers and Mechanics Building of 
Lockport, and for the last three vears 
has transacted the largest business in its 
history of 52 years. The agency says: 

“We are very proud of our represen- 
tation of the Commercial Union and the 
Ocean. In fact, we think we have a 
very fine lot of companies. All of the 
fire companies we represent met to their 
insured’s satisfaction the losses in such 
conflagrations as San Francisco, Bos- 
ton, Chelsea and Baltimore.” 


Harry W. Miller 


(Continued from Page 24) 


Mr. Miller’s clubs are Union League 
of New York niet of Chicago; New York 
Athletic Club, Knollwood Country Club, 
The Pilgrims of the U.S. A., St. George’s 
Society of New York and the Economic 
Club of New York. 

Mrs. Miller was Ruth Peterson of 
Brooklyn and they have two daughters 

Marilyn, who is Mrs. Jack Olson of 
Wilkes-Barre, Pa., and Joan, — is 
Mrs. Wade Bourne of Ridgewood, 7. 
Mr. and Mrs. Miller have three Teil 
children. 


Royal Exchange Moves 
Maryland Service Office 


The Maryland service office of the 
Royal Exchange Group has moved to 
new quarters at 801-804 Munsey Build- 
ing in Baltimore. 

The Baltimore office is in charge of 
L. A. Malsbury, state agent, who rep- 
resents the Royal Exchange Assurance, 
Provident Fire and Car & General, com- 
prising the fire and casualty companies 
of the Royal Exchange Group. 


CPCU Meeting 
(Continued from Page 22) 


ald H. Chadwick, Atlantic Mutual, pre- 
sided as president of the New York 
Chapter. Other officers of the society 
are Claude H. Rice, first vice president; 
John B. Walker, second vice president; 
Leona Seldow, secretary, and Walter 
Strauss, treasurer. 


Committee on Arrangements 


The committee on arrangements was 
headed by Walter J. Hildenbrand, chair- 
man, with other members being J. 
George Kaplan, A. Leslie Leonard, Rob- 
ert C. Mahoney, Robert C. Mehorter, 
Richard Morehead, James Roy Nicholas, 
Walter Strauss and Hamilton C. Wade. 

Among those at the head table were 
Samuel L. Zeigen, CLU, president of the 
New York chapter of the Chartered 
Life Underwriters; Edward King, presi- 
dent of the Insurance Society of New 


American Central 


(Continued from Page 26) 


which killed hundreds of people and re- 
sulted in a damage of $50,000,000. Ameri- 
can Central’s policy of operation had 
been to share its big risks with the re- 
sult that it had only $9,000 in the large 
fire of 1856 which destroyed a number 
of buildings in St. Louis; lost only $5,000 
in the Southern Hotel fire of 1877, and 
had a similarly low loss in the million 
dollar warehouse fire of 1868 and in the 
Yeager Mills fire of 1880. 

President Cram was succeeded by [d- 
ward T. Campbell who had been with 
the company 12 years. He was president 
for eight years, his successor being B. G. 
Chapman, Jr., who was president about 
16 years. Next came F. W. Koeckert, 
who was president for 16 years and then 
chairman of the board. Harry W. Miller 
became president in 1948. 
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York, Arthur Goerlich, dean of the So- 
ciety School of Insurance; Rexford 
Crewe, president of the Insurance Insti- 
tute of America, and Dr. Harry J. 
Loman, dean of the American Institute 
for Property & Liability Underwriters, 
Inc., Dr. Loman presented the diplomas 
and administered the charge. He said 
the first CP CU examinations were held 
in 1934, with six persons passing all five 
major examinations in a single year. In 
1954 the number of those receiving des- 
ignations had expanded to 202, making a 
grand total of 1,270 persons now possess- 
ing the coveted CPCU designation. 

John C. Brodsky, vice president of the 
America Fore Group, was guest speaker. 
His paper on surety business is reviewed 
in the casualty and surety section of this 
edition. 

N. Y. Area Designees 


The designees for 1954 from the New 
York area who were honored at the 
luncheon included the following: 

Donald LL. Anderson, Home Insurance 
Co.; Dan W. Bannister, Allstate Insur- 
ance Co.; Martin Beitler, National Con- 
tainer Corp.; William F. Bindseil, Jr., 
Insurance Company of North America; 
Peter J. Bouska, Lumbermen’s Mutual; 
FE. Vernon Carbonara, insurance broker; 
Herbert C. Cox, Aldrich & Cox; Miss 
Marie L. Duhig, F. K. Gaston. Inc.; Wil- 
liam H. Eyre. Sterling Offices, Ltd.; 
Francis EF. Gaffney, Continental; Philip 
Gordis, Philip Gordis Associates; John 
T. Holahan, John J. Holahan Insurance 
Agency; Martin C. Kaufmann, Home In- 
demnity; John D. Kemper, Royal Insur- 
ance Co.; Henry P. Lenz, United States 
Casualty; Wilbur J. Martin, Chase Na- 
tional Bank of New York; Tames F. Mc- 
\rdle, Seagram Distillers. 

Also Charles F. McCarthy, 
Surety; Abraham J. Ozer, Kemmar 
\gencv Inc.; Lawrence J. Robinson, 
Royal Tnsurance Co.; Harold W. Schloss, 
Royal-Livernool Groun; Robert R. Scott. 
American Surety; Dennis J. Scully, 
Zurich General Accident & Liability: 

3urcher V. L. Sheard, American Surety: 
Edward A. Siegenthaler, Great American; 
Robert S. Sillerv. Great American In- 
demnity; Loren W. Smoyer, The Loren 
W. Smover Co.: Tohn W. Specht, insur- 
ance broker; Eric H. Stochholm, Ameri- 
can Surety; John G. Sully, America Fore 
Group: Newton E. Torrance, Liberty 
Mutual; Gustave S. Werner, Johnson & 
Higgins, Ine. 


Seaboard 


Frank Montesani Dies 

Frank Montesani, 52 years of age, 
chief of the Bureau of Rate Regulation 
of the California Insurance Department. 
died October 14 at St. Vincent’s Hospital 
in New York after a long illness. He 
lived in Oakland, Calif. 

A native of Brooklyn, N. Y., Mr. 
Montesani attended New York Uni- 
versity and joined the New York Insur- 
ance Department as an examiner in 1929. 
After 20 years’ service with the Depart- 
ment in New York he went to California 
in 1949. Surviving are his wife, Mrs 
Doris Koenig Montesani, and a brother, 
Joseph Montesani. 
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Sether Explains Safety 
Work of Nat’l Board 


TO NATIONAL SAFETY GROUP 

Tells of Activities of Arson et. 
of Engineering, ch, Build 
Codes and Safety Education 











J. Wendell Sether, manager of the 
public relations department of the Na- 
tions! Board of Fire Underwriters, on 
October 18 told delegates to the School 
and College Conference of the National 
Safety Congress in Chicago what the 
Nati: ynal Board is doing in the field of 
safe af 

In describing National Board activities 
—its fire protection objectives, codes, 
standards, arson investigations, and 
Underwriters Laboratories Inc—Mr., 
Sethers pointed out that there is hz ardly 
a person living in the United States who 
is not affected by these. public services. 
“The National Board,” he said, “i 
educational, engineering and_ res 
organization, supported by the capital 
stock fire insurance business. It is the 
service organization of that group. It 
is a private enterprise. It receives no 
part of the tax dollar.” 








Work of Arson Department 

In telling of the activities of the 
arson department, Mr. Sether explained 
that the National Board maintains a 
staff of 100 investigators throughout the 
nation. Their principal job is to assist 
local authorities in the investigation of 
fire of suspicious origin. 

“These highly trained men, most of 
them former FBI agents,” he said, “are 
at the beck and call of state fire 
marshals, and local fire and police de- 
partments. They will investigate any fire 
without regard to its insurance.” 

Mr. Sether pointed out also that the 
National Board continues to make a 
sizeable contribution to the safety edu- 
cation of all Americans. He said: 

“Each year we provide millions of 
pieces of printed materials on fire safety 
for the nation’s schools, both public and 
parochial. These include both posters, 
comic books, and inspection blanks. 

“We have produced two films for 
grade school levels, ‘Tony Learns About 
Fire’ and ‘Fire In Their Learning.’ We 
maintain a free film lending library 
which books more than 15,000 prints of 
fire prevention films a year, reaching a 
direct audience of nearly 10,000,000. per- 
sons, and television audiences of 50 to 
6) million more. And we produce two 
to four new films a year to keep this 
library growing. 


Public Relations 


“We publish several readable, informa- 
tive booklets for wide public distribution, 
booklets for the home owner, for the 
farmer, for the worker, for the super- 
visor and for man: igement. We provide 
millions of fire safety inspection blanks 
for homes, schools, churches, mercantiles, 
industrial plants and places of public 
assembly. 

“We work with newspapers, magazines, 
syndicates, trade journals, radio and TV 
Stations, providing a constant stream of 
articles reaching many segments of the 
public and all these articles are aimed 
to acquaint the public with the dangers 
of fire, and how to live more safety 
from it.” 

In conclusion Mr. Sether said that 
fire losses last year amounted to $864,- 
000,000. This is 100% greater than those 
of 10 years ago, he pointed out. 

He explained the dollar is now worth 
less than half what it was 10 years ago, 
but the amount of property at risk— 
all the new homes, new factories, new 
business built since 1944—have increased 
by some $35 billion. 


Burning Ratio Declines 


“So what we in the insurance busi- 
ness call the burning ratio has gone 
down, even though the dollar losses have 
gone up,” he declared. 

“The burning ratio is the key to the 
question. All the fire prevention being 
done in this country today by the insur- 
ance interests, the fire department, you 


in the schools—by everybody, is definite- 
ly having a profound effect. We in the 
National Board are proud to have a 
part in this crusade against fire, and 
proud to have such staunch allies as 
you in the schools and colleges. But we 
cannot be satisfied with a reduction in 
the burning ratio. Staring us in the 
face is still the fact that 11,000 Ameri- 
cans—30 a day—lose their lives by fire 
annually. 

“No one can afford to relax in this 
fight against fire as long as fire takes 
such a toll. All our efforts—through 
engineering, research, building codes, 
ordinances, and education—are directed 
toward the ultimate goal of saving lives. 
Only when we have saved lives can we 
take any real satisfaction in fire pre- 
vention work.” 


Doremus to Explain New 


Forms in Baltimore Tonight 

President Charles H. Cover of the 
Association of Insurance Underwriters 
of 3altimore City, announces that 
Frederick W. Doremus, secretary-man- 
ager of the Eastern Underwriters’ Asso- 
ciation, will go to Baltimore today, 
October 22, to discuss the new dwelling 
policies with particular emphasis on the 
all physical loss and broad form policies. 

The meeting is set for 8:15 p.m. in 
the auditorium of the Maryland Casualty. 
The auditorium will seat 1,200 persons. 

Invitations to attend have been ex- 
tended to the membership of the Mary- 
land Association of Insurance Agents; 
the Delaware, Maryland, D. C. Field- 
men’s Club and the four large insurance 
companies domiciled in Baltimore. 

The meeting will take the form of a 
discussion-panel group. President Cover 
will act as moderator after Mr. Doremus 
has delivered his talk. Questions will 
then be asked by the panel members 
and from the audience. The six men 
panel will comprise Roland Neal, man- 
ager of the Maryland Fire U nderwriters’ 
Rating Bureau; Messrs. Sw: orig’ ra 
Gibbs of the Delaware, Maryland, ; 
Fieldman’s Club and Messrs. L con”, 
Horigan and Murphy of the technical 
study committee of the sponsoring as- 
sociation. 

Messrs. Fowler, Rhody, McKenney and 
Counselman, of the association’s educa- 
tion committee, are in charge of arrange- 
ments for the meeting. 


London Phone No. of Sterling 

Sterling Offices, Ltd., 25 Birchin Lane, 
London, will have a new telephone num- 
ber as of October 25. It will be Mincing 
Lane 1234. 








parties—Phone WOrth 2-2514. 





EMIL’S FINE RESTAURANTS 
“New York Rendezvous for Insurance People” 


23 Park Row (Opp. Woolworth Bidg.) Talk business and enjoy meals in 
reasonable privacy. Luncheons moderately priced. Lobster Dinner—$2.75 
all day. Table d'hote from $1.60. Kitchen open to 9 P.M. Bar till midnight. 


Now is the time to make your reservations for special HOLIDAY 


213 Pearl Street (near Maiden Lane) Real Old Atmosphere—Phone 
Digby 4-2348. Open till 8 P.M. Monday thru Friday. 
Both Members of Trip Charge System. 








American Transfers Mayo 
To Arlington, Virginia 

The American Company 
announces transfer of Agent 
Paul R. Mayo from Richmond to Arling- 
ton: )- Var Special Agent 
Richard J. Burk who has resigned. 

Mr. Mayo graduated from the College 
of William and Mary following his serv- 
ice in the United States Navy during 
World War II. After a two-year period 
in the home office he graduated from the 
advanced multiple line training class and 
was assigned to the southeastern Vir- 


ginia field. His office will be located at 
2030—Sixteenth Stret, N., Arlington. 


Insurance 
Special 


succeeding 


Jaffe on New Forms 


(Continued from Page 29) 


an official of one such company last 
March, soon after the Homeowners’ 
policies were available. He said he would 
have to turn down lines with a CPL 
limit of over $50,000. 

“T spoke to him again last week. He 
admitted to having written only eight 
Homeowners’ policies and not having 
had to turn down any. 

“It is my opinion that these package 
policies will be underwritten principally 
on the basis of the theft hazard. Atten- 
tion to neighborhood exposures is neces- 
sary. So is attention to the habits and 
finances of the assured as revealed by 
a report. An important factor, however, 
is the information and source selectivity 
that the broker brings to the under- 
writer. If you have built up a reputa- 
tion, based on experience—not confined 
to loss ratio experience—of having clean 
assureds presenting clean losses on clean 
business, then what you say to the un- 
derwriter is of paramount importance. 

“But if you've been careless with the 
type of people you develop as a clientele, 
your underwriter will rely more on the 
information he receives from outside 





Ohio Farmers Companies 


OHIO FARMERS INSURANCE COMPANY - ( ‘hactere® 1848 , 


OHIO FARMERS INDEMNITY COMPANY 


EASTERN DEPARTMENT, Philadelphia - - 





/ 


LeRoy, Ohio 


+ PACIFIC COAST DEPARTMENT, Los —— 


sources; and he’ll have more than a 
critical eye when he looks at any in- 
formation he gets on a risk. 

“It is fair to assume that underwrit- 
ing the theft hazard of the comprehen- 
sive dwelling policy might be just a bit 
more stringent than underwriting it on 
the Homeowners’ policy. This is due to 
the fact that the former has broader 
theft provisions, and that the flexibility 
of the contract makes possible a little 
bit of adverse selection against the com- 
pany. 


New Forms Nos. 849 and 850 


“Now we come to underwriting the 
direct damage dwelling forms, meaning 
of course the Broad Form No. 849 and 
the All Physical Loss Form No. 850. 
There is little reason to suppose that 
underwriting of these forms will differ 
materially from underwriting fire, EC, 
and AEC policies. This is despite the 
fact that the No. 850 policy is so very 
much broader in its scope,” observed Mr. 
Jaffe. 

“The replacement cost feature of both 
forms raises a problem. Until now un- 
derwriters generally have declined re- 
placement coverage on risks which have 
undergone obsolescence, as distinguished 
from mere physical depreciation. As an 
example, the Victorian type dwelling is 
one that is most unattractive—estheti- 
cally and to an underwriter. There are 
also quite a few who don’t like replace- 
ment coverage on any risks except rela- 
tively new buildings. 

“Under the old forms they had a 
means of declining the endorsement. But 
now, once they write the policy they’re 
stuck for replacement coverage on small 
losses anyway, which might not be a 
problem. However, they’re stuck for it 
on all losses if the assured carries 
enough insurance. This the underwriter 
doesn’t know without making a map sur- 
vey of each risk—and then he’s far from 
sure. 

Writing Old Dwellings 

“So look for resistance from some un- 
derwriters on old style dwellings, or 
just plain old dwellings, due to the re 
placement cost feature. 

“What I said before about older 
dwellings being unattractive from dan 
AEC aspect should be doubled in spades 
as far as the all physical loss is con- 
cerned. Some people have said they 
won’t write it on risks over 15 years old. 
This is an arbitrary stand. 

“We all can spot a good old risk and 
a poor new one if we're enough infor- 
mation about the risk. But when you 
write for a mass market without prac- 
tical opportunity for individual inspec- 
tions, some standards must be set. I’d 
prefer to underwrite by age and char- 
acter of neighborhood as a better clue 
to’ the physical maintenance of the risk 

“There’s also a special neighborhood 
situation regarding the backing-up-of- 
sewers exposure that must be given 
some consideration. However, I’m in- 
clined to think that this factor, along 
with others not mentioned here, will be 
observed more after experience develops 
rather than now. 

“Although all fire people know of the 
bitter lesson their marine brethren have 
learned with the development of the 
PPF, and although they are well aware 
that the All Physical Loss form has 
many unknown loss potentialities, I still 
don’t think that most of them are going 
to lean too heavily on the cautious side 
But don’t call on underwriter ‘chicken’ 
if he is too conservative for your think 
ing. He may turn out to be the smartest 
man in the business,” concluded Mr. 
Jaffe. 
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Supreme Court Not to 


Review Marine Ins. Case 
The United States Supreme Court has 


Hillcrea 
Insurance 
to ware- 


review the case of 
Universal 
“warehouse 


refused to 
Export et al, v. 
Co., which involves 


house” clauses in ocean marine cargo 
policies. This was one of the four cases 
mentioned in these columns last week 


as having been presented to the highest 
court. The refusal of the Supreme Court 
permits lower court decisions in favor 
of the insurance company to stand. 
Hillcrea Exports and associates had 
given the government a deposit of $100,- 
000 in a bid for purchase of clothing 
following a government decision to sell 
surplus clothing and other merchandise 
located in various places in the Aleutian 
Islands. The government had started to 
transfer the merchandise from dock to 
dock in the Aleutians, with clothing con- 
signed to a warehouse which burned 
before the company could pick up any 
of the clothing it had contracted to buy. 
Hillcrea ane to recover $150,026 
from the insurance company, but Uni- 
versal contended that no insurable in- 
terest had yet been established. Goods 
which were to be assigned to Hillcrea 
and the other had not been segregated 
from other merchandise, the government 
still retained the right to cancel the sale, 
and the $100,000 deposit check had neve1 
been transferred to the Treasury, Uni. 
versal argued. 
Hillcrea contended, 
that insurable interest begins when a 
purchased contracts to buy, and that 
the “warehouse to warehouse” clause is 
broad enough to cover the situation. 


it had lost profits, 


State Farm Mutual Cuts 
Auto Rates in Five Areas 


New low auto insurance rates for Cali- 
fornia, Minnesota, Montana, Pennsyl- 
vania and the District of Columbia are 


announced by State Farm Mutual Auto- 
mobile Insurance Company, Blooming- 
ton, Ill Effective date is October 18 
in all five states. 

Almost 750,000 State Farm Mutual 
policyholders in these areas will share 
savings aggregating over $1,900,000 an- 
nually, compared with prior State Farm 


Largest reductions are in collision 
with cuts in comprehensive 
liability rates in certain areas. 
territories, liability or compre- 
rates are slightly increased on 
passenger cars. Also, terri- 
boundaries are changed. 
Pennsylvania private passens ger 
reductions range from zero to 17¢ 
on bodily injury and property aee 


rates. 
coverages, 
and some 
In a few 
hensive 
private 
torial 

For 


cars, 


some 





liability, according to territory, and aver- 
age 15% © on collision insurance. Com- 
prehensive rates are unchanged, except 


for a 27% reduction in the Philadelphia 


area 
In the District of Columbia, ee Eo 
of 4.2% on liability and averaging 15.7¢ 


on collision apply to 
cars. Collision rates for commercial ve- 
hicles are reduced from 24.2% to 
39.9%, according to type of filet tics. 
( ‘omprehens sive rates for priv: ate passen- 


privi ate siienarer 


also 


ger cars are raised 14.8%, but the in- 
crease is more than offset by reductions 
in other rates for most State Farm 


pe licy he Iders. 


PA. SQUARE CLUB TO MEET 

The Insurance Square Club of Penn- 
sylvania will meet at the Neighborhood 
House of Christ Church, corner Church 
and American streets, Philadelphia Mon- 
day evening, October 25. Dinner will be 
served at 6:15. George A. Avery, grand 
secretary of the Right Worshipful Grand 


Lodge of Pennsylvania, will be the 
en This will be the first meeting 
in the club’s new quarters. 





| Letter to the Editor | 





Captain A. G. Lamplugh, underwriter 
for the British Aviation Insurance Co., 
Ltd., of London and widely known as a 
le iding authority on aviation insurance 
underwriting, has written this paper with 
reference to some statements made by 
Woodrow J. Van Hoven, vice president 
of United States Aviation Underwriters, 
Inc., of New York, in an address before 
the Fifth Hemispheric Insurance Con- 
ference at Rio de Janeiro, Brazil, in 
\ugust on underwriting jet aircraft. 
Captain Lamplugh’s letter follows: 

“My attention has been drawn to a 
recent issue in which appeared an article 
under the heading ‘Jet Transport may 
bring E xposures for Underwriters up to 
$15,000,000.’ In column one of this article 
the suggestion is made that the type of 


aircraft had been overlooked in rating 
B.O.A.C. fleet hull insurance. This may 
result from a misunderstanding of the 
standard practice in this market for 
many years that various rates for new 
and old type aircraft, based on ex- 


perience, are merged finally into an aver- 
age rate which is applied to all hulls 
comprising the fleet. 
‘The suggestion that 
followed such practice’ 
is intended to mean 
sults) is also misleading. Although the 
Comet losses naturally affected the 
figures for the fleet to which they were 
attached, the years under review have 
shown consistently satisfactory results.” 


Blue Goose Meets 
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‘dire results have 
(presumably this 
underwriting re- 


(Continued on 


Sack pot’ with a 120% gain and was 
awarded the cup presented annually to 
the Pond having the largest increase in 
membership. George P. Albiez, PMLG 
of New York City Pond and immediate 


PMLG of Garden State Pond, accepted 
the cup on behalf of Garden State. 
George was the subject of some well 


deserved special complimentary remarks 
by MLGG Mi: -— for the wonderful job 
performed by George in organizing and 
promoting the Garden State Pond. 

“It was pointed out that an endeavor 
is being made to write up the complete 
history of the Honorable Order of the 
Blue Goose to be ready for the 50th 
anniversary of the order in 1956. It was 
suggested by Grand Nest Historian Paul 
Rudd, who is a PWGQ, that each local 
pond submit its history to the grand 
nest historian prior to the 50th anni- 
versary convention so that all can be 
incorporated in a composite report. A 
motion was made and passed embodying 
Historian Rudd’s suggestion. 

“The presentation of charters to four 
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J. W. Stevens, Jr., Joins 


American-Associated Cos. 

J. W. Stevens, Jr., prominent in the 

California fire insurance field, has been 
cat fire and marine manager at Los 
Angeles for the American-Associated In- 
surance Companies, according to Don 
R. Sessions, Pacific ‘Coast vice president. 
Appointment of Mr. Stevens coincides 
with plans of the company to expand its 
fire operations in this territory to in- 
clude complete production, underwriting, 
and service facilities for hz andling mer- 
cantile and manufaciuring risks as well 
as dwelling business. 

After graduating from Stanford Uni- 
verity in 1933, Mr. Stevens joined the 
Royal- Liverpool Group, serving first in 
northern California and for the past 17 





years in the southern California field, 
where he has been state agent for this 
group in the Los Angeles office. He is 


immediate past president of the Southern 
California Fire Underwriters’ Associa- 
tion and the son of Jay W. Stevens, who 
for over 30 years has been assistant 
manager of the National Board of Fire 
Underwriters at San Francisco. 





new ponds gave current evidence of the 
fact that Blue Goose is a_ growing, 
healthy organization. The first charter 
to be presented was to the pond in 
Hartford, which has started out with 131 
members. This was particularly pleas- 
ing as it is certainly logical that Hart- 
ford, usually known as the insurance 
capital of the country, should have a 
Blue Goose Pond. The charter was re- 
ceived on behalf of the pond by Guard- 
ian Dick Farrer, who is a secretary of 
the National Fire ( rroup of Hartford. 
New National Officers 
“Election of grand nest 
sulted in the following new officers: 
MLGG Alex B. Young, Kansas City; 
GSOF Robert L. Wiseman, Washington, 
D. C.; GCOG Jules E. Simoneau, New 
Orleans; GGOP R. L. Fenerty, Calgary, 


Alberta, Canada; GKG GE Mark Wells, 


officers re- 


Los Angeles. 

“The election meant moving up of the 
various previous officeholders and _ the 
new man elected is the GRKGGE Mark 
Wells of California Pond in Los An- 
geles. Gander Wells is a PMLG of 
California Pond and an editor of an 
insurance magazine. 


New Jersey Pond Honored 
“The final act of the convention was 
truly a pleasurable one to your dele- 
gates because it did great honor to our 
sister pond in New Jersey. George Fell, 
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MLG of Penn Pond in Philadelphia, 
moved that the increase in membership 
cup awarded each year to the pond hay- 
ing the greatest increase in membership, 
be retired and permanently awarded to 
Garden State Pond in view of their re- 


markable 120% increase in membership 
this past year. Gander Fell pointed out 
that the cup had been in use for a 


number of years and a new one should 
be put in circulation. He stated further 
that he felt that this was an appro- 
priate time to retire the cup inasmuch 
as he thought that it would be a mig hty 
long time before any other pond could 
match the record of Garden State Pond, 

“Your delegate, Floyd C. Pickett, 
promptly seconded the motion and it 
was unanimously passed. PMLG George 
Albiez of Garden State Pond made an 
appropriate acknowledgment in his own 
inimitable way. The congratulations of 
New York City Pond are extended to 
Garden State Pond on this achievement. 

“Those attending from New York City 
Pond were as follows: Delegate Thomas 
P. Finegan and wife, Delegate Floyd C. 
Pickett and family, PMLGG Sam Me- 
horter and wife, PMLGG Phil Winches- 
ter and wife, DMLGG Max Buchenber- 
ger and wife, and Bill Lewis. 

“It is noteworthy that this was the 
17th grand nest convention attended by 
Gander Buchenberger, his wife having 
accompanied him 16 times, 

“Those attending from Garden 
Pond were PMLG George P. 
MLG Robert Stumpf and family, 
Charles Helmstedder and family. 

“It appears from this that the New 
Jersey and New York metropolitan 
area were well represented.” 

Max C. W. Buchenberger, chairman 
of the life insurance committee, reported 
that the pond has $203,000 in force in 
its group policy with the Bankers Na- 


State 
Albiez, 
Gander 


tional Life in New Jersey. He again 
urged members to take advantage of 
this loss cost coverage. 


Thomas P. Finegan Career 

Most Loyal Gander Finegan is widely 
known as an expert on loss adjustments 
and holds the position of assistant gen- 
eral adjuster of the Corroon & Rey- 
nolds Group. He serves under such au- 
thorities as George Vail, Sr., and George 
Vail, Jr. the latter also a member of 
New York City Pond. 

A native of Brooklyn, Mr. Finegan 
attended local schools and was g1 rad- 
uated pie Poly Prep and in 1933 from 
Union College. There he captained the 
lacrosse team and attained an All- 
American ranking in that sport in his 
senior year. He became a clerk in his 


father’s law office while attending 
Brooklyn Law School of St. Lawrence 
University. He received his Bachelor of 


Laws degree in 1936 and was admitted 
to the bar the following year. While in 
college Mr. Finegan became a member 
of Delta eulies fraternity and at law 
school he was admitted to Phi Delta 
Phi, a legal fraternity. 

Mr. Finegan entered insurance in 1938 
with the Hartford Fire in Brooklyn, 
where he served as an underwriter be- 
fore turning to loss work. In 1944 he 
joined the National Union Fire in New 
York as metropolitan loss manager. 
After four years in that post he trans- 
ferred to the Corroon & Reynolds Group 
where he has since served. He is a for- 
mer treasurer and secretary of Loss Ex- 
ecutives Association. 

In 1945 Mr. Finegan joined New York 
City Pond of Blue Goose and first be- 
came an officer in 1949, advancing since 
through the various posts to most loyal 
gander. He now resides in Ramsey, 
N. J., with his wife and four children. 
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W.N. Gaffney Elected Gen. Manager 


Of Surety Association of America 


Warren Gaffney, Commissioner of 
Banking and Insurance of New Jersey 
. e May, 1950, is the newly elected 

eneral manager of the Surety Associa- 
ti . of America, succeeding the late 
Martin W. Lewis. His election was 
yoted at a meeting of the full member- 
ship October 15, held at Hotel Astor, 
New York, and Mr. Gaffney will assume 
his new duties on November 1. 

\s general manager of the Surety As- 
sociation he will have over-all supervi- 
sion of its wide-flung activities, and will 
be a strong force in the association’s 
friendly relationships with other seg- 
ments of the insurance industry as well 
as in banking and construction fields. 
Membership is now at its peak—74 stock 
insurance companies engaged in fidelity, 
surety and forgery bond underwriting. 

Formed in November, 1908 

The Surety Association was formed in 
November, 1908, when conditions within 
the young surety business led to a com- 
petitive situation which jeopardized the 
solvency of the companies engaged in 
the relatively new business of fidelity 
and surety bond underwriting. A year 
later, in October, 1909, because of the 
complexities of rate making, the Towner 
Rating Bureau was established as a 
separate enterprise, under the able ad- 
ministration of Rutherford H. Towner, 
to compute and furnish rates to sub- 
scribing companies. 

The two organizations thenceforth 
progressed in meeting the requirements 
of an expanding economy and in servic- 
ing the rapidly growing business of cor- 
porate suretyship. As a consequence of 
developments arising from Public Law 
15, however, the Towner Rating Bureau 
was consolidated with the Surety Asso- 
ciation on October 23, 1947. All functions 
formerly exercised by one or the other 
of the two organizations, including rate 
making, were thereafter exercised solely 
by the Surety Association. 

This merger was designed to promote 
efficiency and to give broader service to 
member companies, the insuring public 
and supervisory authorities through the 
medium of a single organization. 

The first general manager of the com- 
bined organization was the late Martin 
W. Lewis, who had previously been 
president of the Towner Rating Bureau. 
Under Mr. Lewis’ direction, the Surety 
Association was enabled to meet pro- 
gressively important responsibilities aris- 
ing from the increased significance the 





WARREN N. GAFFNEY 


fidelity-surety business held for finance, 
business and Government. His untimely 
death on January 21, 1954, removed an 
outstanding figure from the surety 
world. Mr. Lewis’ work will now be 
carried on by Mr. Gaffney who brings 
to the association a broad background 
of administrative and legal experience. 

As New Jersey Commissioner of Bank- 
ing and Insurance Mr. Gaffney was an 
active figure in the National Association 
of Insurance Commissioners. His big- 
gest assignment with NAIC has been 
as 1953-54 chairman of its committee 
on unauthorized insurance. A member 
of this committee since 1951, he served 
as its vice chairman during 1952. He 
has also served on the following N AIC 
committees: uniform accounting, acci- 
dent and health, fire and marine, and 
valuation of securities. 

A native of New York City and a 
resident of Roselle, N. J., Mr. Gaffney 
was graduated from Fordham University 
School of Law in 1922. He was admitted 
to the New York Bar in 1923 and the 
New Jersey Bar in 1926. He is a mem- 
ber of the New Jersey Bar Association, 
the New York County Lawyers Associa- 
tion and the American Bar Association. 





C. & Ss. nies Hidiaias Award 
Of Honor to Delaware 


Recognition by the stock casualty in- 
surance industry of the outstanding 
quality of Delaware’s driver training ef- 
forts was given at Wilmington, Del., 
October 21, with the presentation of the 
“Award of Honor” of the seventh an- 
nual national high school driver educa- 
tion award program to Governor J. 
Caleb Boggs. 

Presented by Thomas A. Seals, as- 
sistant education director, accident pre- 
vention department, Association of 
Casualty & Surety Companies, which 


sponsors the award program, the award 
was made at the opening session of the 
annual convention of Delaware Educa- 
tion Association. It is the seventh award 
to be made to the state since the pro- 
gram was started in 1947. 


OPEN HOUSE PARTY AT NEW H.O. 


Mass. Casualty of Boston Entertains 300 
at 50 Congress St. Offices; President 
Milan A. Heath, Chief Host 

Massachusetts Casualty of 
held an “open house” party Wednesday 
afternoon, October 20, at its new home 
offices on the second floor of 50 Con- 
gress Street, Boston. Some 300 general 
agents, ements and friends were wel- 
comed by President Milan A. Heath and 
other officers of the company. About a 
dozen general agents from out-of-town 
cities attended. - 

The new home office quarters are com- 
pletely modern in every respect, includ- 
ing central air conditioning, cork or car- 
peted flooring, acoustical ceiling, the 
latest in modern lighting and window 
draperies. 


3oston 
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Industry Cooperation 





Sought for S-D Day 





DESIGNATED AS 1 DECEMBER 15 


President’s Action Committee for Traffic 


Safety Suggests Steps for 
Accident Prevention 





The President’s Action Committee for 
Traffic Safety in the past few weeks 
has been in touch with the insurance 
industry, asking for industry cooperation 
in the staging of a National Safe-Driving 
Day on December 15, and urging 30 days 
of organizational efforts leading up to 
the climax day. 

Along with the letters being sent out, 
the committee is distributing work 
sheets suggesting steps which might be 
taken by insurance executives, associa- 
tions and agents in order to put across 
December 15 as a day on which there 
will not be a single accident nationwide. 
The work sheet was devised by insur- 
ance industry leaders who are serving 
on the insurance industry advisory com- 
mittee. 

Governor Robert F. Kennon of Louisi- 
ana, chairman of the Governors’ confer- 
ence, has telegraphed to the Governors 
of the other 47 states to ask their active 
participation. As the representative of 
public officials on the President’s com- 
mittee, Governor Dan Thornton of Colo- 
rado will ask all Governors to issue offi- 
cial proclamations on November 15, 
designating December 15 as S-D Day, 
and launching the 30-day campaign. 

Publicize Safety Effort to Employes 

The work sheet suggests that the in- 
surance industry first publicize the 
safety effort to its own employes before 
involving its policyholders and the gen- 
eral public. “Insurance personnel must 
not be involved in auto accidents and 
should set the proper example at alli 
times in displaying courtesy and good 
sportsmanship behind the wheel.” Edi- 
tors of employe and policyholder publi- 
cations should be swung behind the cam- 
paign immediately, it was urged. 

Insurance people should try to sell top 
management before general employes, so 
that a good example can be set for the 
employes. It is suggested that insurance 
comps anies- devote part of theid adver- 
tising space in publications and time 
over the air to selling the S-D story. It 
is also suggested that annual conven- 
tions and conference be used as spring- 
board to popularize the event. Canned 
talks for employes and agents are cited 
in the work sheet, along with bulletins 
to agents. 


Contact Public Officials 


It is also announced that insurance 
personnel, especially agents, contact 
their local police officials to discuss S-D 
day with them and to see how they can 
help in promoting this event. Insurance 
personnel should also contact their 
clergy. 

“Local groups can spot eye-catching 
displays, such as a wrecked car, at strate- 
gic locations. This will emphasize the 
negative approach, and a positive mes- 
sage should accompany the exhibit. It 
is further recommended that the display 
not be located where it may become a 
traffic hazard.” 

Parades were strongly urged and it 
was suggested that these occasions be 
used to honor effective safety groups, 
such as safety patrols. 


J. W. Mahoney Gets Phila. 
Post With Amer. Casualty 


The American Casualty of Reading 
has appointed John W. Mahoney as 
manager of the fidelity-surety depart- 
ment in its Philadelphia branch office, 
effective October 18. 

Mr. Mahoney, a graduate of State 
Teachers College of Millerburg, Pa., has 
completed courses in business adminis- 
tration at University of Pennsylvania 
Evening School. 

Mr. Mahoney’s bonding career began 
in 1946 following his discharge as first 
lieutenant in the Army Engineers Corps. 





IAC One-Day Forum to 


Be Conducted Nov. 15 





AT NEW STATLER IN HARTFORD 
“How Can We Stele s Agents Sell Their 


Services?” To Be Underlying Theme of 
Program Arranged by V. P. Doty 


Under the chairmanship of William H. 
Doty, supervisor, publicity department, 
Aetna Insurance Co., who is +“ vice 
president in charge of programs, the In- 
surance Advertising Conference will hold 
a one-day forum meeting Monday, No- 
vember 15, at the new Statler Hotel, 
Hartford. The program, now completed, 
is as follows: 

“How Can We Help Agents Sell Their 
Services?” is the opening topic and un- 
derlying theme of the forum, and the 
moderators of the morning discussion on 
this timely subject will be Charles E. 
Freeman, secretary, the Springfield 
Group, and Joseph E, Stevens, adver- 
tising manager, National Surety Corp. 
Selection of this theme was in keeping 
with the desire of IAC to be of greatest 
usefulness to stock company agents and 
brokers who are alert to the fact that 
the value of their services is being ques- 
tioned as never before. Producers are 
convinced that the service rendered by a 
good agent or broker is well worth a 
price differential and they are looking 
for help and guidance in selecting the 
best means of convincing the public 
that agency or brokerage service is a 
“good buy” at going prices. 

Tied in with IAC’s underlying theme 
will be the sub-topic, “What Results 
May Agents Expect from Advertising?” 
W. H. Harrison, Jr. Luncheon Speaker 

Walter M. Harrison, Jr., assistant 
manager, public information and adver- 
oe department of the Travelers, will 
be the luncheon speaker, his topic being 
“What the Connecticut Association of 
Insurance Agents Is Doing.” 

The afternoon session, which will con- 
vene at 2 p.m. will start off with a 
panel discussion on “Do We Need Big- 
ger Advertising Budgets?” Moderators 
of this panel will be Harry G. Helm, 
advertising manager, Glens Falls Group, 
and Lewis S. Dabney, advertising man- 
ager, The Employers’ Group. 

Thereafter attention will be focused 
on “IAC Projects” and this will provide 
an opportunity for suggestions to open 
up a wider and more useful future for 
the Insurance Advertising Conference. 
Moderators will be Robert E. Brown, 
Jr., assistant manager, advertising and 
publicity department, Aetna Life Affili- 
ated Companies, and Vice President 
Doty. 

\ half hour period of open discussion 
under the direction of Harry V. Carlier, 
IAC president, who is assistant secretary 
of Northern Assurance, will complete 
the day’s program. 

In announcing the program Vice Pres- 
ident Doty expresses the hope that those 
planning to attend will make their hotel 
reservations promptly through Mrs. M. 
C. Ellson, IAC executive secretary, 14003 
Barcalow Street, Somerton, Philadelphia, 
16, Pa. In anticipation that many mem- 
bers will plan on arriving in Hartford 
Sunday afternoon, November 14, regis- 
tration for the forum will open at 4 p.m 
on that day and a reception will follow 
at 6 p.m. Registration fee for the entire 
meeting has been fixed at $12. 


IAC to Hold ’55 Annual Meet 
In Atlantic City, June 26-28 


Insurance Advertising Conference has 
selected Atlantic City, N. J., as the site 
for its 1955 annual meeting. It will be 
held at the Claridge Hotel, June 26-28 
Full details as to program, rates and 
reservations will be sent to IAC mem- 
bers later on. 





His experience since then includes home 
and branch office underwriting and pro- 
duction work. 
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Brodsky Lauds Value of CPCU in 
Surety’s Growing Volume and Problems 


As guest speaker at the October 14 
luncheon meeting of the New York 
Chapter of the Society of Chartered 
Property & Casualty Underwriters, held 
at the Hotel Plaza, New York, John 
C. Brodsky, vice president, America Fore 
Insurance Group, declared that surety 
men look forward to the strengthening 


added, 


holds great 


of insurance education and he 


“I can say to you that CPCU 


interest for us in the possibilities it 
holds out of bringing about some dis- 
cerning attitudes for surety’s growing 


volume and concommitment 


title of Mr. 
“Education for 


problems.” 
Brodsky’s address was, 


Bonds.” 


Surety 


Corporate bonding today is undertaken 
by insurance companies because their 
acilities are appropriate and adequate 
to do so, said the speaker. “To assure 
someone or some private concern, or a 
municipal or government authority that 


entered into or the require- 
statute or ordinance in- 
bonded individual’s project 
can be adventuresome 
often brings to 

fairly intangible and obscure or indis- 
cernible risks. The surety must appr 
them, then stand ready to do what the 
individual is res pon isible to do, or, if 


greements 
ments of law, 
volved in the 
will be carried out, 
for the surety and 


aise 


that is imprac ticable, it must pay the 
dollar penalty named in the bond for 
failure to perform 

“Well, what’s so difficult about guaran- 
teeing things?” asked Mr. Brodsky. 


“Most people are honest. Few of you 
ever see an embezzler. Even if otherwise 
inclined dishonest people are compelled 


to be honest—are not auditors and ac- 
countants always around? Beneficiaries 
estates are so hungry for money they 


‘ke n’t give an administrator chance to 








run away with the assets. Public officials, 
by and large, make honest livings and 
have on of pe ple to tell them how 
to run their offices or what the law re 
quires of them. Contractors know saci 
business and can borrow plenty of mon 

to carry on their ope rations. And « 

the many miscel underti ne ot 
men in a and business, none 
wants to commit himself to something 


he doesn’t think he can accomplish.” 


Cases of Defaulting 
















lurning to the subject of the defaulter, 
ish it on to consider just 
a person 
bank employe in 
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him. I would say 
red not just dishonesty 
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employer’ t doctor’s bill 
An esteemed gent an plunders the 
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r year, just to do charity 

“Amid = the defaults that ¢ 
ith wine song, count 
ess unusu ‘ted | hich 
must be c ee when appraising gen 
expe rier ‘eon a particular bonded 

line of industry. Experience of loss fre 
quency in lines of business is another 
fa our underwriters must know 
ibout. Knowledge is needed of the rela- 
tive exposures in different lines ; so is 
knowledge of internal controls and out 

side audits 

In the true surety risks,” he con- 
ued, “‘t se in which added obligations 

to that of ir included, there 


for technical edu 
official is 








ation and 


experience. Every 
responsible for the acts of his deputies, 
i s and even the rege force 


“nglish Common Law the official 











BRODSKY 


JOHN 


is an insurer of public funds. If his col- 
lections are stolen on the premises, they 
are his loss. If fire destroys his cash or 
securities, it is his loss. If he puts money 
in the iusike and the bank fails, unless 
the most exacting depository require- 
ments have been complied with, it is still 
the treasurer’s loss. An unschooled un- 
derwriter would quickly experience the 
costliness of such inexperienced under- 
Writing.” 


Situations Where Bonds Are Required 
Mr. Brodsky 


vetween the 
citizens generally, 


said that: “In the contact 
Federal government and 
there are a great many 
situations where bonds are required, 
largely to assure the payment of taxes 
and the doing of the special things which 
the seviiadanels permits or requires out- 

le of normal business routines, such as 


side 
in the enforcement of the Pure Food 
Laws, the Securities Act, the Interstate 


\ct, the operation of the Fed- 

and procurement for sup- 
material and equipment for all 
departments. Each has its 
regulations and no tyro- 
take charge of 


( ommerce 
eral 
plies of 
ernment 
vn technical 
underwriter can safely 
kind of business. 
“May I speak for a moment on a 
inating line of suretyship, to wit: 
the guarantee of the performance of con- 
struction contracts. That is a field where 


( ‘ourts, 


that 


fascina 


suretyshiip is constantly growing, and 
doing so because of the great multiplicity 
of projects called for by our growing 
population and economy. Housing de- 
velopments, schools, fire houses, various 


types of reg rac public buildings, river 
improvements, highway con- 
struction and moderniization, dams, irri- 
ation systems, airports, viaducts, bridges 


and | bor 


id tunnels. Many of these works are 
undertaken by individual contracts—the 
rge ones by a group or joint venture 
of contractors. Practically all must be 
bonded 

‘To point out some of the hazards 
ctual cases—a middle-aged contractor, a 
low bidder on his way from the bid 
lettering, was stricken dead on the capi- 


tol steps at Lexington, Ky. Last year, in 


Baltimore, young contractor lost his 
ife attempting to rescue a child from 
drowning, at the moment when he was 
mid-way in the progress of two im- 





ant jobs. Recently a surety company 
had to complete a contract because the 
experienced a mental break- 
vn and is spending the rest of his days 
asylum 

Benefit of the Research Attitude 


is classified for admin- 
insurance, there is 
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MacMeekin of Aetna C. & S. 
Addresses W. Va. Bankers 


Thomas MacMeekin, Jr., supervisor of 
fidelity and surety production for the 
Aetna Casualty & Surety Company, 
a guest speaker October 14 at the West 
Virginia School of Banking at Jackson 
Mills, W. Va. 

In his talk to the 250 bank 
attending this annual gathering, Mr. 
MacKeekin outlined the special forms 
of protection required by banks as well 
as the standard insurance coverages 
needed by practically all commercial 
firms. He urged the bankers to seek the 


was 


officials 


services of “competent, professional in- 
surance agents” who can draft such a 
program, put it into operation and then 


keep it up to date. 


58,000 PAR VALUE STOCK SALE 

Civil Service Employees Insurance 
Corp., San Francisco, has been granted 
a permit by the ¢ California Department 
of Insurance to sell 58,000 shares : its 
$10 par value stock to residents of Cali- 
fornia at $27.50 per share, and also has 
been granted a permit to sell 10,000 of 
its $10 per value shares at $27.50 to a 
selected list of qualified and eligible civil 
service employes, a list of those coming 
under this design: ition being on file with 
the Department. 


Reader’s Digest Article 
Cites Hazards in Home 


Homes are full of “legal booby traps” 
which may result in accidents and suits 
for heavy damages, Jerome Beatty warns 


householders in a November Reader’s 
Digest article condensed from American 
war 

“At lea a million visitors, delivery 


boys and kamlpeaes are injured annu mi 
and each accident is a potential lawsuit,” 
the article says. A rare roller s me 
left on the back porch, the ice we haven't 
bothered to clean off dhe front steps, the 


rake left standing against a tree may 
lead to injuries to visitors or tradesmen 
and judgments which “may blast our 


savings and cripple our standard of 
living.” 

More and more householders are com- 
to regard the menace as they would 
threat of fire, the Digest says, and 


themselves with compre 


ing 
the 
are protecting 
hensive liability insurance. 

“Not only is this kind of insurances 
relatively inexpensive,” the al rticle states, 
“but the insurance companies are better 
equipped to handle claims for damages, 
which may be exorbitant and unjust.” 


‘LICENSED ‘IN CONNECTICUT 

‘he Carolina Casualty Insurance Co. 
has se iene that as of October 8, 
it is licensed to do business in Connec- 
ticut. 





U.S.F.& G. Opens Albuquerque Office 


United States Fidelity & Guaranty 
opened a branch office at Albuquerque 
on October 1 to handle its business in 
New Mexico. The territory was _for- 
merly handled by the branch at Denver. 

Russell L. Smalley who was assistant 
manager for U. S. F. & G. at Denver, 
is manager of a new Albuquerque of- 





Lawrence Kk. King, formerly special 


fice. 
agent on the Denver office staff and 
stationed at Albuquerque, is assistant 


manager. The office is quartered in the 
just- -completed U. S. F. & G. building, 
one of the most modern insurance struc- 
tures in the country. 


Joined Company in 1927 


Mr. Smalley, a native of New Jersey, 
joined U. S. F & G. in aiken in 
1927. After a number of years as special 
agent in various of its field offices, he 
was manager of suburban production in 
New York City. He was appointed as- 
sistant manager at Denver in 1953. 

Mr. King was employed in 1946 as a 
casualty underwriter in the Cleveland 


office. After a period as job analyst in 
Jaltimore, he became a special agent in 
the Cleveland territory, being transferred 
to the Denver staff and to Albuquerque 
early in 1951. 

Building Contains 15,000 Square Feet 


The new building is a two-story struc- 


The 


ture containing 15,000 square feet. 


second floor, built at right angles to 
the first floor, overhangs a brick patio 
and paved parking area. The exterior 


is granite and brick, with glass panels 
throughout to allow for natural lighting. 
The trim is stainless steel 

The building, which is completely. air 
conditioned, was built by Craftsmen Con- 
struction Co., Inc. of Denver and de 
signed by Flatow & Moore, architects. 
It was built on four lots which the 
U. S. F. & G. purchased last February at 
San Mateo Street and Cole Avenue. The 
company entered New Mexico to trans- 
act business in 1898, some 14 years be- 
fore that territory became a state, 
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Goss Sees Advantage 
Of Offensive Position 


IN PUBLIC RELATIONS EFFORT 


Addresses New Hampshire Agents; Out- 
lines Three-Point Program; Gives 
His Observations 


Public relations is of major impor- 





tance to the insurance industry as a 
whole and the agent in particular, Bert 
C. Goss, executive vice president of Hill 
and Knowlton, Inc., public relations 
counsel of the Association of Casualty 
& Surety Cos., declared recently as he 
outlined a three-point program to dispel 
misunderstandings. In so doing he said 
that “the best way to avoid being put 
on the defensive is to stay vigorously on 
the offensive, year after year. 

Speaking before the New Hampshire 
Association ‘af Se gree Agents at 
Sugar Hill, N Mr. Goss said: “The 
insurance Rese is fortunate in having 
in the agency sy stem a priceless contact 
at the so-called ‘grass roots’ of public 
opinion. What other industry has a 
task force educated and trained in deal- 
ing with the public, operating at the 
grass roots in almost every town and 
hamlet? Despite these unusual and out- 
standing advantages, it is apparent that 
your industry and your agents face nu- 
merous problems in public relations. 

“To an outsider, it seems the flaw 
must be a failure to communicate the 
full facts about your business and its 
contributions. Your product is sound, 
you clearly conduct your business fairly 
and in the public interest, so the lack 
of public understanding can only stem 
from incomplete information. Here are 
some observations: 


What Agents Must Do 


“1, Agents can continue to carry on 
their operations so as to maintain and 
even enhance their reputation for pro- 
viding a valuable service at a fair cost. 
Unless your relations with each client 
maintain your own reputation and help 
that of your industry, nothing can help 
solve the problems you face. 

“2. Agents can in every contact with 
clients seek to impart more accurate in- 
formation about the industry, its costs 
and problems, and the function of the 
agent. There is no method in public 
relations superior to a _ personal ex- 
planation. Neither the industry nor you 
as an agent can afford to pass up so 
vital an opportunity to wipe out mis- 
understanding and establish apprecia- 
tion on the part of those making a 
direct pocketbook contact with insur- 
ance. 

“Through your own associations and 
from the companies and the national 
insurance company organizations, there 
is available a great deal of interesting 
and effective material useful in inform- 
ing the public about insurance problems. 
Obviously, if you fail to use this ma- 
terial, you merely compound your own 
public relations problems. 

“3. In your own community, agents 
can become effective public relations 
representatives of your industry. Ob- 
viously, this is not to say that you can 
afford to try to be a professional or 
part-time practitioner. You can, how- 
ever, speak up for your industry when 
the opportunity arises and you can sup- 

ply answers whenever missti itements 
are made, This you can do in your so- 
cial and civic organizations and in con- 
tacts with the media of communications, 
the press and radio/TV. 





Public Service Activities 


“But I would stress here that it is 
not enough to talk, write and illustrate 
your story to the public,” Mr. Goss con- 
tinued. “Good public relations calls for 
public service activities. In your busi- 
ness you have unique opportunities to 
identify with the most pressing con- 
cerns of the public—the personal inter- 
est of all citizens in highway safety, in 
better roads, in driver education in 
schools. You can constantly operate on 
the offensive against common enemies. 
And you can tie up your safety pro- 





grams with the pocketbook appeal of 
lower rates. The best way to avoid be- 
ing put on the defensive is to stay vig- 
orously on the offensive, year after year. 
“Reaching and influencing public opin- 
ion is slow and difficult. No single ef- 
fort, regardless of how well calculated 
it may be, can be decisive or finally win 
public opinion to your side. You have 
to win your public bit by bit, day by 
day, never tiring of repeating what is 
obvious to you. Leave a vacuum and 
someone else will fill it—maybe the most 
irresponsible critic of your industry. 


“However, long experience in testing 
and analysis in the field of public rela- 
tions brings you this assurance; con- 
tinuity of effort with a carefully de- 
signed program will win public opinion 
and hold it for your enterprise if your 
deeds measure up to your words. 

“Your stake in public relations is as 
great as your dependence upon public 
confidence. In your field this confidence 
has to be built on a sound understand 
ing of what the consumer is buying and 


why that product must include your 


professional services.” 


W. J. CODY MARKS 25 YEARS 

William J. Cody, supervising under 
writer in the home office automobile d¢ 
partment, observed his 25th service an 
niversary with the Hartford Accident & 
Indemnity Co. on October 15 


OFFERING PERMIT GRANTED 

Peerless Casualty Co., an admitted in 
surer, has been granted an offering per 
mit to sell not to exceed 13,700 shares 
of its capital stock to residents of Cali 
fornia 
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AS CLOSE AS YOUR PHONE: A Connecticut General broker- 


age office is ready to give you, the general insurance man, 
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sales and promotion 
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Philadelphia Company Gets Agents’ 
Likes and Dislikes Through Survey 


A survey conducted among agents of 
the Pennsylvania Lumbermens Mutual 
of Philadelphia by Gray & Rogers, ad- 
vertising and public relations agency, did 
a thorough job in probing deeply into 
the needs, desires and motives of agents 
and their reactions to the company and 
its policies. 

In reviewing the results of this sur- 
vey, Fred H. Ludwig, newly elected 
president of PLM, notes that “insurance 
agents are more concerned about giving 
better service to their clients than they 
are about dividend and commission 
schedules.” However, he added: “Of 
course, there actually is a money-making 
motive in this universal concern’ for 
giving better service.” 

President Ludwig was again in the 
news several days ago when he an- 
nounced that PLM’s board of directors 
has voted to return to policyholders the 
ighest dividend payments made by the 
company in the past 30 years. Among 
increases announced was a 15% dividend 
to policyholders on auto physical dam- 
age, fire, theft and collision; an increase 





from 15% to 20% on dwellings, apart 
ments, household e grap property, 
and continuance of 15% dividend on 


all general lines of i & O., rents and 
profits coverages, and other coverages 
written on fire policies. This is an in- 
crease from 10% to 15%, made last year. 

The states of Pennsylvania, New 
York, New Jersey, Delaware, Maryland, 
Virginia, North and South Carolina will 
receive the benefits of these increases, 
Mr. Ludwig said. They are payable on 
all policies with expiration dates after 
December 31, 1954 

Other Facts Disclosed by Agents’ 


Survey 


Summarizing other results of the 
agents’ survey, President Ludwig brought 
out: “Personal contact still is the most 
important single element in the insur- 
ance business from the company level 
to its local agents as well as from the 
local agents to their customers.” 

The service given by PLM special 
agents was cited by a high percentage 
of those interviewed as the most impor- 
tant single factor in determining the 
volume of business that is placed with 
the company. 

In the mind of the average customer, 
the most important factor is not the 
insurance company. It is the local agent 
Pennsylvania Lumbermens Mutual, as 
well as any other insurance company, 
is dependent upon the knowledge, in- 
tegrity and personality of its local repre- 
sentatives. 

Although local agents. admit that it 
makes a long work week, they agree 
that the need for continual personal 
contact and service is part of the in- 
surance business that cannot be ignored 

“What we need,” said one agent, “is 
instruction on how we can make better 
use of our time so we can give better 
personal service to more and more peo- 
ple.’ 

The already strong trend toward in- 
surance counselling, as against pure sell- 
ing, iS gaining momentum fast, accord- 
ing to the PLM survey. Many agents 
indicated a growing need for a complete 
comprehensive insurance program that 
can be offered in a single package. 

Periodic review of the client’s insur- 
ance program is becoming of increasing 
importance both in getting new business 
and in keeping the old. As each indi- 
vidual’s program is examined, a check is 
made, of course, to see if additional 
coverage or new types of insurance are 
required 

Personalized Counselling Approach 

The personalized-counselling approach 
to insurance selling has brought about 
a public awareness of the value of 


comprehensive insurance protection. In- 
surance business trends include broader 
coverage against all types of risks. 
fast rising market has been noted for 
business interruption policies. Industrial 
firms and commercial enterprises are 
increasing their insurance protection— 
particularly through these policies. 

Most agents who have followed the 
trend toward personal counselling have 
discovered an insurance demand _ that 
apparently disregarded entirely the 
prophets of doom who warned against a 
slump in business this year. On the 
contrary, business has been surprisingly 
good and the prospects for the balance 
of the year are excellent 

The old formula for making money in 
the insurance business still is the best— 
sell everybody coverage on everything. 
Very few of the PLM local agents con- 
centrate on any one type of business 
or industry in their selling effort, ac- 
cording to the survey 

As one agent puts it, “I sell every 
welcome mat on the stoop and every 
smokestack in the sky.” Agents ob- 
viously feel that they cannot afford to 
overlook any potential customers if they 
are going to keep their volume of sales 
at a maximum. 


Late C. F. Joyce of Buffalo 
Left $110,073 Gross Estate 


Charles F. Joyce, who founded Charles 
F. Joyce & Co. of Buffalo and was one 
of the pioneering production men in the 

nev field, left a gross estate of $110,- 
073 when he died last March 25. This 
figure was given in the state tax ap- 
praisal filed in Surrogate’s Court, Buffalo. 
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Allstate Seeks More 
Driving Instructors 


FOR HIGH SCHOOL PROGRAM 


E. R. Klamm Cites Grants Given for 
Teacher Education; Sees Definite Con- 
tribution Towards Student Training 


“The first step in seeing that our na- 
tion’s teen-agers become safe drivers is 
to assure an adequate supply of properly 
trained teachers of high school driver 
training courses,” the National Commis- 
sion on Safety Education, meeting in 
Washington, D. C., was told today by 
Edward R. Klamm, safety director ot 
Allstate Insurance Co. 

“Only one out of four high school 
students received driver training last 
year,” said Mr. Klamm, “but this picture 
will improve consider: ibly in the coming 
year, mainly because more qualified 
teachers are available to instruct these 
courses ” 

The speaker said that more than 300 
driver education courses were provided 
by colleges nationally for the training 
of teachers this past summer, and _ that 
his prediction was based on a survey 
of one of the projects sponsored by his 
company. 

Series of College Grants 


“Allstate,” he continued, “has recog 
nized that it has a duty to aid in the 
development of qualified driving in- 
structors as its contribution to highway 
safety, through the Allstate Foundation, 
established in 1952, we began a series of 
college grants for the purpose of train 
ing teachers to properly instruct driving 
courses. The program began modestly, 
with four $5,000 grants in 1953. This 
year, the Foundation awarded 22 such 
grants, totaling over $100,000.” 

In Mr. Klamm’s opinion, this program 
has made a definite contribution to the 
raising of driver educ: ation teacher 
qualifications, thereby assuring better 

(Continued on Page 37) 
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Urges Improvement in 
Driver Training Courses 


T. N. BOATE’S “TALK IN CHICAGO 
Dr. H. J. Stack Annenions New College 
Textbook on “Driver Education and 
Highway Safety” 





A call for much needed improvement 
in the quality of the driver education 
courses being taught in the nation’s high 
schools was issued at Chic age by 
Thomas N. Boate, accident prevention 
manager of the Association of Casualty 
& Surety Companies, October 20, in an 
address to the 12th annual driver du- 
cation breakfast conference. 

The breakfast conference, sponsored 
by the Association, is held each year 
in conjunction with the National Safety 
Congress. More than 150 leading educa- 
tors specializing in highway safety edu- 
cation and other public officials repre- 
senting every state in the nation 
attended and participated in the dis- 
cussions. 

Mr. Boate, who was host at the 
breakfast, struck the keynote of the 
conference when he introduced its 
theme, “Improving the Quality of Driver 
Education.” He cited records of the na- 
tional high school driver education award 
program to show that approximately 
one-half of the public schools of the 
nation are presently teaching driver ed- 
ucation to 757,536 of the 1,500,000 eligible 
students. This indicates that high school 
driver education is now well established 
from the point of view of quantity, Mr. 
Boate said, adding: 


Improve Quality of Instruction 


“Today’s challenge to the educators of 
the nation, therefore, now lies in im- 
proving the quality of instruction and 
course content. Such emphasis, however, 
should not overlook the hard fact that 
there are still 11,000 public schools lack- 
ing driver education courses of any 
kind. 

“When it is realized that there will 
be 60,000,000 cars on America’s high- 
ways by the end of 1955, an increase 
of 100% in only ten vears, the meager 
expenditures of only $12,000,000 annually 
for high school driver education as com- 
pared with the yearly spending of $22 
billion for new autos, trucks and buses, 
$7 billion in taxes on motor vehicles, 
fuels and license fees and another whop- 
ping $12 billion to keep this automotive 
empire moving, the tragic consequences 
of this monetary neglect in the hordes 
of unskilled drivers on tomorrow’s high- 
ways is horrifying to contemplate.” 

An increase in the number of colleges 
and universities now providing courses 
for driver education teachers as well as 
driver education courses for the non- 
trained college student was warmly com- 
mended by the meeting. Darling- 
ton, Jr., managing director of the inter- 
industry highway safety committee, 
spoke on the availability of practice 
driving automobiles and the importance 
of behind-the-wheel training. This group 
is responsible for loaning 7,300 automo- 
biles to high schools for driver educa- 
tion purposes during the 1953 - 54 school 
term. 


Stack, Blaisdell and Clark on Program 


Dr. Herbert J. Stack, director of the 
Center for Safety Education at New 
York University, addressed the meeting 
on “What’s New in Driver Education,” 
and said that for the first time in the 
history of the movement a college text- 
book on driver education, ‘ ‘Driver Edu- 
cation and Highway Safety,” is now 
available. He also described the 1954 
revision of the high school textbook, 
“Man and the Motor Car,” which has 
been expanded and improved. Both vol- 
umes were produced by the Center for 
Safety Education and published by 
Prentice - Hall. 

Paul H. Blaisdell, director of the traf- 
fic safety division of the Association of 
Casualty & Surety Companies, reviewed 
the performance and growth of the na- 
tional driver Audion award program, 


(Continued on Page 37) 
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Carson Sees Advantage 
In Direct Writer Rivals 


SUPERIOR SERVICE WILL WIN 





Addresses Rhode Island Agents; Today’s 
“New Normality” Market to Sharpen 
Competition; Cites Self-Service Era 

Ellis H. Carson, president of National 
Sure'v Corp., and vice president of the 
Firerian’s Fund Insurance Group, de- 
clare) this week that the insurance in- 
dustry can turn to its ultimate advan- 
tage the fact that so many more people 
in the U. S. are coming to have contact 


ELLIS: H. CARSON 


with insurance even if initially they suc- 
cumb to the blandishments of the direct 
writers. 

In a speech delivered at the annual 
banquet of the Rhode Island Association 
of Insurance Agents, held at Providence, 
October 18, Mr. Carson pointed out to 
his audience that “the American tem- 
perament is such that we can bank on 
a demand for the best in services as 
well as commodities.” His talk was en- 
titled, “New Horizons in the Self-Service 
Era.” 

The speaker was confident that the 
American public can be counted on to 
respond to repeated demonstrations by 
insurance agents and brokers of sus- 
tained personal interest and effectiveness 
in fulfilling their exacting requirements 
and expectations. “It is for us in the in- 
surance industry,” he declared, “to 
stimulate in the minds of the buying 
public an ambition for adequate high 
caliber insurance and for a quality of 
service which will make them willing to 
pay a reasonable price for it.” 


Group Life Expansion 


Mr. Carson first directed attention to 
the tremendous expansion in the group 
life insurance field over the past 15 or 
20 years, pointing out: “This has been 
a major factor in the phenomenal 
growth of life companies. It has also 
vastly extended the number of individ- 
uals securing for the first time the bene- 
fits of life insurance. 

“When I have had occasion to speak 
to our employes at the time our group 
life contracts were broadened, I have 
emphasized to them that, generous as 
these provisions are, they should be re- 
garded only as an initial step in the 
development of their own personal life 
Insurance programs. I have given them 
clearly to understand that they are 
building up no surrender or loan values 
and explained that the insurance is 
strictly on a term basis.” 

_ Speaking of the similarity of trends 
in life and automobile insurance, Mr. 
Carson continued: “Now this growth of 
group life insurance has had an effect on 
Ordinary life insurance which has in 
some respects been paralleled by what 
has been taking place in the field of 
automobile insurance. Group contracts 





have siphoned off hundreds of thousands 
of wage earners who might otherwise 
have been initial prospects for individual 
policies. It is to quite an extent due to 
the widespread applicability of group in- 
surance that the growth of individual 
Ordinary life policies through local 
agency channels has not kept pace with 
the increase in per capita buying 
power.” 

Later on, in considering the continu- 
ing responsibility of producers, the 
speaker declared that, “Without any 
special knowledge or previous experi- 
ence in the matter, a layman may think 
that an insurance policy can be bought 
with the same ease and lack of dis- 
crimination as a railroad commutation 
ticket and, similarly, that there will be 
no question but that the insurance policy 
will remain in force for the period 
stated. There is no need for me to 
detail to you the serious shortcomings 
in these assumptions. 

Relationship With Insured 

“Let me however mention one vital 
aspect of a producer's relationship with 
his insured which has not been pub- 
licized. I refer to the fact that your 
connection with and responsibility to- 
ward your insureds begins before any 
insurance is in force and continues be- 
yond expiration or cancellation. It is 

(Continued on Page 39) 
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trained and more “safety conscious” stu- 
dents. 

“As a result of this program,” he went 
on, “over 1,000 teachers were enrolled in 
35 separate courses conducted by the 
different colleges, and over 650 teachers 
benefited by scholarships ranging up to 
$150. The program will enable at least 
200 schools to initiate high school driv- 
ing classes for the first time, and more 
than 800 schools will expand and im- 
prove their programs. 
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IRON LUNG SAFETY DEVICE 
Robert L. Moore of Lumbermens Mutual 
Casualty Helps Invent Safeguard 
for Polio Patients 

An inventor and a safety expert have 
come up with a new answer to the old 
problem of how to provide greater pro- 
tection to safeguard the lives of polio 
patients in iron lungs. 

] 


Their answer is a unique safety device 


that will sound an alarm as soon as 
any conditions develop that could prove 
dangerous, such as falling pressure, 
power shortage or pulled electrical plug 
It even will give a warning if someone 


should forget to turn it on 


properly 
after a patient has been placed in the 
respirator. 

The device was invented by Irby B 
Chambler of Fresno, head of Electro 
Alarm Safety Devices, and was perfected 
with the assistance of Robert L. Moore, 
a safety engineer for Lumbermens Mu- 
tual Casualty ( and affiliated compa 
nies in the Kemper i 5 

The new device was unveiled October 
15 at Evanston Hospital which has taken 
care of the largest polio caseload of any 
privately supported hospital in the Chi- 
cago area during the past three years 
W. Dean Keefer, vice president of Lum- 
bermens and affiliated Kemper compa 
nies, presented it to the hospital as 
7 ion’s drive to hi 





rance group 





1 








of his organizat 





the need for safety devices on all iron 
lungs. 

\. B. Cook, hospital administrator, 
said that a patient in an iron lung at 
the hospital never is left alone and all 
mechanical respirator are 
checked daily 
added safety feature since 





parts of a 
The device will be an 
t will alert 


langerous 


nurses at once to a possibly 
condition,” said Mr. Cook 
As soon as Mr. Chambler, the inven- 
tor, had developed the first model of 
his Satety device, he asked Mr. Moore 
for suggestions on improving and per- 
fecting it. Mr. Moore, interested in the 
f polio patients since his organi- 
t 





safety 
zation became prominent in the 
insurance field, immediately conferred 
with a number of polio 
throughout the country. His findings in- 
cluded: 1. some devices were 
available but usually were made for one 
type of iron lung only; 2. not enough 
equipped with safety 


specialists 








Safety 


respirators were 





levices; 3. what was needed was a de- 
vice that could work on any type of 
iron lung, including the rocking-bed 
tvpe, incorporating the features that 





the polio specialists said were esse 

Mr. Moore relayed this informati 
plus a host of ideas he had 
the inventor. After Mr. Ch 
made the suggested changes, a series o 
rigorous tests were arranged for the 
lifornia i 





device in a large Ca 
ment center. The tests prove 
new device would do what 

Chambler and Moore had hoped it would 


T. N. Boate Talk 


(Continued from Page 36) 





and Price E. Clark, director of 
sociation’s education 1 
moderator for an open forum on t 
central theme of the meeting. The 
cussions ranged from ways and means 
to policies, problems and finance at the 
national, state and local levels. 





section 
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OFFER HOLIDAY COVERAGE 
Continental Cas. Test-Marketing New 
Individual Accident Policy in Illinois; 
Suggested by Young Businessman 

When holiday drivers take to the road 


in the future they can do so with more 


peace of mind that is, if they have pur- 
chased Continental Casualiy’s new non- 
consecutive daily holiday coverage. This 


unique package deal offered by this com- 


was recently spotlighted in 
Magazine.” 


about at 


pany 
“Finance 

It all 
of Herman 
due to 


came the suggestion 


Stamer, a young business 


amount of travel 


became 


man, who the 


necessitated by his occupation, 
perils experi- 
\fter 


accident 


pointedly aware of the 


enced by holiday motorists. be- 


involved in a_ holiday 
himself, Mr. 
his new insurance idea to Continental. 

Oe assistant 
president in A. & H. 
super- 


coming 
Stamer decided to take 
executive 
charge of the 
John H. Cramer, 
department’s aviation 


Robe: rlasgow, 
vice 


department, and 


intendent of that 


and travel accident division, listened to 
Mr. Stamer’s proposal that the company 
underwrite a new form of insurance 


package. They immediately saw the pos- 
sibilities of such a plan. 

Under the new package, Continental 
stands behind an individual accident pol- 
icy providing $10,000 accidental death 
coverage plus $250 blanket accident med- 
ical acienn ia limited to nine speci- 
fied national holidays and holiday week 
ends- 22 to 28 non-consecutive days of 
the year (depending on how the holidays 
fe 


11), in all. The premium would be 


$5. 

“Finance Magazine” reports that Con- 
tinental is presently test-marketing the 
product in Illinois and seeking clearance 
However, it is felt that 
due to the small commission allowed 
gents on the $5 policy, a great deal of 
agent edycation must be accomplished it 


in other states. 
| 


this new coverage is to be successful. 

Herman Stamer has incorporated a 
company called Holiday Risks, Inc., 
which will devote its full time to pro- 
moting this package. If the test program 
works, Continental’s other agents and 
brokers will be offered the plan too 
first in Illinois, and in het states as 
well. 


REVISED CHART ANALYSIS 


On Security Type Safety Responsibility 
Laws in 44 States, D. of C 
Hawaii by C. & S. Assn. 

The Association of Casualty & Surety 
( companies has announced that a revised 
chart analysis containing the latest in- 
formation on the security type safety 
responsibility laws in 44 states, D. of C 
and Hawaii is now ready for distribu 
tion. 

The new 
scope of all safety 
which have ae enacted, including the 
1eW 7 in > District of Columbia, as 
well as the latest information on 
amended laws. Nearly 95% of the more 
than 46,400,000 motor vehicles used in 
the United States are registered in those 
jurisdictions having security type safety 
respo aren y laws. 

The art indicates whether security 
only is “required or whether security 
plus proof of financial responsibility for 
the future are necessary, whether the 
driver only or both driver and owner 
are under the law. Other provisions the 
reveals readily concern informa- 
tion required of insurance in effect and 
liability limits affording exemption, reci- 
procal provisions to accidents in other 
States, minir num amount of property 
dam to which the law applies, other 
specified exemptions, and termination of 
*s requirements 
may be obtained at 20 cents 
from editor, Law Publications, 
Casualty & Security 


shows in detail the 


responsibility laws 


chart 








chart 





the law’s 
Charts 
per copy 
Associ ation of 
Companies, 


STANDARD ACCIDENT CHANGES 


J. A. Campbell, R. Bush Transferred to 
Detroit Area; R. J. Quail to East- 


ern Michigan Territory 
Standard Accident, Detroit, 
affiliate, Planet, recently announced sev- 
eral changes at its Detroit branch office. 
James A. been made 
fire underwriter at branch. 
Robert Bush, field representative for 
the eastern Michigan territory, has been 
transferred to the Detroit area where 
he will serve in a similar capacity. Rob- 
ert J. Quail succeeds Mrs. Bush as field 
representative for the eastern Michigan 


and its 


Campbell has 


senior this 


territory. 

Mr. Campbell joined Standard in 1941. 
After experience in the acounting de- 
partment he left for service in the U. S 
Air Force. He rejoined the companies 
in 1951 and was made a senior fire un- 
derwriter in 1952. He attended the Uni- 
versity of Michigan and the University 
of Detroit. 

Mr. Bush joined Standard in 1948 as 
an underwriter trainee and later was as- 
signed to the Detroit branch. He at- 
tended the Standard training school in 
1950, and on completion of this training 
was made a field representative at the 
Detroit branch. Mr. Bush is a graduate 
of Michigan State College in business 
administration and an Army veteran of 
World War II. 


Mr. Quail started with the company’s 


TO OPEN CLEVELAND OFFICE 


Hartford Accident & Indemnity Branch 
to Begin Operations Dec. 1; Leighton 
Fox Appointed Manager 


Plans for opening a new branch office 
in Cleveland have been announced by 
Frank C. McVicar, vice president of 
the Hartford Accident & Indemnity Co. 
The new office is expected to begin op- 
erations on December 1. It will super- 
vise a territory embracing approximately 
the northern half of Ohio. 


Leighton Fox has been appointed 
manager of the Cleveland branch. As- 
sociated with the Hartford Accident 


since 1936, he also has had experience 
in claim and underwriting work. 

Assistant manager of the Cleveland 
branch will be Ronald Streeter, who has 
been with the company since 1941. 

James C. Koziell has been named fi- 
delity and surety bond superintendent in 
Cleveland. He started with the Hartford 
Accident in 1935. 

Frank J. Heid, who has served as 
the company’s claim representative in 
the Cleveland locality for several years, 
will be claim manager of the branch. 





home office in 1939. He served in the 
1. S. Navy from 1942 until 1946 re- 
turning to Standard as an underwriter 
trainee. In 1948 he was made a senior 
casualty underwriter in the commercial 
A. & H. department and was transferred 
to the Detroit branch in 1953. 








It takes more than a star halfback to win 


football games. It takes good teamwork— 


the alert cooperation of all 11 players. 


It takes good teamwork to win and hold 


insurance business, too. 


You'll find the Zurich-American team of field 


representatives, underwriters, engineers, and claim 


adjusters a fine combination to work with. 


Why not go into a huddle with the Zurich-American 


field representative the next time he calls on you. 


Let him help you work out a plan to put your agency 


ahead of competition. 


Ai RACH- 


AMERICAN 


INSURANCE COMPANIES 





Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 


HEAD OFFICE: 135 S. 





LA SALLE ST., CHICAGO 3, 


ILLINOIS 


ALL INDUSTRY LUNCHEON 


November 3 at Los Angeles; Sponsored 
by Pacific Chapter of CPCU; to 
Honor Designees for Degrees 
Over 700 insurance men and women jn 
the Southern California area are expect- 
ed to attend the 11th annual all in lustry 


luncheon to be held November 3 at the 

3iltmore Hotel, Los Angeles. The lunch. 
eon is sponsored by the Pacific ( apter 
of Chartered Property & Casualty Un- 


and is in hgnor of successfy] 
the southern Calj- 


derwriters 
CPCU designees in 
fornia area. 

Charles R. Rathbun of the American 
Insurance Co., chairman of the all indus- 
try luncheon committee, and his staff 
have prepared an excellent program, 
featuring Robert L. Braddock, executive 
vice president of Getiava Reinsurance 
Corp. of New York, as the guest speaker, 
He will speak on “Current Developments 
in Casualty Reinsurance.” 

Neil Fliammer, Pacific 
president of the Pacific 
preside at the luncheon. 

The CPCU designation will be con- 
ferred on the following Southern Cali- 
fornia men: 

Edward S. Adler, 
ae & Loeb Co., 


Employers, 
chapter, till 


assistant secretary, 
Beverly Hills; John 

S. Bolton, attorney at law, Los Angeles; 
Raymond A. Cole, owner, Raymond A, 
Cole Insurance Agency, Pasadena; Rob- 


ert Gerughty, president, Southwest In- 
surance Brokers, Inc., Los Angeles; 
Richard N. Irmas, broker, E. H. Wal- 


deck Co., Los Angeles; J. 
Kiehne, special agent, U. S. Fidelity & 
Guaranty Co., Los Angeles; Victor Nor- 
man, proprietor, Norman & Sons, Los 
Angeles; Harry M. Paulson, special 
agent, Royal- Liverpool Insurance Group 
San Gabriel; Albert J. Walsh, [es un- 
derwriter, Liberty Mutual Ins. Co., Los 
Angeles; Frank Witherall, Jr., field rep- 
resentative, Aetna Casualty & Surety 
Co., Pomona. ‘ : 


Brodsky Lauds CPCU 


(Continued from Page 34) 
every reason for me to speak about it at 
an occasion such as this, where the multi- 
ple line impact on property and the 
prevalance of liability is being studied 
in a post-graduate sense, and where it is 
given the benefit of the research attitude. 
Those of us who have grown up with 
corporate suretyship have had to feel our 
Way, appraise the risks as we sensed 
them, lay down the underwriting rules, 
observe the experience and try to fit the 
remuneration for it. Call it “premium” 
if you will, but it is not a premium, be- 
cause it is not based on indemnity for 
the loss but on a reasonable charge for 
the assurance that default will not occur. 
Such a charge is made largely on cost 
and only somewhat on experience. 

“The underwriter’s task,” he said, 

to give assurance to the assured or 
obligee, as he is called, that he will not 
have to ask for indemnity because an 
obligation is not performed. Perhaps the 
most serious risk that the underwriter 
takes in most surety bonds is the time 
element. Once the obligation is assumed, 
whether it be for a term of a year, three 
years, seven years, or longer, or even 
without term, the surety remains re- 
sponsible. The problem is an ever present 
one, and much research may be required 
to keep rates sound and firm.” 

Tribute to Lilbourn Irvine 

During his talk, Mr. Brodsky paid 
tribute to the late Lilbourn Irvine, gen- 
eral manager of the American and 
Foreign Insurance Association, who was 
originally scheduled to address the CPCU 
meeting. He spoke of Mr. Irvine’s wide 
interest in education. “His interest in 
chartered property casualty underwrit- 
ing, as sponsored by the American Insti- 


Robert N. 





tute for Property & Liability Under- 
writers, is well known,” said Mr. 


Brodsky, “and I am sure he would have 
brought to this gathering a glowing story 
of insuring fez-capped bankers, evaluat- 
ing propetries in age-old India, apprais- 
ing hazards where temperament and re- 
gard for property are volatile, and of 
meeting exacting requirements of dealing 
with foreign people on behalf of Ameri- 
cans.” 
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Six North N. J. Men 
Get CPCU Award 


Six north New Jersey insurance men 
were awarded the designation of Char- 
terod Property & Casualty Under- 
writer (CPCU) at a luncheon at the 
Military Park Hotel, Newark, on Octo- 
ber 14 as guests of the New Jersey 
Chapter of the Society of Chartered 
Property & Casualty Underwriters. Rob- 
ert M. Morse, executive secretary of 
the national society in Philadelphia, 
made the presentation. Deane W. Mer- 
rill of Thoms, Merrill & Co., South 
Orange, retiring president of the na- 
tional society and former president of 
the New Jersey Chapter attended. 

The successful candidates are Donald 
L. Anderson, Upper Montclair; Dan W. 
Bannister, Berkeley Heights; Peter J. 
Bouska, Berkeley Heights; Norman A. 
Lessack, Union City; Robert R. Scott, 
Millington, and John G. Scully, West- 
field. 


Ellis Carson Talk 


(Continued from Page 37) 


your duty to see that your customers 
have proper and adequate insurance and 
that they are not at any time left with- 
out protection if it is within your power 
to prevent it. Even in this latter even- 
tuality, it is your obligation to we mn 
them that there is no policy in force.’ 

The speaker went on to point out to 
the producers that although there are 
many people who have to rely on self- 
service for many of their purchases or 
requirements because of their financial 
circumstances, it would be unwise to 
quickly discard them from the pending 
files. It was Mr. Carson’s thought that 
these financial circumstances would 
change with the age of the individuals 
and that as the individual grows older, 
the worth of agency service becomes 
more apparent. 

The “New Normality” Period 


Further along the speaker came_ to 
the subject of present day competition 

which he described as the “new nor- 
mality” period. “I understand,” he said, 
“that there is a vast range of goods 
and services which are now competing 
with each other on a more or less equal 
level based on desirability, attractive- 
ness, essentiality or demand. For ex- 
ample, when television was still an inno- 
vation only those in the upper income 
brackets were able to afford it. Then 
there developed an ambition on the part 
of a tremendous segment of our popula- 
tion to enjoy the benefits of this new 
invention. Rather rapidly the television 
set has become as commonplace in the 
American household as a vacuum cleaner 
or refrigerator. 

“As this point was being reached, 
television manufacturers for the first 
time entered an area of ‘normality.’ In 
other words, competition grew between 
manufacturers not only for initial buyers 
but for those who were prospects for 
additional or replacement sets. 


No Free Ride for Competitors 


“T have given you this rundown on the 
development of television as explaining 
my conception of what is meant by the 
suggestion that a ‘new normality’ has 
been reached in our economic life. It 
implies that no competitors for goods or 
services are in any degree going to se- 
cure a free ride. At the same time, it 
means most definitely that we will have 
with us for a long pull a buying public 
that has the dollars available to satisfy 
its needs, its wants and its ambitions 
and with a well-nigh insatiable urge to 
achieve all that is conceived as being 
involved in a higher standard of living.” 

In conclusion, Mr. Carson urged: “Let 
our faith in the profitable future of our 
country be matched by our confidence 
that we too shall continue to grow and 
prosper if we attune our efforts to the 
changing market.” 


Robert W. Osler to Address 


Two Eastern Associations 
Robert W. Osler, vice president, The 
Rough Notes Co., Indianapolis, publicity 
chairman of the International Associa- 
tion of Accident & Health Underwrit- 
ers, will speak before the Baltimore Ac- 
cident & Health Association on October 
27 and the Connecticut Association of 
Insurance Agents on October 28. The 
subject of his talk at both meetings will 
be, “What’s Ahead for Accident & 
Health ?” 


Lloyd Caldwell Dies 

Lloyd Caldwell, Lloyd Caldwell Corpo- 
ration Claims Service, San Antonio, 
Texas, 77 years of age, died recently 
from a heart attack. A native of Au- 
burn, Ky., he had served with the 
British army in Cape Colony and 
Orange Free State during the Boer 
War. He served as a scout with the 
cavalry and was decorated for his out- 
standing service. 

Mr. Caldwell went to Texas as a 
telegrapher with the Santa Fe Railroad 
and later served the Santa Fe as a claim 
adjuster. He was in Galveston in 1907 


Ohio Workshop Oct. 24-28 


A property insurance workshop will be 
held at Bowling Green State University, 
Bowling Green, Ohio, October 24 - 28. It 
will be sponsored by the University, the 
Ohio Association of Insurance Agents, 
the Ohio Division of Insurance, Ohio 
Fire Underwriters Assn. and the Ohio 
Association of Casualty & Surety Man- 
agers. 





and during his stay in Galveston became 
a member of the home office claims de- 
partment of the American Indemnity 
Co. of Galveston. 
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FTC Issues Complaints Against 17 
A.& H.Cos.; Mutual of Omaha Replies 





Washington, D. C., Oct. 19—The Fed- 
eral Trade Commission today issued 
complaints against 17 insurance compa- 


nies, charging false and misleading ad- 
vertising. Four of the largest companies 
in the field are all among the 17. These 


are Mutual Benefit of Omaha, Bankers 





Life & Casualty of Chicago, Reserve 
Life is, and United Insurance of 
Chica 

According FTC, the 17 compa- 
nies named in the proceedings repre- 


aggregate 


annual premiums 
about one-third 


sent in the 
of over $300,000,000, or 
of the total A. & H. a on an indi- 
vidual policy basis in > United States. 

The legal pro seth rs instituted this 
l nationwide investigation 


FTC Chairman Edward 





week follow a 
ge ii by 


Howrey ten months ago. He said the 
Soe i m grew out of letters re- 
ceived from American policyholders 


complaining that the A. & H. insurance 
they purchased was not the 


that had been advertised. 





First Broad-Scale Investigation 
FTC in- 
A. & H. 


This is the first broad-scale 
vestigation of its kind in the 
field, and = to Mr. Howrey it 
cond luc tec - in the interest of 
protec ting the large segment of the pub- 
lic which upon A. & H. 
insurance ¢o He emphasized this 


has been 


=A 
reiles 








week that ie investigation is still con- 
tinuing 
Mr rther explains that the 





under Section 5 of 
amended by the Mc- 


the FTC Act, as 
( Ansurance Act of 1945 (P.L. 15). 


carran 


Che C Act prohibits “unfair or decep- 
tive acts or practices in commerce.” 
Under the McCarran Act, he noted the 
FTC Act was made applicable to the in- 


business “to the ex- 
business is not regulated 
by state law.” These are the first 
formal proceedings instituted by the 
Commission against any member of the 
insuran¢ industry 


ate insur 


tent that sucl 


ance 


since the act 


6 was 
made applicable to insurance, Mr. How- 
rey said 

_In line with the jurisdictional provi- 
sions of the McCarran Act, each com- 
plaint contains a statement to the effect 


does business in 
business of insurance 


lated by state law to the 


1 company 
states where the 
“Is not regu 





extent of regulating the practices 
eee ' Macal ” 
11ieved , 0 be legal 

Of the 17 companies named, some sell 


mly by mail, some sell only through 

agents, and some use both sales meth- 
7 

ods 


In general, the proceedings are di- 


rected against the use of false or decep- 
tive siteeties z = relating to the 
extent of the verage provided and 


1 


he benefits ware ible under A. & H. poli- 
cies. The complaints allege the use in 
advertising of false or misleading state- 
ments, deceptive concealment or non- 
losure of policy exceptions and limi- 
tations. The practices are challenged as 
“unfair and dec +2 pom in violation of the 
Federal Trade Commissions Act. 


mis of Companies Cited 


t 


discl 


\ complete list of 
places and tentative 
ings on the charges, 


companies cited, 
dates of first hear- 
hearing examiners 
and nature of charges against each com- 
pany follows: 


American Hospital & Life of San An- 


tonio, Texas—initial hearing at San An- 
tonio, December 20; hearing examiner 
j.. Earl’ Cox: alleged misrepresentation 


of termination of policy, extent of cov- 
erage, maximum dollar limits, and addi- 
tional benefits. 

American Life & Accident of St. 
—initial hearing at St. Louis, 
14; hearing examiner J. Earl 
leged misrepresentation of 
of policy, extent of 
imum dollar limits. 

Automobile Owners Safety, Kansas 
City, Mo.—initial hearing at Kansas City, 
December 13; hearing examiner J. E arl 
Cox; alleged misrepresent: ition of extent 
of coverage and payment of benefits for 
life. 

Bankers Life & Casualty of Chicago— 
initial hearing Chicago, December 15, 
hearing examiner Loren H. Laughlin; 
alleged misrepresentation of extent of 
coverage, maximum dollar limits, health 
Status of applicant, sale of a plan, and 
pavment of benefits for life. 

Commercial Travelers of Salt 
City—initial hearing Salt Lake City, 
cember 17; hearing examiner W illiam 
is. Packs alleged misrepresentation of 
termination of policy, extent of cover- 
age and maximum dollar limits. 

Commercial Travelers Mutual of 

(Continued on Page 41) 


Louis 
December 
Cox; al- 
termination 
coverage, and max- 


Lake 
De- 


Activities Cause Expansion 


Of Conference Directory 
The 1954-55 directory of the Health & 
Accident Underwriters Conference has 


been expanded to cover its recent 
stepped-up activities. Complete listings 
and descriptions of the five bulletin 
services and eight publications issued 
by the Conference, as well as an outline 
of its other activities, are contained in 
the new edition distributed during the 
past week. 

The directory lists member compa- 
nies, officers and executive staff mem- 
bers, types of coverage written, the con- 
stitution and by-laws, the Ethical Stand- 
ards adopted in New Orleans last May, 
and a calendar listing future conference 
meetings. Committee personnel for 
1954-55 and a brief summary of com- 
mittee functions are also included. 

Total membership of the Conference 
is 195 company members and ten asso- 
ciate members with home offices located 
in 80 cities in 33 states and four prov- 
inces of Canada. A breakdown by type 
of company reveals that 62.6% or 122 
members, are life companies, 34 accident 
and health only, 21 stock casualty, 13 
mutual casualty, four fraternals and one 
reciprocal. 


View Mutual of Omaha Film 

The Western New York Accident & 
Health Association, meeting in Buffalo 
on October 11, saw a running of the 
color-sound film: “Two Cheers for 
Charlie,” produced by the Mutual of 
Omaha. At the meeting, awards for 
membership in the Leading Producers 
Round Table were given to qualifying 
members. 

The association is in the process of 
preparing a “Choose the Plan” directory. 





nnouncing— 





Our New Home Office 
50 CONGRESS STREET 


Boston 9, Mass. 





This move represents a MAJOR 
STEP in the Expansion Program of 


MASSACHUSETTS CASUALTY 
INSURANCE COMPANY 


Specialists for over 25 Years in Personal 


A. & H. and Non-Cancellable A. & H. Lines 


General Agents in California, Connecticut, District of Columbia, 
Florida, Illinois, Indiana, Kentucky, Maine, Maryland, Massa- 
chusetts, Michigan, Missouri, New Hampshire, Ohio, Pennsyl- 
vania, Rhode Island, Vermont, Washington, West Virginia. 


TERRITORY AVAILABLE 








National of Hartford in 
Major Medical Debut 


OFFERS $8,000 MAXIMUM BENEFIT 


Company’s Connecticut Agents Briefed 
on New Policy at Sales Meetings; 
Right to Adjust Rates Reserved 


National of Hartford Group has made 
its debut in the major medical expense 
field with a new $8,000 maximum bene- 
written on 
basis, 





either a 
which 


fit policy, to be 


family or individual 


was 
announced at a series of agents’ sales 
meetings last week in Hartford and 
made a hit with those attending. In 


addition to briefing on the new policy 
the 
sales 


agents received a comprehensive 


plan for producing the business. 

The company will write major medical 
expense initially in Connecticut but has 
also filed the policy in practically all 
states and will eventually qualify to 
write the coverage throughout the coun- 
try. Present plan is to introduce the 
policy state by state wherever possible 
in group meetings such as those held in 
Connecticut. The agents’ meetings of 
last week were scheduled in advance of 
a public announcement; i.e., a full page 
ad in the local newspapers in Hartford 
and Stamford. 


Merchandising Aspects Stressed 


At these meetings, which emphasized 
strongly the merchandising aspects of 
this new policy and the methods to be 
employed in selling it, unique features 
of the policy were stressed in addition 
to a careful analysis of the contract. 
Featuring a new high of $8,000 maxi- 
mum benefit for each person in connec- 
tion with any one accident or sickness, 
the policy pays $3 out of $4 of covered 
expenses above the optional deductible 
of $500 or $750. It provides blanket 
protection for all covered expenses re- 
gardless of hospital confinement, and al- 
lows up to two years for accumulation 
of expenses in connection with one sick- 
ness or accident. 

Other policy features are automatic 
coverage on newborn children with pro- 
vision to declare them at the next pre- 
mium renewal date, and the absence ot 
any automatic termination of coverage 
on account of age. 

level rating plan is employed with 
coneesl premiums being determined by 
age at the time of issuance with no sub- 
sequent changes on account of age. The 
company reserves the right to adjust 
the entire schedule of rates on a class 
basis if and when it may become neces- 
sary by reason of experience. 
T. A. Long’s Comments 


T. A. Long, executive vice president 
of the National of Hartford Group, in 
commenting about the new policy said: 

“We are releasing our major medical 
expense policy after a long and ci areful 
study of the need of the insurance buy- 
ing public for this type of insurance 
and especially in terms of the ability 
of our companies to underwrite the 
business on a sound basis. 

“We believe that our simplified policy 
is a contract, that can be easily mer- 
chandised. By making it easy to under- 
stand we make it easy to sell. 

“We believe that our agents have an 
opportunity to develop a_ substantial 
amount of this new class of business 
which will be good for the industry in 
general and especially useful to the in- 
surance buying public in meeting 
present-day needs for broad catastrophe 
coverage for medical expense.” 


McKINNON, COURSEY ON TOUR 
Leonard A. McKinnon, McKinnon & 
Mooney, Flint, Mich., president, Inter- 
national Association. of Accident & 


Health Underwriters, is currently tour- 
ing local associations in Kansas, Mis 
souri, Omaha, and Nebraska. He is ac- 


companied by William G. Coursey, man- 
aging director of the International. 
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Wessman Announces 
DISC Speakers 


FOR ILL. INSTITUTE OCTOBER 27 
Sponsored by Cie ete & H. Assn.; t 


Run 11 Consecutive Weeks; weet 
O’Connor on Program 


Instructors for the 1l-week disability 
insurance sales course being sponsored 
by the Chicago Accident & Health As- 
sociation in cooperation with the Illinois 
Institute of Technology have been an- 
nounced by Irving G. Wessman, secre- 
tary, Loyalty Group Companies, chair- 
man of the DISC committee for the 
association and moderator of the ses- 
sions. Speakers and instructors are as 
follows: 

William Coursey, executive director, 
Association A. & H. Un- 
O’Connor, managing 
Insurance Economics Society; 


International 
derwriters; S HH. 
director, 
W. Clement Stone, president, Combined 
Companies; Austin B. Caswell, general 
agent, Caswell - Ross Agency, Minneap- 
olis; Gilbert T. Delehunty, vice presi- 
dent, All American Casualty. 

Irving G. Wessman; W. G. Manzel- 
mann, Northwest Agency Supervisor of 
North American Accident Insurance Co., 
president of the Chicago A. & H. Asso- 
ciation; Frank V. McCullough, superin- 
tendent, special risks division, Continen- 
tal Casualty; Robert L. Seiler, manager, 
Paul Revere, Jay De Young, De Young- 
Kummerow; Carl Ernst, manager, North 
American Life & Casualty, St. Paul. 

McDonough, Sonin, MacDonald 


John T. McDonough, manager, Massa- 
chusetts Indemnity; John E. Sonin, 
Fireman’s Fund Group; Roy A. Mac- 
Donald, associate managing director, 
Health & Accident Conference; Harold 
Diers, general agent, Loyalty Group, 
Omaha; Spafford Orwig, Orwig Agency, 
Indianapolis; Alfred K. Perego, Frank- 
lin Life, Milwaukee; Albert H. Wohlers, 
Youngberg - Carlson, Chicago. 

E. H. Mueller, general agent, Provi- 
dent L. & A., Milwaukee; Donald W. 
\leshire, Parker-Aleshire; Alfred H. 


Smith, Jr., Rollins, Burdick & Hunter; 
George J. Mauloff, Jr. Marsh & Mc- 
Lennan; Earl W. Montgomery, Moore, 


Case, Lyman & Hubbard; John A. O’- 
Connor, Fred S. James & Co.; Roy E. 
Davis, Illinois Mutual Casualty, Peoria. 

In addition to industry speakers, sev- 
eral sessions will be handled by staff 
members of the Illinois Institute. 

The first session of the course will 
meet on October 27 and Wednesdays 
thereafter for the next 11 weeks. Tui- 
og for the course, including text, is 
oo. 


Massachusetts Mutual Life 


Elected as Bureau Member 


The Bureau of Accident and Health 
Underwriters, according to an announce- 
ment by J. F. Follmann, Jr., general 
manager of the Bureau, has elected to 
membership the Massachusetts Mutual 
Life of Springfield, Mass. 

\ pioneer of mutual life insurance in 
the United States, the Massachusetts 
Mutual has since its organization, May 
aS; Fest. rendered more than a century 
of service in the life field. It entered the 
A. & H. business in 1946 confining its 
activities to the writing of group A. & H. 
insurance which it has steadily inc reased 
to a present premium volume of more 
than $5,897,759. 

The addition of the Massachusetts 
Mutual marks the eighth new company 
to join the Bureau in the past year and 
brings company membership in the as- 
sociation to 94, It further increases the 
total group premium volume of com- 
panies represented by the Bureau to 
more than 80% of the industry's total 
group premium volume of more than 
1% billion dollars. 


Caravan Sales Congress 
Draws Large Attendance 


FORT WAYNE AND SOUTH BEND 





R. W. Osler, Panel Moderator; O’Neal, 
Munson, Whittington, Garrett 
as Speakers 


Drawing 110 attendance in Fort 
Wayne and 73 in South Bend, the cara- 
van sales congress of the Indiana Asso- 
ciation of Accident & Health Under- 
writers put on a program of four 
speakers in those two cities recently. 
The panel was moderated by R. W. 
Osler, the Rough Notes Co., Indianapo- 
lis, secretary-treasurer of the Indiana 
Association of Accident & Health Un- 
derwriters. 

J. T. O’Neal, CLU, manager, Great- 
West Life, Indianapolis, listed ten sales 
techniques that are producing business 
in his agency and urged that all life 
men put disability coverage in every 
program automatically. “Since we put 
a box in our programming forms to 
cover disability, our disability sales have 
risen sharply,” he declared. 

High Points of New Tax Law 

The high points of the new tax law 
were covered by Newell Munson, gen- 
eral counsel, Indianapolis Life. Mr. 
Munson expressed the opinion that the 
speculation over what constitutes a 5% 
reversionary interest under the new law 
dealing with policies owned by other 
than the insurance may soon be “aca- 
demic.” “Under an unreversed 1945 de- 
cision,” he pointed out, “the doctrine 
has been established that in the case 
of transfers to take effect at death, if 
the transferee had the right to com- 
pletely dispose of the property (which 
would mean to cash out a life insurance 
policy), then any possibility of rever- 
sionary interest is nullified. It seems to 
me likely that either the regulations or 
subsequent litigation will adopt this doc- 
trine in transfers of incidents of owner- 
ship in life insurance.” 

E. Whittington, general agent, 
Monarch Life, Indianapolis, urged every 
agent who “can use more cash” to brush 
up on the selling points about business 
A. & S. and start making calls. “It’s a 
wide-open field not being worked, and 
cases will literally fall in your lap,” he 
declared. 

Social Security and Package Sales 

Closing speaker on the panel was 
Robert Garrett, assistant general agent, 
General American Life, Lafayette. Mr. 
Garrett reviewed the new Social Se- 
curity and discussed package sales 
opened up by it: clean-up, mortgage, 
blackout period, disability insurance, 
educational fund. The speaker also re- 
minded the audience that many self- 
employed professional men who are 
excluded nevertheless may have current 
Social Security credits by reason of 
military service and recommended call- 
ing it to their attention as an approach. 

In charge of the meeting in Fort 
Wayne was John Morris, Hoosier Casu- 
alty. Arrangements in South Bend were 
in charge of Harold Means, general 
agent, Lafayette Life, and Earl Frei, 
manager, Mutual of New York. 

At Fort Wayne, 40 charter member- 
ships were applied for in anticipation 
of the formation there of a new local 
A. & H. association next month. 


Claims Medical Manual 


Pacific Books of Palo Alta, Cal., are 
publishers of Claims Medical Manual by 
Packard Thurber, Packard Thurber, Jr. 
and Willard J. Nelson, all of whom are 
doctors. For the past six years the 
authors have been giving to claims per- 
sonnel a broad course in an attempt to 
convey some basic understanding of the 
human body, and also to present some 
of the more common medical conditions 
which are encountered in claims work. 

“The authors hope that this primer 
will, in some small way, help to fill the 
vacancy between lay and medical under- 
standing of injury and disease,” the 
booklet says. 


FIC Complaints 


(Continued from Page 40) 
America, Utica, N. Y.—initial hearing 
at Utica, December 20; hearing exami- 
ner Loren H. Laughlin; alleged misrep- 
resentation of termination of policy, ex- 
tent of coverage, and health status of 
applicant. 

Guarantee Reserve Life of Hammond, 
Ind., and officers Ben Jaffe, Jerome F. 
Kutak and Eugene Jaffe—initial hearing 
at Hammond, December 8; 





hearing ex- 
aminer Loren H. Laughlin; alleged mis- 
representation of termination of policy, 
extent of coverage maximum dollar lim- 
its, beginning time of coverage and pay- 
ment of benefits for life. 

Guarantee Trust Life of Chicago— 
initial hearing at Chicago, December 13; 
hearing examiner Loren H. Laughlin; 
alleged misrepresentation of extent of 
coverage, sale of a plan, payment of 
benefits for life and additional benefits. 

Illinois Commercial Men’s Association 
of Chicago—initial hearing at Chicago, 
December 10; hearing examiner Loren 
H. Laughlin; alleged misrepresentation 
of termination of policy, extent of cov- 
erage and additional benefits. 

La Salle Casualty of Chicago—initial 
hearing at Chicago, December 14; hear- 
ing examiner Loren H. Laughlin; al- 
leged misrepresentation of termination 
of policy, extent of coverage, maximum 
dollar limits, payment of benefits for 
life. 

Charges Against Life Ins. Co. of 

North America 


Life Insurance Company of North 
America (Wilmington, Del.) and officers 
John W. Kane, Sydney Himell, Nelson 
Currier, Frank Siegrist, and Julius Katz, 
all of Wilmington, Del., initial hearing 
at Wilmington, December 21, hearing 
examiner Loren H. Laughlin, alleged 
misrepresentation of termination of pol- 
icy, extent of coverage, maximum dol- 
lar limits and additional benefits. The 
company and its officers are charged 
additionally with falsely representing 
that the firm is an old established reli- 
able life insurance company and one 
of the pioneers in the A. & H. insurance 
field. Actually, the complaint alleges, 
the corporation is less than two years 
old and its volume of life insurance is 
insignificant. 

Mutual Benefit Health & Accident, 
Omaha—initial hearing at Omaha, De- 
cember 16; hearing examiner William L. 
Pack; alleged misrepresentation of ter- 
mination of policy, extent of coverage, 
maximum dollar limits, health status of 
applicant, payment of benefits for life. 

Prudence Life of Chicago — initial 
he: aring Chicago, December 9; hearing 
examiner Loren H. Laughlin; alleged 
misrepresentation of termination of pol- 
icy, extent of coverage, maximum dollar 
limits, beginning time of coverage, and 
health status of applicant. 

Reserve Life of Dallas—initial hear- 
ing at Dallas, December 17; hearing ex- 
aminer J. Earl Cox; alleged misrepre- 
sentation of termination of policy, extent 
of coverage, maximum dollar limits, 
health status of applicant, sale of a plan, 
and payment of benefits for life. 

Southern National of Little Rock— 
initial hearing at Little Rock; hearing 
examiner J. Earl Cox; alleged misrep- 
resentation of termination of policy, ex- 
tent of coverage, maximum dollar limits 
and health status of applicant. 

Travelers Health Association, Omaha 
—initial hearing Omaha, December 15; 
hearing examiner William L. Pack; 
alleged misrepresentation of termination 
of policy, extent of coverage, health 
status of applicant. 

United Insurance Co. of Chicago — 
initial hearing Chicago, December 16; 
hearing examiner Loren H. Laughlin; 
alleged misrepresentation of termination 
of policy, extent of coverage, beginning 
time of coverage, sale of a plan, pay- 
ment of benefit for life, additional bene- 
fits. 

Each company is allowed 20 days to 





file its answer to the FTC complaint 
against itself. 


P. E. Horan Statement 


In response to the FTC charges made 
against Mutual of Omaha, Phillip E. 
Horan, general counsel, of that com- 
pany, issued the following statement: 

“Inclusion of the name of Mutual of 
Omaha in the list issued by the FTC 
indicates to us that the Commission has 
been ill-advised, for our company is the 
only one on the list which is licensed 
in every one of the 48 states and the 
District of Columbia, and is consistently 
examined, supervised and approved by 
the Insurance Commissioners of all of 
these states. 

“It appears to us that a conflict has 
arisen as to whether we are to be super- 
vised by the individual State Insurance 
Commissions located in each of the 
states in which we do business, or by 
the Federal Trade Commission in Wash- 
ington. Undoubtedly this will be a legal 
question which the courts will have to 
ultimately determine. 

“Under the supervision of the State 
Insurance Commissions, Mutual _ of 
Omaha has grown to be the largest 
exclusive health and accident company 
in the world. Also, it has achieved an 
unusual record of public service reflect- 
ing in the fact that we provide more 
benefits for our policyholders and main- 
tain a lower underwriting expense ratio. 
than the average of all other major 
companies in the United States writing 


individual business. 
Never Any Conflict 


“We have never in our history had 
any conflict with the Federal Trade 
Commission over our advertising, and 
we think it was a mistake for the Com- 
mission to issue a public release stating 
technical and other objections to our 
operation without consulting first with 
the State Insurance Commissioners un 
der which we have operated our business 
during all of our 44 years of insurance 
services. 

“We want to get along with all public 
boards, and we will naturally meet all 
supervisory requirements made of us.” 


A. & H. Insurers Answer 


(Continued from Page 1) 


the most important methods through 
which still further widespread distribu 
tion of this form of insurance will be 
accomplished The business is making 
every effort to have advertising conform 
to the highest standards. It desires to 
cooperate with State Insurance Commis 
sioners and the Federal Trade Commis 
sion toward this end 

“The advertising codes recently estab 
lished by the aiden and health insur 
ance company organizations provide ad 
vertising ethics and practices that reflect 
clearly the desire of their members to 
follow the highest standards. Compliance 
with the codes should assure advertising 
that meets those standards 


Ohio A. & H. Association 


Sponsors Sales Caravan 

The Ohio State Association of Acci- 
dent & Health Underwriters, in conjunc- 
tion with the local associations in Ohio, 
is sponsoring a sales caravan in October. 
The caravan is divided into two parts, 
one for the south and one for the north 
part of the state. 

The southern caravan visited Cin- 
cinnati on October 20, Columbus on 
October 21, and Akron on October 22 

The northern caravan will visit the 
cities of Toledo on October 26, Cleveland 
on October 27, and Youngstown on Oc- 
tober 28. 





25% RATE REDUCTION IN W. VA. 
\ statewide reduction of approxi 
mately 25% in rates for manufacturers’ 
and contractors’ B.I. liability insurance, 
effective October 20, is announced for 
West Virginia by the National Bureau 
of Casualty Underwriters on behalf of 
its member and subscriber companies. 
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Conference LOMA Forum Discusses 


Conservation, Premium Costs, Expenses 


How to keep the business on the 
books; how to figure pure premium 
costs and how to allocate home office 


expenses were three timely subjects dis- 
the two-day methods and pro- 
October 11-12, at Drake 
conducted jointly by the 
Con- 


cussed 
cedures ae 
Hotel, 

sneer & 


and the 


11% igo, 
Accident 
Life 


Underwriters 
ference Office Management 


Association. 


As the joint meeting began, Chairman 
Gordon Grady, Monarch Life, intro- 
duced Conference Managing Director 
John P. Hanna and LOMA Managing 


Director Frank L. Rowland. 


Panel presentation of “Accident and 
Health Conservation Practices and De- 
velopment of daha! Statistics” was 
handled by the team of John W. Crom 
well, Great pia sa Reserve, and [Les 
ter O. Copeland, North American Life 
A third panelist, William O. Johnson, 
North American Life, was unable to at 
tend because of illness. 


“Renewal of the business is deter 


mined at the time the application is 
written,” said Mr. Cromwell. He out 
lined a “program more for the preven 
tion of the issue of poor business than 
the reinstatement of lapsed business.” 


“Persistency Ratio” on Producers 


His 
and 
them. 
men’s p 
awards to 
dends.” 

If a policy does lapse, 
company follows a standard 
of notices and letters 

The follow-up approach to conserva 
tion outlined by Mr. Copeland. In 
an eight-month period his company 
wrote 1,288 conservation letters on 
lapsed business and received 54 rein 
statements. Each letter cost 25 cents, 
for a total of $322. 

“The premiums collected on the 54 
cases figured out on an annual 
to $3,406. Assuming a 10% profit, an 
average life of seven years would give 
us a potential profit of $2,384 as com- 
pared to the cost of $322 for the let- 
ters.” 

He said this sampling was not large 


company keeps tabs on producers 
“persistency ratio” on 
ram of tying our 
credits and 

paying 


1 


develops a 

“Our prog 
roduction 
persistency is 


sales 
honor 
divi 


howey er, the 
procedure 


Was 





basis 








enough to make any definite conclu- 
sions, “but present indications show our 
plan is very worthwhile.” 

Steps leading up to the conservation 
letter include: First premium notice, 
mailed 20 days before premium is due 
A late payment offer, mailed two or 
three days after the grace period ex- 
pires. 

W. M. Foody, Jr., on Pure Premium 

Costs 

VW M. Foody, Jr., Continental 
Casualty, was the final morning speaker 
with a paper on “Methods of Determin- 
ing Pure Premium Costs.” “Loss ratios 
are useful to correct premiums on es- 
tablished coverage,” he said. “In cases 
where the company wants to extend its 
coverage, it is necessary that it have 
knowledge of the frequency and dura 
tion of claims.” 

To get frequency, the company has to 
know something about the units of ex- 
posure on which the claims were de 
veloped. He said that there are three 
broad sources from uch to get this 
information as follows: 


1. Outside the industry—government 
publications and special study groups. 


2. Industry studies—published papers 
of associations and societies 

3. Own company’s experience. 

Mr. Foody outlined what would be 
necessary to develop the experience of 
an individual company. “Each company 


philosophies toward the 
would be necessary for a 
analyze its own individual 
to see how to adapt extra- 


has different 


business. It 
company to 
experience 


controlled more readily. 

“By controlling costs departmentally, 
there is an automatic controlling of 
costs by line of business. We are allo- 
cating to some 40 departments and from 
these by formulas to lines of business. 

“To set up and perfect a cost system 
without following with a budget is only 


company information to its own prob- doing half the job.” 
lems.” The objectives of expense allocation 
The third major point—“Methods of by line of business are four, according 


Allocating Home Office Expenses”—was to Mr. Otteson: 1. preparation of the 
covered by a panel of three: James N. insurance expense exhibit; 2. determine 

Gillespie, Time Insurance; Walter J. action of expense loadings; 3. basis for 
Ongert, World Insurance; Paul M. Otte- decision whether a particular line is 
son, Federated Mutual Implement & profitable and should be expanded or 
Hardware. contracted; 4. provide data to measure 
operating efficiency and expense con- 
trol. 

“The prime objective of all expense 
allocation is to translate expenses into 
costs.” 

The 


management should be allocated among 


Proper Apportionment of Salaries Paid 


According to Mr. Gillepsie, one of the 
biggest problems in allocating such ex- 
penses to the various lines of business 


is the proper apportionment of salaries and expense of company 


salary 


paid. Within departments, — salaries 
should be allocated according to lines lines of business on the basis of “meas- 
of business on the basis of volume of urement of responsibility,” Mr. Otteson 


should be allo- 


felt. Advertising cost 
sales effort” 


cated on a “measure of 
basis, in a similar manner. 

Second day sessions consisted of 
workshops headed by discussion leaders 
who were speakers the previous day. 
An additional symposium on small com- 
pany problems was lead by Henry Lyon, 
Preferred Life. 


claims paid, policies underwritten, or 
some other index. 

\ different approach was detailed by 
Mr. Ongert who said that the World’s 
establishment of a cost system was 
aimed at two things: development of 
departmental costs and determination of 
costs by line of business. Departmental 
costs are being stressed. They can be 
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YEARS AHEAD... 


Great pleasures of life lie ahead of you; 
be sure you are able to live them to the 
fullest. Whenever you are behind the 


wheel of a car, think safety, drive safely. 


Last Date 
A dramatic 20-minute sound motion pic- 


ture on teen-age driving safety. 





Sergeant Bruce Reporting 
A series of 13 six-minute driver educa- 


tion sound movies on driving attitudes. 


For details on how you may obtain these 





films, see your local AMICO representative, 






or write the home office, Chicago 40. 
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FORM NEW LOCAL A. & H. ASSN, 


North Central Accident & Sickness Assn, 
Organized at South Bend, Ind.-; 
H. P. Means Elected President 

Formation of a new local A.& H_ as- 


sociation in Indiana was effected jn 
South Bend on October 11 when the 
North Central Accident Sickness Asso- 


ciation was officially formed. 

Elected to the presidency of the new 
local is Harold P. Means, Means 
cy, South Bend, widely-known throug 
out the state. Mr. Means is a past pres- 
ident of the Indiana State Association 





of Life Underwriters and organizer of 
South Bend general agents and man- 
agers association. 


Elected vice president was Dale Apt, 


Lincoln National; and secretary-treas- 
urer, Loyal Wilson, Jr., Mutual of New 
York, both of South Bend. 

Directors of the new association are 
Paul Kenney, Floyd Gaumer, Vern 
Horst, and Ben Lilves of South Bend: 
John Hargraver, LaPorte, and Anna K. 
Wilson, Elkhart. 

Sponsoring the formation of the new 


association was Earl Frei, manager, Mu- 
tual Life of N. Y., vice president of the 
state A.& H. group. The organization 
followed the appearance in South Bend 
of the carav: - sales congress of the In- 
diana State & H. Association. 


Hervey Richer Heads New 
Capital District A. & H. Unit 


The recently organized Capital Dis- 
trict Chapter of the International Asso- 
ciation of Accident & Health Underwrit- 
ers, held its third monthly meeting Oc- 
tober 14, Albany, N. Y., and elected the 
following permanent officers: 

Hervey Richer, Security Mutual, presi- 
dent; Edward R. Blackstone, general 
agent, Mutual of Omaha, vice president; 
Louis Caplan, general agent, Security 
Mutual, secretary; Sidney L. Eisenberg, 
state agent, Eastern ( ‘asualty, treasurer ; 
Roland C. Van Loan, general agent, 
Eastern Casualty, publicity chairman; 
Louis Green, general agent, General Ac- 
cident, chairman of the board. 

The following members were elected 
to the board: James Weir, Loyal Pro- 
tective; Thomas Cable and Stewart Fer- 
ris, both of Eastern Casualty; Serafino 
3arile, Mutual of Omaha; Thomas 
Kelly, Security Mutual. 


WELLS SEES A.&H. BETTERMENT 
Addresses Indiana A. & H. Assn.; Sug- 


gests Sales Presentation Improvement; 
Complaints Evidence of Misunder- 
standing 

The A. & H. business is getting better 
than the newspapers and Congressional 
committees would have us believe, H. E. 
Wells, Indiana Commissioner, told a re- 
cent meeting of the Indianapolis A. & H. 
assoc lation. 


“There is the 


nothing wrong with 
business,” Mr. Wells declared, “that 
can’t be cured by polishing up sales 
presentations a little, particularly to 
make sure that a man knows exactly 
what he is buying. The majority of the 
complaints the Department receives are 
not true complaints but mere evidence 
of misunderstanding of policy provisions, 
which could have been avoided with a 
little more care in the interview.” 

The meeting was held in the form of 
a reception and dinner to enable newer 
members to become better acquainted. A 
feature after the meeting was a “pz inel 
of experts” to take and answer questions 
from the audience. Making up the panel 
were Robert Monroe, group supervisor, 
Great - West Life; Charles Ray, man- 
ager, A.& H. department, Indianapolis 
Life; and Harry Guion, Business Men’s 
Assurance. 

In answer to a question about meeting 
Blue Cross competition, Mr. Monroe 
urged making clear to business men who 
are buying group hospitalization that 
Blue Cross with its emphasis on being 
“non-profit” is diametrically opposed to 
the svstem under which the business 
man himself has made his money and 
continues to make his living. 
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Falls cause more accidental deaths than drowning, burns, poisons, and 
poison gases combined. Don’t risk life and limb on rickety or insecurely 
placed ladders. Don’t stow things on stairs or in halls. Don’t wander around 
the house at night in the dark. Don’t use scatter rugs on slippery floors 


without non-skid rubber fabric pads. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY 


* THE WORLD FIRE AND MARINE INSURANCE CO. 


THE CENTURY INDEMNITY COMPANY . STANDARD INSURANCE CO. OF N. Y. 
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HARTFORD, CONNECTICUT 





This advertisement also appears—in color—in TIME, NEWSWEEK, PATHFINDER, 


U. S. NEWS and WORLD REPORT. 


Clinton L. Allen, President 






























































Accident insurance 
tailored to your needs 


Your local agent or broker can easily 
write an Aetna Accident Policy to 
suit your personal needs. For exam- 
ple, the Guaranteed Income Policy 
not only helps pay doctor and hos- 
pital bills but also provides an in- 
come while you are disabled. The 
Simplex Policy is especially designed 
for the housewife, to protect against 
large expense if she has an accident. 
If desired, your children can be in- 
cluded. Ask your local agent or 
broker. 


THINK FIRST OF THE AETNA 















































Christmas Is Coming Up Pretty Fast! 





WHAT BETTER TIME... to remember the needs of employees—and 


their families—for protection against loss of time, money and hap- 
piness through accident, illness or death—also for protection 
against an impoverished old age. 

Whether the employees are few or many in number, there is a 
Travelers plan for them. Why don’t YOU tell their boss about it? 
Now is a good time to plan for a December 25th announcement of 
a new Employee Benefit Program. 

Travelers has been specializing in Employee Benefit Plans for over 
10 years. We will design and provide a simplified, common-sense 
plan for your client's requirements. 

Why not discuss Christmas plans for employees with The Travelers 
now? Consult your nearest Travelers Branch Office for information 


on all Employee Benefit Plans. 


The Travelers Insurance Company - Hartford 15, Connecticut 


























